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XXXIII, No. 3669 


-P’s New Model 
175 Inches Long, 
Has $2,000 Price 


_ Sonnabend Heads Up 
_ Drive for Mergers 
To Use Tax Loss 


YORK.—Studebaker- 
Packard Corp. revealed details 
its New Look at a press con- 
gence here last week. The com- 
many said that: 

‘Its new smaller car, Model 
&, will have a 108%-inch wheel- 
base, overall length of 175 inches, 
‘ minimum of chrome and will 
ei “within the area of $2,000 


sr in the U. 8S.” 
S-P is carving out a new role 
itself in the auto world with 


"gumber of changes in the list of 
ducts. 
& The tieup with Curtiss-Wright 
come to an end. Financier A. 
-Sonnabend will join S-P as a 
member and will lead the 
y on a program of acquiring 
firms to make the most in 
benefits from S-P’s huge loss 
over. 
S-P’s debt of $54.7 million will 
replaced by a debt of $16.5 mil- 


. 


x 


be issued to creditors. 
> > > 


) 
a 
" 


‘AODEL X made its debut in 


novies shown at the press| 


ce. It is a scaled-down, 
version of the current 
er line, with the Hawk 
mesh-front grille. 
S&P President Harold E. Chur- 
said the model's overall length 
“three feet shorter than the 
°” for American cars. The 
D line will include four models 
two-door, four-door, station 
Wagon and two-door hardtop. 
Model X will have single head- 
Tights and offer both V-8 and six- 
tylinder engines. The new line is 
scheduled for public introduction 
in mid-November. Prices report- 
‘edly will start below $1,300 plus 
freight. 


bond = 


The new cars have seating space 


six and are aimed at “perma-| 


Rency of design.” 

> . 

rr ADDITION to introducing the 

smaller car, S-P made these 

Comments on product plans for the 
1959 model run: 

The Packard and Scotsman lines 
will be discontinued for the 1959 
fun, at least. One of the Hawk 
Saunirrrrmereeeremmerrnrrmrrrrr 


Who is Sonnabend? 
Story on Page 8 


lines will be retained and the com- 
Pany will continue to make taxis 
and trucks. 

S-P will take full charge of 
Sales of Mercedes-Benz cars in 
the U. S. Curtiss-Wright and 


cars, 

Operation. Churchill said Mer- 

Cedes sales are now running at a 

1,500-a-year rate. 

Churchill said it is too early to 
(Continued on Page 8, Col. 1) 
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ion 1 vice-president; H. G. Ward, 
harleston, secretary-treasurer, and 





By Frank Gawronski 
Staff Writer 
Waar and when the United 
Auto Workers will call a strike 
lin the auto industry to win im- 
| proved contracts has become the 
| major question in Detroit now that 
|"59 models have begun to roll. 
| Neither side wants a strike, but 
after months of bargaining, UAW 
and Big Three ne- 
gotiators are as far 
apart as when they 
started. In addition, 
| both sides have 
reached positions 
| difficult to retreat from. 
| The Big Three auto makers have 
already signed pacts with several 
junions calling for an extension of 





| present contracts and would be 
| reluctant to repudiate the pacts by 

offering something better to the 
| UAW. 

GM announced it has signed 58 
agreements with 11 different 
unions on extending the 1955-58 
contract for another two years. 
The pacts cover approximately 
7,000 employes. The UAW has 
turned down a similar extension 
proposal. 

The UAW, on the other hand, has 
fought for its demands so long 
that it risks loss of face by settling 
on the Big Three’s terms. The 
union already has cost its members 
millions of dollars in cost-of-living 
and annual improvement raises by 
refusing to extend the old contracts. 

In a year of slumping sales and 
slashed profits, the Big Three are 
more than ever labor-cost conscious 
recognizing this, the UAW has 

(Continued on Page 6, Col. 3) 





Inside Automotive News... 


Good taste inside the ’59s. Page 17. 
How car makers did state by state in first half. 


Pages 2, 34. 


West Virginians praise stickers, end of subsidies. 


Page 3. 


Few dealers seek U. 8. 


loans. Page 12. 


GM balks at pricing quiz. Page 8. 


‘Strike Showdown\Nears 


plus preferred stock which will | 


As\Changeovers Spread 


hn K. Teahen, Jr. 
Staff Writer 


"S changeover shut- 


windup of '58-model | 


ginning of Fogd division’s buildout | 
sent last week's U. S. auto produc-| 


tion tumbling 
26,402 units, 


a 46-week-low of 


the changeower week which 
ended Oct. 5, 19§7, when 21,975 


more than twice as 
entire industry 


week, In the week just\ended, their | 


total was 19,612—17,432\Fords and 
2,180 Plymouths. 


CURY, Lincoln and Edsel 

contributed 4,160 cars last week 

and Buick, the first manufecturer 
to assemble '59s, scheduled 2,630. 

Soto, Chrysler and Im- 

perial began ‘59 operations \last 


involved seniority in the 
of workers. 

Rambler joins the ’59 fold 
(Aug. 25), and the American Motors 
entry expects to start the run 
full steam—perhapg 3,600 units the 
first week. 

* * * 
ESPITE this contribution, how- 
ever, the current week’s output 
probably will not show any great 
increase over last week’s. 

Ford division is likely to drop 
to less than 12,000 units this week; 
Edsel has completed its run, and 
Mercury may not maintain its 
3,500-4,000 level of recent weeks. 

The Ford division car assembly 
lines at Dearborn, Louisville, San 
dose, Calif., and Mahwah, N. J., 
went down for ¢hangeover at 
midweek, and Dallas and Atlanta 
halted Friday. 

The plants at Kansas City, Chi- 
cago, Long Beach, Twin Cities, 
Chester, Pa., and Norfolk, Va., are 
scheduled to build cars this week, 

(Continued on Page 45, Col. 3) 


By Robert M. Lienert 
Associate Editor 
EW-CAR sales to date this year 
are running almost exactly one 
million units behind a year ago, 
| according to Automotive News esti- 
mates based on field reports. 


The industry today (Aug. 25) 


passes another 1958 milestone— | 


registration of the three-millionth 
new car. 
Last year on Aug. 26—a day later 
in the corresponding period—new- 
ear registrations reached FOUR 


Officers elected at the 25th annual meeting of the West Virginia Automobile Dealers | million. The three millionth car last 
Assn. are, from left, William B, Poland, Martinsburg, president; O. L. Mullins, Madison, 
first vice-president; John D. Queen, Wellsburg, R 
| Huntington, Region 3 vice-president; Tag Galyean, 
Walter M. Duncan, Beckley, NADA director. Bert Wolfe, Charleston, Region 2 vice- 
president, was not present for the photograph. (Sfery on Page 3.) 
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year was sold June 26. 
. * o 


| JN FABULOUS '55, the three-| 
millionth sale was consummated | 


| June 7. On Aug. 25 in 1955, regis- 
trations had already topped 4.7 
| million. 

It is necessary to go back to 
1952 records to find a slower mid- 
summer new-car sales pace. In 
that year of the hangover follow- 
ing the Korean buying binge, the 
three-millionth car was not sold 
until Sept. 29. 


1952 and 1958, however, lies in the 


Top Cars 


New-car registrations for siz 
months, plus 11 states for July: 
1958 1957 
Pos. 

fan 

Gun 

-_ 

@u= 


Make 
Chev. 
Ford 
Plym. 
Olds. 
Buick 
Pontiac 
Rambler 
Mercury 
Dodge 


676,270 
513,165 
206,336 
171,736 
144,375 
124,998 
81,807 
72437 
70,105 


739,147— 2 
781,285— 1 
322,471— 3 
203,078— 5 
222,473— 4 
175,083— 6 


147,071— 7 
138,845— 8 





62,583 
33,170 
27,035 
22,344 
21,531 
15,684 

8,583 

5,822 


Cadillac 
Chrysler 
DeSoto 
Edsel 
Stade, 
Lincoln 
Imperial 
Met. 


75,286— 9 
58,344—11 


20,152—14 
18,595—15 
5,245—16 
1,709 Packard 3,373—17 
158,386 Misc.. 81,998 
Total All Makes 
2,425,076 3,138,213 
Further details on Page 32. 


GM’s 5% Deal Hailed . 


| An important difference between | 


Pos. | 


55,258—12 | 


58,375—10 | 


32,134—13 


fact that in 1952 the average dealer- 
ship was not geared to the volume 
that it is today. 

As a result, dealers in 1952 had 
less fixed overhead and could point 
to some profit. The current period 
remains bathed in red ink for many 


| franchised dealers. 


* * > 


|i Aas the only satisfaction deal- 
ers can salvage from the cur- 
rent market is that they are run- 
ning well ahead of—and gaining on 
—production. 

It will be at least another 
month before the factories pro- 
duce their three-millionth unit for 
this year. 

When the two-millionth car was 
(Continued on Page 4, Col. 4, 


Dealers’ ’59 Wish: 
More Economy, 


‘Same Price Tag 


aay is a rallying cry that 
cuts across big-car and big- 
price affilliations, an AUTOMOTIVE 
News dealer survey showed last 
week. 

As the '59 models approach, deal- 
ers in every make and price class 
|have singled out “economy,” “no 
price increases” and “compactness” 
as the features they would like most 
on the new merchandise. 

The '59 cars, it has been estab- 
lished, will do little to satisfy the 
dealer pleadings. Horsepower and 
basic dimensions are expected to 
be increased on all U. S.-made 

| cars except Rambler and the new 
economy Studebaker. 

The first public introduction of a 
|°59 model is Buick, scheduled for 
Sept. 19. Other debuts will start 
| Oct. 1 and range into November. 

= » 7 

N OLDSMOBILE - CADILLAC 

dealer in the West called for 

|“smaller, more economical models” 
| as his leading wish for the '59 model 
| year. 

| Neither of these franchises has 
| been linked up by General Motors 
| with a smaller product from abroad. 
Buick dealers handle the Opel and 
| Pontiac dealers the Vauxhall. 

A 25 percent cut in prices was 
| (Continued on Page 4, Col. 5) 


Varied Discounts on Cars 


IN a General Motors official 

buys his “executive-discount” 

new car, the delivering dealer re- 

ceives 5 percent of the list price 
for handling the transaction. 

The situation isn’t as rosy for 
Ford and Chrysler retailers, A 
Ford or M-E-L dealer can ex- 
pect only the make-ready fee on 
executive autos, while Chrysler 
Corp. officials take delivery direct 
from the factory. 

In all cases, an Automotive News 
survey showed last week, the exec- 
utive orders his car through the 
factory and pays roughly dealer 
cost for it. At Ford and GM, the 
buyer may designate a dealer 
through whom the car is to be de- 


livered, and the factory usually 
complies with this request. 
* ~ + 

Ta GM plan apparently was in- 

stituted in an effort to satisfy 
both dealers and company 
For years, executives pu 
cars at dealer cost with the 
receiving only a nominal p 
Dealers in plant cities lod 
peated protests against the 

The protests bore fruit i 
nice to dealers year” ( 
executive discount was 
-” eonsess but the 

owls from company pe 
shook Detroit’s General 
Building and other corpc 
tions. 

The current setup has 

(Continued on Page 41, Col, 1) 
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For Rest of °58 Model Year... 


Chevy Ends Subsidies, 
Direct Sales of Trucks 


By Jack Weed 
Truck Editor 

DETROIT.—Following the prec- 
edent set in auto sales, Chevrolet 
has discontinued direct truck sales 
to state, county and local govern- 
ments plus subsidies to dealers in 
such sales for the remainder of the 
1958 model year. 

There was no comment on 
Chevrolet's plans for the 1959 
model year, Other truck produc- 
ers declined to comment on their 
plans and policies on direct sales 
and subsidized sales. 

A June 16 directive took all Gen- 
eral Motors passenger-car units out 
of direct and subsidized sales. 
Other car producers took similar 


Fresh Evidence 


Appears of Rise 
In U.S. Economy 


DETROIT.—The nation got fresh 
evidence last week that the econ- 
omy is recovering from the reces- 
sion. 

The Government reported that 
personal income was running at 





a record rate in July and the | 
gross national product (total of | 


goods and services produced) was 
higher in the second quarter than 
preliminary estimates indicated. 


Individuals’ income in July ran 


at the rate of $354.5 billion a year, | 


well above the previous record rate 
of $352.1 billion for August, 1957. 


The July total also was above the) 
$352 billion rate for June of this) 


year. 

Federal employes received retro- 
active pay increases in July. When 
this income is added, personal in- 
come in the nation ran at the rate 
of $358.9 billion a year in July. 

Gross national product for the 
second quarter had been estimated 
at the annual rate of $428 billion. 
More complete figures show that 
the quarter's GNP was at the rate 
of $429 billion, up sharply from the 
recession low of $425 billion in the 
first quarter of this year. 

Housing starts in July were put 
at the rate of 1,160,000 a year, the 
highest figure in 2% years. Starts 
in June were at the rate of 1,090,000 
a@ year. 

The actual number of private 
housing starts in July was above 
the June total. A decline of hous- 
ing starts between June and July 
is considered normal. 


action, So far as is known, Chevro- 
let is the only manufacturer to °x- 
tend the move to the truck field. 
Dealers have opposed such sales, 
particularly where factory action 
makes the selling price of new 
units less than the wholesale price | 
the dealers pay for new units. 
The complaining dealers noted | 
that cars sold in this manner come | 
into the used-car market a year 
after the original sale at prices 
that upset the market. 
Ford commented that it works | 
through its dealers in making 
bids on sales to governmental 
units. Fargo division handles | 
Dodge’s truck sales to fleets and | 
governmental units and says it 
cooperates with dealers in mak- | 
ing bids. 
GMC truck and coach division 
said that it handles sales through 
dealers and takes none direct or| 
through branches. White works 
|with its dealers in developing bids. 
Mack dealers join with the com- 
pany branch in their area in sub- 
mitting bids, the company said. 





By Robert M. Lienert 
Associate Editor 

(ae sales strength| 

was exhibited by imported 

makes in the first half in the West, | 
|}in New England and in Florida. 

“Miscellaneous” makes, com- 

prised mostly of foreign cars, had 
a market penetration exceeding 
12 percent in nine states—Oregon, 
Washington, California, Nevada, 
Arizona, New Hampshire, Con- 
necticut, Vermont and Florida. 
Tops was Nevada with 17.11 per- 
cent. 

Miscellaneous makes had a 
greater share of the first-half 
|market than did Chrysler Corp. in 
| Arizona, Florida, Nevada, Oregon 
and Washington. 


4 Big Three's strength in the 
first half was concentrated in 
the South. The only states in which 
the Big Three managed to take 
more than 93 percent of sales were 
| Arkansas, Kentucky, Louisiana, 
| Mississippi and Texas. 

The Big Three hit bottom with 
only 7844 percent of sales in 
Oregon and 79.65 percent in 
Nevada. 

These and other detailed views 
of the 1958 new-car market are 
provided by Automotive News’ 





| 





Business Barometer 


Automotive News Economic Index — 
98.7 Percent of Last Week 


90.4 Percent of 


Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 


Aste Production ............... 59,677 91.0 50.7 
Truck Production .............. 12,979 84.2 647 
Auto Registrations— Year to date. 2,425,076 77.3 
Truck Registrations—Year to date. 359,091 ie 82.5 
Steel Production—tTons ......... 1,632,000 102.9 79.1 
Lumber Production—Board feet... 246,868,000 99.7 103.0 
Paperboard Production—Tons ... 294,259 101.9 102.5 
Soft Coal Output—tons ........ 7,895,000 101.6 82.3 
Oil Refinery Output—Borrels . 47,505,000 96.4 96.0 
Electric Output—Kilowatt hours .. 12,851,000,000 101.1 103.6 
Barometer Freight Car Loadings 339,057 100.6 84.0 
Store Sales Index .. 119 104.4 100.8 
feck Market Price Index....... 350.0 98.8 102.4 
an 
Government Spend 
 =Fiscal year to date — Seialaie « $11,736,935,000 eee 105.0 
> 1 and Industrial Loans $29,121,000,000 100.2 92.3 
PUOMNE oo. rec ccccees $28 446,000,000 100.0 120.5 
Prices—Average......-- $942 99.9 107.2 
Failures.............++- 262 90.3 118.0 
me Common 
oks pag. 20 Aug. 13 1958 Range Stocks Aug. 20 Aug. 13 1958 Range 


17%- 8 


i 1 16% 


ee 36% 
Kaiser*.... 11% 


eeeeee 


38 
12% 
30% 
5% 


38%-27 
13%- 7% 
31%-21% 

6%- 2% 
50% -40Yy 








A Handshake for the Champ— 


Winner of the 21st onnual All-American Soap Box Derby in Akron, James Miley, of | 


Muncie, Ind., is awarded the national champion's trophy by Edword N. Cole, general 
manager of Chevrolet, which sponsors the derby nationally. Looking on are Jim's 


Fi over the '58s, Gen- 


‘| James M. Roche 





sister, Judi, and his mother, Mrs. Loe! Miley. 


The table on Page 34 shows how 


| each make and each corporation 


fared in each state, as well as on 
the national average. 
> > = 


Ford Tops in Two 


& LzSOUCGs Chevrolet was king 
“2 of new-car sales in the first 
half with a market penetration of 
27.84 percent (to 21.14 percent for 
Ford), it ran in No. 2 position in 
two states. 

Ford bested Chevrolet, 24.36 
percent to 20.57 percent in Rhode 
Island and 26.96 percent to 26.54 
percent in North Carolina. 


Chevrolet flexed its sales muscles 





TABLE ON PAGE #4 





most impressively in Louisiana, 
Mississippi and Texas, In those 
three states, its first-half penetra- 
tion topped 32 percent—closely ap- 
proaching one sale out of every 
three. 

Furthermore, Chevrolet penetra- 
tion exceeded 31 percent in four 
additional states and 30 percent in 
six others. 

Deepest penetration Ford was 
able to achieve in the first half was 
the 26.96 percent chalked up in 
North Carolina. 

Chevrolet’s least impressive 
showing was the 20.57 percent in 
Rhode Island; Ford's, 17.41 percent 
in New Jersey. 

= . - 
At THE corporation level, aver- 
age market penetration in the 
first half was 48.96 percent for 
General Motors, 25.71 for Ford 
Motor Co., 14.27 for Chrysler Corp., 
3.56 percent for American Motors 
and 0.95 for Studebaker-Packard. 
GM topped its national penetra- 
tion figure in 26 states, cresting 
_ at 54.74 percent in Texas, al- 
though it was also over 54 percent 
in Mississippi and Mlinois. 

Ford Motor exceeded its national 
figure in 30 states, Its best showing 
was 30.74 percent in Arkansas, al- 


Chrysler Shut Out 


In New Orleans 


NEW ORLEANS.—O. E. Haring, 
Inc., and Luke Motor Co., Inc., who 
have been Chrysler-Plymouth deal- 
ers for 23 years and 21 years, re- 
spectively, have relinquished their 
franchised dealerships, leaving the 
Crescent City without a Chrysler 
car representation. 

Haring has signed an agreement 
to service all Chrysler products and 
will operate under the name of 
O. E. Haring Chrysler Products 
Service Center, Inc. Haring stated 
that his service department for all 
Chrysler products will operate in a 
similar pattern of Chrysler Motors 
oan two service centers in New 

ork, 


‘ 





How Makes Sold State by State 


| statistical analysis of first-half reg-| though it topped 30 percent in| 
| istrations. 


North Carolina. 


Chrysler Corp.’s penetration ex-| 


celled its national average in 14 


states, with a peak of 18.68 percent | 
in New Jersey and a sales share) 


exceeding 18 percent in Pennsyl- 
vania and the District of Columbia. 
> ” = 


AMC, S-P Standouts 


AManican MOTORS topped its 
average in 24 states. Its best 
showing was 8.39 percent in Wis- 
consin, but it ran above 6 percent 
in Idaho, New Hampshire and 
Rhode Island. 

S-P’s national average was 
bested in 26 states, rising to a 
peak of 2.24 percent in Indiana. 
It exceeded 1.5 percent in Idaho, 
Nevada, Montana, Maine and 
Vermont. 

Slimmest first-half pickings were 
38.73 percent for GM in Rhode 
Island; 21.82 percent for Ford Mo- 
tor in New Jersey; 10.30 percent for 
Chrysler Corp. in Louisiana; 1.59 
percent for AMC in Louisiana; 0.48 
percent for S-P in Utah, and 2.21 
percent for miscellaneous in South 
Dakota. 

> . - 

S NOTED above, Ford was best 

seller in two states, while Chev- 
rolet led in all the others. 

Plymouth was third in 42 states, 
fourth in four states, and fifth in 
three states (Mississippi, Wisconsin 
and Wyoming). 

Oldsmobile was third in five 
states (Illinois, Indiana, Michi- 
gan, Louisiana and Texas), fourth 
in 37 states, fifth in two states 
(Montana and South Carolina), 


(Continued on Page 7, Col. 3) 
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Cadillac Expects 
25% Sales Surge 


Roche Lauds Dealers 


For °58 Performance 
By Pete Wemhoff 


Editor, Automotive News 

a by the good profit 
position of its dealers, Cadillae 
hopes to increase its ’59-model sales 
to around 150,000, 
a gain of 30,000 
eral Manager 
told newsmen in 
Detroit last week. 
The press saw 
the biggest styl- 
ing change in 
Cadillacs since 
the division intro- 
duced rear fins in d 
1948. The new J. M. Roche 
models will go on display Oct. 1 
with a restyled El Dorado 

Brougham due Oct. 20. 


Cadillac’s production of 1958- 
model cars totalled 121,736, a drop 
of 3,244 from the 125,030 turned 
out in the 1957-model year. But, 
said Roche, his company’s pene- 
tration of the high-priced market 
set an alltime record. 


For the first six months of 1958, 
Cadillac captured 59.6 percent of 
the fine-car market, compared with 
48.9 percent in 1957, while the divi- 
| Sion’s percentage of domestic in- 
dustry sales rose from 2.4 to 3.1 for 
| the same period, Roche said. 

+ * 7 


Was Cadillac dealer profits 
were down from 1957 because 
of reduced volume, Roche said, 
|“they nevertheless were still high 
in 1958.” 

Dealers’ used-car sales rose 4 per- 

cent this year on an average 30-day 

| turnover, while customer labor, 
parts and accessory sales set a new 
high, he declared. Cadillac dealers 
had an average 26-day supply of 
new cars through the year. 

“The wonderful job our dealers 
turned in on sales and service 
was one of the bright spots of the 
year,” Roche said. 

He announced that a series of Il 
dealer meetings, which started 
Aug. 20, will continue through Sept. 











15 in nine cities. 
> > > 
LTHOUGH details of the 1959 
Cadillacs were off the record, 
Roche pointed out that there will 
be 13 body styles in 1959, instead 
of the 12 offered this year. Also 
there will be 35 different colors 
available for the exterior and 106 
interior combinations. 

Other features include bigger 
rear fins, a much wider hood, a 
new grille which is carried into 
the rear deck, new shock ab- 
sorbers using freon gas in a 
plastic bag, slightly higher horse- 
power but a 10 percent boost in 
gas economy, and a much lower 
silhouette. A speed-control device 
also will be available for the first 
time. 

Roche said he could not discuss 
prices as yet, but pointed out that 

| all costs are up. 





Called More Durable, Fade Resistant . . . 


Chrysler Using New Paints 


DETROIT.—New exterior colors 
to be used on all '59 Plymouth, 
Dodge, DeSoto, Chrysler and Im- 
perial cars at no extra cost have 
up. to twice the durability and fade 
resistance of previously used fin- 
ishes, according to Chrysler Corp. 

Alan G. Loofbourrow, Chrysler 
Corp. engineering director, said 
the new enamels will make pol- 
ishing sessions “few and far be- 
tween” for car owners. 

To capitalize fully on the superior 

qualities of the recently developed 
enamels and primer coat materials, 
he said, Chrysler Corp. has invested 
more than $1 million in improved 
application systems at its assembly 
plants. 
Reporting the results of extensive 
tests during the past two years, 
Loofbourrow said the new finishes 
went through as long as 24 months 
of average service before anything 
more than a wash was required. 

“These same test results,” he 
added, “indicate that the new 








super-quality finishes can go up 
to three years before waxing is 
needed. The older type enamel 
showed the need for waxing after 
approximately 18 months. 

“Besides requiring only a mini- 
mum of upkeep,” Loofbourrow said, 
“the outstanding quality character- 
istics of the newly formulated en- 
amel make it possible for Chrysler 
Corp. to offer a vastly wider range 
of high-metallic colors on its ’5% 
model cars.” 

In these new high-metallic en- 
amels, he explained, sparkling alu- 
minum particles can be used for 
up to 100 percent of the total pig- 
ment, making it possible to offer 
entirely new and brighter pastel 
shades of pink, green, gold, etc. 
Previously, the auto industry was 
limited to a maximum of about 60 
percent aluminum as a portion of 
the total pigment, he added. 

The enamel’s improved chemical 


make-up gives it far greater re- 


(Continued on Page 41, Col. 3) 
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New Home of Stone Brothers Buick— 


This is on architect's sketch of the new headquarters of Stone Brothers Buick, Inc., 
Twlsc. The block-long, air-conditioned building fronts on US-66, the city's largest 
sireet. Al Stone, president, said the new facilities provide 6,885 square feet of new-car 

, almost triple the former space, and 12,686 square feet for parts, service and 
the body-and-paint shop, three times the space the dealership formerly had for 


these operations. 


Move to Detroit Suburbs 
Helps Weather Slump 


was a little over 50 percent of that 
achieved by its long-established 
parent firm, Stark Hickey, Inc. 
(Ford), Detroit. 


“We're counting on the '59 models 
for a brisk business the rest of the 
year,” Shaw continued. “Next year 
should be better for all business, 
Hickey East, Inc., first opened its | but we expect auto retailing to 
doors on Oct, 2, 1956 in suburban/| continue to be very competitive.” 
East Detroit. That was the day the * * * 

“hot” '57 Ford was introduced to Own Sales Training 


the public. 
N THE ’57 model year, Stark 
The firm got off to = fast start Hickey East sold 1,014 new 


in its first year with a gross sales 4 

yolume of approximately $4 million. | U/ts, 1,562 used ee aa 

Then came the slump which has| ‘Tucks. For the first six months o 

plunged many dealers deep into the this year new-car sales totalled 304 

a= y units, compared with 444 for the 
only Chevrolet dealer in the area 

But Stark Hickey East is | and 40 for the sole Plymouth outlet. 
weathering the stormy period The firm started its own sales- 
with remarkable success, accord- | training program last winter with 
a class of 12, of which eight still 
are on the 20-man sales staff. 

“We looked for people who had 
never sold before and put them 
through our own course—in the 
‘classroom’ and on the job,” Shaw 
explained. 

The “faculty” included Robert 
Thibodeau, sales manager; Budd 
Joffa, used-car manager; veteran 
members of the sales staff, and 
bank officials who instructed the 
group on financing procedures. Ford 
Motor Co. training films and other 
aids also were used. 

“In addition to working on the 
floor here, we sent our students on 
‘shopping tours’ of neighboring 
dealers to check on how they 
handled sales,” Shaw said. “They 
were required to prepare written 
reports on what they observed.” 


Eprror’s Note: This is another 
in a series of articles on dealers 
who have opened suburban points. 

* * * 
By John E. Walsh 
Staff Writer 

AST DETROIT, Mich.—The auto 

business was robust when Stark 





Dealer Forum 
During Robert M. Finlay’s va- 
cation, his Dealer Forum column 
space will be filled by other 
Automotive News features. 





in to Howard A. Shaw, vice- 
president and general manager. 
“We feel that we’re doing a far 
better job than the average dealer 
because we're still growing in a 
growing market,” Shaw said. 
Gross sales for the first six 
months of 1958 totalled about $2 
million, he said, about 2 percent 
under the amount for the compa- 
rable period a year ago. 
> . > 


NEW-caR sales in the first half | 
were down 20 percent, Shaw 


added, but used-car sales rose 25 2 = 
Percent and service volume 30 per-| « 4 NOTHER class of five is sched- 
cent. 


uled to begin training in the 
fall. 

“We try to recruit our sales per- 
sonnel from our marketing area,” 
Shaw said. “It’s better for us and 
for them, They work and live 
among our prospects. And since the 
hours are long in this business, they 
have more time to spend with 
their families if they don’t have to 
travel long distances to and from 
work.” 

Stark Hickey is the first and 
only new-car dealership in East 
(Continued on Page 44, Col. 4) 
od * ” 


Frontier Ford Plans 


$500,000 Headquarters 


ALBUQUERQUE.—An expansion 
program which includes what Ford 
Motor Co. has called the largest 
site of any Ford dealership in the 
nation is being planned by Frontier 
Ford, according to Jack Jones, 
Frontier president. 

Plans include the erection of new 
headquarters at Lomas and Uni- 
versity N. E. at a cost of $500,000. 
The new plant will cover 6.2 acres. 
Plans call for a one-story main 
building to. house showrooms and 
offices and two or three additional 
buildings for service department, 
body shop, used-car sales offices, 
and other operations. The buildings 
will be connected by breezeways, 
Jones said. The main building will 
cover 30,000 square feet, with a 600- 
foot frontage and a depth of 400 
feet. 

Planned to allow mass display for 
“super-market” selling, the project 
is expected to be started late this 
year and completed in mid-1959. 


“New-car sales have risen con- 
siderably in the last three months,” 
he continued. “In June we came 
within six units of equalling our 
total for the previous June, the 
best month we've ever had. 

“At the present sales pace, our 
58 buildout allotment won't be 
enough to handle the demand. 

He attributed the increase to a 
brighter economic outlook, exten- 
sion of the Federal excise taxes 
after months of indecision and 
“possibly” the unsettled conditions 
in the Mideast. 

But in spite of the upturn, Shaw 
said gross sales and profits would 
be under the totals for the previous 
year. He said the 1957 sales volume 
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Also Praises End of Subsidies .. . 








W. Virginians Hail Stickers 


WHITE SULPHUR SPRINGS, 
W. Va.—West Virginia auto dealers 
have publicly praised those who 
worked for the new-car labelling 
law and lauded factories for dis- 
continuing subsidy sales to state 
and local governments. 

Those sentiments were expres- 
sed in resolutions adopted by the 
25th annual convention of the 
West Virginia Automobile Dealers 
Assn. 

The dealers commended Senator 
A. S. Mike Monroney, Oklahoma 
Democrat who sponsored the label- 
ling bill, plus NADA and all mem- 
bers of Congress for their work on 
behalf of the measure. 

The West Virginia group feels 
that the law will materially de- 
crease and make difficult “the mis- 
leading and deceptive gimmick ad- 
vertising with which the retail 
automobile industry is plagued.” 
The law is a blow to unfair competi- 
tion and price packing, the dealers 
feel. 

The dealers also passed a reso- 
lution praising General Motors, 
Ford and Chrysler for discontinu- 
ing the practice of offering 


subsidies in sales to state govern- | 


ments and their political subdi- 
visions. 

Dean Chaffin, president of NADA, 
reported on activities of the associa- 
tion and discussed the car-labelling 





law. He said the bill was a good} 


step forward but will not settle all 
problems. 

In other action, members heard a 
number of speakers and elected 
officers. 

Guarded optimism was the key- 
note of speakers who addressed 
the convention. 

R. P. Harman, executive assist- 
ant to the Ford division general 
sales manager, contended that the 
slump in automobile sales “is the 
result of the recession and lack 
of consumer confidence in our 
economic prosperity rather than 
any widespread dissatisfaction 
with automobiles being offered.” 


The Ford representative was 


“quite optimistic about the future) 
He said the| 
industry may be poised for a| 
in the fourth| 


automobile market.” 


sharper upturn 
quarter than is generally antici- 
pated, and spoke of clean inven- 
tories, prospective buyers getting 
restless for new models, and pre- 
dicted '59 would continue the Amer- 


Speakers Named 


For Convention 


Of Ohio Dealers 


COLUMBUS, O. — The Ohio 
Automobile Dealers Assn., has an- 
nounced six speakers for the 25th 
annual convention at the Neil 
House Sept. 21-23. They are: 

Roger Cloud, speaker of the 
Ohio House of Representatives; 
James Cavagen, vehicle marketing 
manager, Saturday Evening Post; 
William J. Harford, regional group 
manager, New York Life Insur- 
ance Co.; Richard E. Meier, chair- 
man, Interstate Finance Corp.; 
Arnold L, Miller, Cleveland Electric 
Illuminating Co., and James C. 
Moore, NADA general counsel. 

OADA President M. R. Purdy 
appointed the following to the 
men’s committee for the conven- 
tion: 

William F. McCoy, Wilmington, 
chairman; Carl E. Danner, Marion; 
Alden Dinsmore, Lancaster; John 
T. Glackin, Mt. Vernon; W. A. Kite, 
St. Paris; Robert D. Keim, Edgar 
G. Planck, A. E. White, George 
H. Woodworth, Lloyd Stout and 
R,. H. Zimmerman, all of Colum- 
bus, and Purdy. 


Liddon Sells Pontiac Deal 


In Nashville to Beaman 


NASHVILLE. — Col. William M. 
Liddon has sold Vol Pontiac, Inc., 
to Alvin G. Beaman, operator of 
Beaman Motor Co. (Dodge-Plym- 
outh). Liddon, who owned the 
Pontiac deal for 23 years, was one 
of the founders of the Tennessee 
Automotive Assn. 

Beaman said the Pontiac firm 
will be known as Beaman Pontiac 
Co. The Dodge-Plymouth dealer- 
ship will be sold, he added. 








ican trend of bigger, better, and 
more beautiful automobiles. 
Stressing the importance of a 
well-trained sales force, Harman 
said Ford division had just ap- 
proved a long-range program de- 
signed clearly to develop a program 
for assisting dealers in attracting 
and maintaining a top-quality sales 
force and, in general, upgrading 
the profession of automobile selling. 
Dr. Charles Irvin, sponsored by 
General Motors, emphasized that 
satisfied and enthused customers 





Canadian Dealers 
To Meet in Banff 


BANFF, Alta.—The Federation 
of Automobile Dealer Assns. of 
Canada will hold its annual conven- 
tion Sept. 10-11 at the Banff 
Springs Hotel here. 


Among the speakers will be Ben 
Sadowski, 1945 F ADA president; 
Dr. Charles E. Irwin, a personnel 
and sales-training expert, and Ger- 
ald Breen Switzer, minister of Cen- 
tral United Church, Calgary, Alta. 

Discussion topics will include 
leasing fundamentals, salesmen’s 
remuneration and incentive-pay 
plans and the voice of the dealer 
in the small community. A cost 
clinic also will be held. 


made the best advertising. 

William J. Bird, executive as- 
sistant to the group vice-presi- 
dent, automotive sales, at Chrysler 
Corp., noted that “for the first 
time this year most of the leading 
economic indicators are moving 
up at the same time.” 

Admitting that “We haven’t seen 
anything yet (in the way of buying) 
to make us throw our hats in the 
air,” Bird said we need more em- 
phasis on service, and pointed out 
now is a good time to take stock 
and get ready for the future. 

He called for salesmanship based 
on service, not just price—more 
emphasis on value. He said: “I have 
a feeling that far too much of our 
salesmanship is aimed at finding a 
buyer rather than making a cus- 
tomer.” 

The speaker called for “the real 
art of selling ... giving the cus- 
tomer the kind of personal satisfac- 
tion that brings him back to the 
dealership time and time again.” He 
voiced approval of the car-labelling 
law. 

The new president is W. D. 
Poland, Martinsburg: first vice- 
president, O. L. Mullins, Madison; 
regional vice-presidents: John D. 
Queen, Wellsburg; Bert Wolfe, 
Charleston, and H. G. Ward, Hunt- 
ington; secretary-treasurer, Tag 
Galyean, Charleston. 


New Contract Announced 
By Seattle Arbitrators 


By Martin Trepp 


Staff Correspondent 


SEATTLE.—Key issues involved 
in the recent 128-day strike of 


|Seattle area automobile salesmen 


have been resolved by a seven- 
member arbitration panel com- 
prised of three labor representa- 
tives, three dealer representatives 
and an impartial chairman. | 

The arbitrators ordered a con- 
tract, to run through next April 
30, including these features: 

1. New-car commissions based on | 
30 percent of gross profit or 3 per-| 
cent of actual sales per month, | 
whichever is greater. 


2. Used-car commissions of 6 


| percent of selling price less 


trades, with a minimum of $15 
a deal and a maximum of $100. 
3. Monthly guarantee of $450. In 
event commissions do not equal 
this amount in a month, the deficit 
would be made up from any com- 
missions in excess of $450 during 
the next two months. The deficit 


would be wiped out the third month. | 


4. Payment by dealers of regular 
Washington State Teamster wel- 


|fare benefits, amounting to $11.80 


a month for each salesman. Sales-| 
men are to get any improvements 
in the health-and-welfare plan 
negotiated by Local 174 Teamsters 
Union with the Distributors Assn., 
effective Jan. 1. 

5. Limitation of hours, with one 
night’s work a week. 


continue efforts to work out a 


On the 









outside the area 


there... 






tions are pouring in after state 


Jefferson City . 







House... 


Thirty-seven percent of the cars bought by Wis- 
consin Rapids (Wis.) zone residents were acquired 


Wisconsin Rapids Daily Tribune survey. Dealers 
interviewed are very unhappy with makers’ distri- 
bution and advertising policies, says the report... 
Winston-Salem (N. C.) dealers have pledged 100 
percent support to set up a Better Business Bureau 


Missouri hears rumors that St. Charles union 
organizational drive will spread to other cities; 
dealers urged to eliminate any bad employment 
practices, be careful in hiring any new productive 
people .. . North Carolina reports dealer renewal license 


No rest for the weary? There is a New York firm whic 
requires its top officers to take ‘a week’s vacation every sev: 
as an antidote for developing ulcers, losing efficiency and g 
. . . Missouri association has moved offices to 312 E. @ 
. . Before appointing a U. S.-make aes 
distributor, the head of a foreign-car factory con ed 
manager of the American company for permission. 
to cross swords with the Big Three,” he said. 


mutually agreeable pension pro- 
gram, with contributions to start 
no later than Oct. 1, 1959. 

The arbitration award also spells 
out technical details of such mat- 
ters as exempt sales and fleet ac- 
counts. 

It passes back to Teamster Auto 
Salesmen’s Local 882 and the Metro- 
politan Auto Dealers Assn. some 
miscellaneous issues on which they 
seem to be in substantial agree- 
ment. The parties have until Sept. 
15 to resolve these remaining minor 
points, 

Under the old contract which had 
been in effect since 1946, salesmen 
were paid 5% percent of the fac- 
tory list price of new cars sold, 
regardless of the gross profit re- 
alized on sales. Some 700 members 
of the union struck 66 dealerships 
when that contract expired on 
Apr. 1. 

Under the arbitration award it 
is evident that salesmen’s per- 
unit commissions will decline. 
However, dealers say those com- 
missions will be shared by fewer, 
better-paid salesmen. Only about 
half of the salesmen have been 
called back to work since picket- 
ing was ended. 

Members of the arbitration panel 
were Lee Moran, Joseph E. Gandy 
and Hayden Williams, dealer rep- 
resentatives; George Cavano, W. L. 
Williams and Walter Briem, for 
labor; and the chairman, J. Benton 


| Gillingham, assistant director of the 
6. Union and management to 


Institute of Labor Economics at 
the University of Washington. 
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Tight Credit Seen 
As Slump Halts 


FRB Move Signals 


War on Inflation 


DETROIT.—The nation began 
moving toward tighter money 
period last week, amid new reports 
that the economy is on the way up 
from the bottom of the recession. 


There were renewed warnings 
about the threat of inflation and 
other observations that the econ- 
omy has some distance to go 
before it poses any real inflation 
worries. 

The biggest step toward tighter 
credit was taken by the Federal 
Reserve Board which approved an 
increase from 1% to 2 percent in 
the discount rate charged the San 
Francisco and Dallas banks. Similar 
action was expected at the other 10 
Federal Reserve Banks. 

The discount rate is the interest 
charged bankers on loans from the 
Federal Reserve System. Since 
bankers borrow there only when 
forced to by increased demands 
for credit, a higher discount rate 
tends to discourage credit expan- 
sion. 

The discount-rate hike was 
viewed as meaning that the Fed- 
eral Reserve Board feels it no 

longer needs to battle business 
contraction but must now switch 
te fighting inflation. 

Raising the discount rate with 
more than 5 million unemployed 
was viewed as premature by some. 

The Federal Reserve Board is 
considered by many to have acted 
too slowly to restrain the business 
expansion after the 1953-54 reces- 
sion. The board apparently feels 
that it must act more quickly after 
the most recent recession. 

Other indications of a tightening 
of credit included an increase in 
short-term interest rates, a hike in 
the stock margin requirement and 
the movements of the stock and 
bond markets. 

Commercial-paper rates have 
been pushed up by % percent 
across the board on two occa- 

sions, bankers’ acceptance rates 
were hiked four times in a 10-day 
period and short-term bills of the 
U. S. Government are now giving 
their highest yield in months. 

Finance companies borrow short- 
term funds by selling their commer- 
cial paper. They reduced 
commercial-paper rates 12 times 

(Continued on Page 41, Col. 5) 
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Slowest Pace Since 1952... 


3-Millionth 1958 Sale 


COMING SEPTEMBER 22 . 


Inside the Import Market 


Sales of foreign cars have vaulted to record levels in the U. S. 
this year and interest in the imports runs at fever pitch. 


There are plenty of questions about the import-car market. Not 
so plentiful are straight-from-the-shoulder answers. 


The lowdown on imports—in all their aspects—will feature the 
Sept. 22 issue of Automotive News. A special summer project of 
the editorial staff has been to gather complete data on the foreign 


cars and their marketing. 


Highlights will include pictures, specifications, engineering data, 
dealer census figures, prices, advertising and promotion plans, 
service stories, hints from veteran dealers, a list of distributors 


and feature articles. 





Dealer Licensing Hailed 
By Georgia Independents 


AUGUSTA, Ga.—The Georgia In- 
dependent Automobile Dealers 
Assn. pledged “100 percent partici- 
pation in all activities of the Na- 
tional Independent Automobile 
Dealers Assn.,” at its third annual 
convention here. 

Directors also said Georgia was 
bidding for the next national 
convention, with at least three 
cities — Augusta, Savannah and 
Atlanta—in the running as a pos- 
sible site for the 1959 conclave. 


Expressing “great satisfaction” 
with the State’s dealer-licensing 
system set up by the Legislature 
in January, the more than 500 dele- 
gates agreed to seek no changes 
in the law, which the GIADA fos- 
tered, until it had been given time 
to prove itself. 

The Public Relations Commit- 
tee won approval of a proposal 
which requires GIADA members 
to display a porcelainite sign iden- 
tifying them as members, sug- 
gests the use of similar stickers 
on the windshield of cars on dis- 
play and provides for the print- 





Carolina Dealers 
To Get Import Count 


RALEIGH, N. C.—A regular 
monthly report on foreign-car 
registrations will be furnished to 
members by the North Carolina 
Automobile Dealers Assn. 

Starting with July sales, the 
count will follow by one week the 
regular report on domestic- 
vehicle registrations. 





UsedCar Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


Aptco Auto Auction. Sale every Wednesday. 


Aug. 20 
BUICK—’58 Special 2-dr., $2,350°. 
"ST Super 2-dr., $2,060° (ps); 
cial 2-dr., $1,910° (ps). 
, $1,370* (ps); Spe- 


Spe- 


>. 

Special sedan, $1,025* (ps), $975*, 
$740°. 

"54 Super 2-dr., $560*, $445°. 

CADILLAC—’58 (62) conv., $4,675°. 

"56 (62) coupe, 2 at $2,300° (ps). 
"63 (62) sedan, $925°. 

CHEVROLET—'58 Bel Air (8) sedan, 
$2,115*, $1,825°; Biscayne 2-dr., 
$1,875*, $1,825. 

. "57 Bel Air (8) sedan, $1,725*; conv., 
$1,610*, $1,570; Two-ten (8) sta- 
tion wagon, $1,675. 

"56 Bel Air (8) conv., $1,200°; sedan, 
$1,200* (ps), $1,075, $1,035*. 

"55 Bel Air (8) sedan, $880*, $880, 
$775, $750; conv., $720°; Two-ten 


sedan, $795. 
*54 Bel Air sedan, $570°. 
"53 Two-ten 2-dr., $325°; Bel Air 
. 


sedan, $290*. 
CHRYSLER — 57 Windsor 2-dr., $2,- 
035* (ps). 
55 Windsor coupe, $1,325*; 2-dr. 
$950* 


sedan, : 

"64 Windsor sedan, $475*. 
DeSOTO—'58 Firesweep 2-dr., $2,315*. 
’57 Firedome sedan, $1,935* (ps). 

"4 Firedome sedan, $520* (ps). 
DODGE—'57 Coronet (8) conv., $1,720* 

(ps); sedan, $1,520*. 

"56 Custom Royal Lancer, $1,250*, 

$1,160*; Coronet (6) sedan, $720. 

"65 Royal sedan, $825°. 

"53 brook sedan, $170. 
EDSEL—'58 Pacer sedan, $2,160* (ps). 
FORD—'57 Sk y liner, $2,100* (ps); 

Squire, $1,910* (ps), $1,- 

900°; lane (8) 500 conv., §$1,- 
610° (ps); sedan, $1,685*, $1,610° 
pee Fairlane (6) sedan, 


‘56 Fairlane (8) sedan, $1,135*; Cus- 


tom sedan, $875*, $870. 

‘55 Country sedan, $1,000*°; Ranch 
Wagon, $920*; Fairlane (6) conv., 
$675*; Custom sedan, $730*. 

"54 Custom sedan, $615°. 

"53 sedan, $380°. 

IMPERIAL—’57 Crown sedan, $2,735* 
(ps). 

LINCOLN—’53 Capri sedan, $615*. 

MERCURY — '57 Montclair coupe, $1,- 
850°; Monterey coupe, $1,850* (ps). 

"56 Monterey coupe, $1,300* (ps); 
Montclair conv., $1,090°. 

"55 Montclair sedan, $1,035*; Mon- 
terey sedan, $880*. 

OLDSMOBILE—'56 (88) sedan, $1,410* 
(ps); coupe, $1,310*. 

"55 (98) Holiday, $1,240* (ps); coupe, 
$1,175* (ps); (88) 2-dr., $1,075*; 
coupe, $1,030°. 

PACKARD—’56 Clipper Hardtop, $1,- 
200° (ps). 

"55 ‘‘400°" 2-dr., $1,035°*. 

"54 Clipper sedan, $435*. 

PLYMOUTH—’57 Belvedere (8) sedan, 
$1,765* (ps), $1,670*; Fury coupe, 
oo: Savoy sedan, $1,350*, $1,- 

*56 Belvedere conv., $1,125* (ps); 
Suburban, $1,125* (ps). 

"54 Belvedere conv., $525°. 

*53 coupe, $290°. 

— Chieftain 2-dr., $1,720° 
Ps). 
*56 Chieftain station wagon, $1,250*; 
2-dr., $800. 

"55 Star Chief coupe, 
Chieftain 2-dr., $800°*, 

*53 station wagon, $410. 

RAMBLER—’57 station wagon, $1,805*, 
$1,785° (ps); sedan, $1,100, 

'54 sedan, $395°. 

"52 sedan, $115. 

STUDEBAKER — '57 President sedan, 
$1,350* (ps). 

"54 2-dr. station wagon, $425°*. 

MISCELLANEOUS—’'56 Chevrolet 3200 
pickup, $890. 

’53 Chevrolet Delivery, $215. 


$935° (ps); 
$635°. 


“Indicates automatic transmission or overdrive and (ps), power steering. 
Other Auctions Are on Pages 33, 36 and 38. 





ing of pamphlets for customers, 
setting forth the ethics of the 
organization and citing 10 rea- 
sons why prospects should pur- 
chase from a GIADA member. 

The dealers also agreed to ex- 
pand and extend comprehensive in- 
surance policies for employes to in- 
clude major medical and hospital 
expense. 

Executive Vice-President Miles 
Elliott, Atlanta, reported the as- 
sociation had “nearly doubled” its 
membership in a year. He counted 
632 dues-paying members in 1958 
compared with 342 the previous 
year. 

During business sessions, the fol- 
lowing were discussion leaders on 
the indicated topics: 


C. E. Pitts, NIADA president— 
“The Association in Action.” 

Dan Y. Sage jr., Atlanta insur- 
ance specialist—“Retail Motor Ve- 
hicle Title Warranty.” 


Frank M. Smith, regional group 
manager, Bankers Life Co. of Des 
Moines—“Group Insurance Plans.” 

O. H. Baehler, executive vice- 
president and general manager, 
National Market Reports, Inc.— 
“The Red Book Plan.” 


Paul H. Brown, General Finance 
Corp. vice-president—“Financing.” 

Clem A. Bahde, regional manager 
of the Associate Discount Corp., 
was moderator of a forum on 
financing problems. 


Officers elected for 1958-59 were 
installed at the closing banquet. 
The slate included: 

President, James J. Holmes, 
Columbus; first vice-president, 
R. G. Mosely, Atlanta; second 
vice-president, James F, Smith, 
Macon; secretary, Mack Day, 
Columbus; treasurer, R. E. Bur- 
son jr., Augusta. 

Pete Hudson, Savannah, retiring 
president, was elevated to chair- 
man of the board, and Cy Young, 
Atlanta, was declared president 
emeritus. 

Six regional vice presidents also 
were named. They are Billy Aiken, 
Atlanta; Paul Bennett, Augusta; 
Pete Bunch, Savannah; Al Russell, 
Macon; Aubrey Culpepper, Colum- 
bus, and Lionel Pye, Dalton. 

Elliott was renamed executive 
director. 


Trails 57 by 2 Months 


(Continued from Page 1) 


sold this year on June 5, the mile- 
stone preceded assembly of the cor- 
responding unit by five days. The 
millionth car this year was pro- 
duced March 11 and sold 11 days 
later on March 22. 

Thus, in the course of selling the 
second million new cars, dealers 
gained 16 days on the factories. In 
the course of the third million, the 
sales margin was widened by an- 
other estimated 16 days. 


+ * * 


__ year at this point, sales 
were still running well behind 
the production pace. The three- 
millionth sale followed by 18 days 
the assembly of the corresponding 
car. The two-millionth sale in 1957 
trailed output by 21 days, and the 
millionth sale came 10 days after 
the corresponding unit was as- 
sembled. 


It required 69 selling days this 
year to move the first million 
cars, 63 days for the second mil- 
lion and 68 days for third million. 

A year ago, 
days to get the first million on the 
street, 47 days for the second mil- 
lion and 48 days for the third 
million. 

This year’s wide lead established 
by sales in relation to production 
comes about as the result of two 
key factors—the inclusion of more 
than 200,000 imports in registration 
figures and the fact that total pro- 
duction fell short of three million 
as the factories started going down 
for new-model changeovers. 

Thus, a considerable amount of 
time will pass before makers are 
able to turn out the relatively few 


Cleanup Contest 
At Mercury Has 
Strike Clause 


DETROIT.— Mercury is paying 
its dealers cleanup bonuses of $50 
to $150 per car in a program which 
permits the factory to terminate 
the contest if the operations of any 
auto maker are halted by a strike. 

Dealers have been assigned 
quotas and will receive rebates of 
$50 per car for sales between 26 
and 50 percent of those quotas. The 
payment rises to $150 per unit when 
sales top 50 percent of quota. The 
event runs until the end of the 
model year. 

The Mercury contest also includes 
a payment for 58 models on hand 
when the '59s are introduced. Deal- 
ers will receive $50 for Medalists, 
Montereys and Commuter station 
wagons and $100 for other models. 

Elsewhere, cleanup bonuses are 
being paid by Dodge, DeSoto and 
Chrysler division (excluding Im- 





perial). A Plymouth contest ended 
Aug. 10, but no new program had 
been announced late last week. 





New Officers Named by Georgia [ADA— 


Old and new officers are shown at the third annual convention of the Georgia 
Independent Automobile Dealers Assn. Left to right are Carey Paul, Atlanta, president- 
emeritus; R. G. Moseley, Atlanta, first vice-president; James J. Holmes, Columbus, new 
president; Mack Day, Columbus, secretary; Pete Hudson, Savannah, board chairman 
and retiring president; R. E. Burson jr., Augusta, treasurer; James F. Smith, Macon, 
second vice-president, and Cy Young, Atlanta, president, emeritus. 
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it took 56 selling!) 





cars needed for production to hit 
the three-million mark. 
a * * 
HE eventual registration total 
for new cars this year hinges 
on several factors—the most im- 
portant being the degree of accept- 
ance of ’59 models in the year-end 
months and the resolution of 
tangled labor negotiations. 

If everything breaks exactly 
right (and hardly anything has 
in the industry so far this year), 
the year could end with as many 
as 4.9 million registrations. 

On the other hand, the figure 
could be as low as 4.0 million. The 
ultimate total will more likely fall 
in the neighborhood of 4.6 million. 


Dealers’ 59 Wish: 
More Economy, 
Same Price Tag 


(Continued from Page 1) 
demanded by an Illinois Dodge 
dealer on the ground that the fac- 
tories “have priced themselves 
out of the market.” 

A Pennsylvania Buick dealer had 
a terse recommendation for the '59 
cars: “Compactness.” 

+ . * 
THE West Coast, a Chevrolet 
dealer wanted a four-door Im- 
pala (which he will get) and “other 
models and options drastically re- 
duced in number.” 

Reflecting GM thinking, Buick 
General Manager Edward T. Rags- 
dale has announced that his line 
will shrink the number of available 
options considerably. 

Stung somewhat perhaps by a 
competitor’s designation of the '58 
Oldsmobile as the “king of 
chrome,” a Wisconsin Olds dealer 
went on record for “less chrome, 
better gas mileage and less colors 
and other options.” 

Here are some other typical dealer 
recommendations: 

General Motors dealers—‘Better 
economy, bodies with fewer leaks, 
no fins.” 

“Minimum of 24 miles per gallon, 
better parking vision, smaller fend- 


ers, easy entrance.” : 


“MORE or better economy; not 
too much styling change.” 

“Smaller and cheaper.” 

“More gas economy.” 

“Lower prices.” 

Ford dealers—“Economical en- 
gine option.” 

“No price increase.” 

Chrysler Corp. dealers—“Lower 
prices.” 

“Air suspension.” 

Rambler dealer — “Reduction in 
cost.” 

Import-car dealer— “More auto- 
matic chokes.” 





Musical to Pace 


Pontiac Preview 


PONTIAC.—A musical stage 
show, introducing the ’59 Pontiac, 
will play coast-to-coast for more 
than 15,000 Pontiac dealers, news- 
men, supplier and members of the 
field and home offices. 

The hour-long presentation, titled 
“New Dimensions,” features orig- 
inal music and lyrics and a Broad- 
way cast. It premieres Aug. 25 and 
continues through Aug. 28 at the 
Masonic Temple in Detroit. Re 
gional dealer showings also are 
scheduled in San Francisco, Dallas, 
Chicago, Atlanta and New York. 

Pontiac’s national press preview 
is scheduled for Aug. 26 in Detroit. 


Rambler Sales Up 124% 


In First 10 Days of August 


DETROIT. — American Motors 
has reported that Rambler sales 
climbed to 5,095 units in the first 
10-day period of August, more than 
doubling sales in the corresponding 
period of 1957, 

Roy Abernethy, automotive dis- 
tribution and marketing vice-presi- 
dent, said Rambler sales were up 
m= percent over the year-ago 
eve! 
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change “car browsing” 





to “car buying” 


Many “browsers” think they can’t afford to buy. So out your door they go, 
while their “dream car’ remains on your floor—unsold. While explaining 
to your prospect the advanced features you have in today’s fine cars, you 
can also show him that he does have the ability to buy. It’s easy to fit into your 
sales talk several references to “your” convenient and friendly plan of paying 
for the car of his choice over a period of time. It has been proved time and 
time again that the fine features of the Associates plan assist salesmen 


by changing “car browsers” into car buyers! You should hear the Associates story. 





ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO, 
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Bargaining Retreats Difficult .. . 


UAW Strike Showdown at Hand 





(Continued from Page 1) 


eased its demands and forsaken 
the profit-sharing proposal. 
+ * om 


Reuther Warns Big Three 


ALTER P. REUTHER, UAW 

president, has warned that the 
“day of decision is fast approach- 
ing.” He said the union will soon 
select a strike target among the 
Big Three and will set a strike 
date ultimately if the companies 
persist in “refusing to bargain with 
the union.” 

If a strike is called it probably 
will come late in September when 
59 Ford, Chevrolet and Plymouth 
models—the bread-and-butter 
cars of Ford, GM and Chrysler— 
are in full production. 

However, the jockeying in posi- 
tions going on this past summer 
has heightened speculation that a 
last-minute settlement might be 
reached on the eve of a strike 
deadline. 

Consensus is that when the final 
contract is signed, it will consist of 
the present company terms with 
some facesavers, such as better 
pension and supplemental unem- 
ployment benefit plans. 

a « * 


2 Walkouts Settled 


AR WHILS, Chrysler last 
week started recalling workers 
to begin production on its 1959 
models after the company settled a 
strike at its Twinsburg (O.) stamp- 
ing plant. 

Terms of the settlement were 


AMC-UAW Deal 
For Vacation Pay 


Called Illegal 


LANSING.—American Motors has 
been accused of entering into an 
illegal agreement with the United 
Auto Workers to save between 
$100,000 and $200,000 by paying for 
employe’s vacations partly through 
unemployment funds. 

The charge was made by a Legis- 
lative committee investigating the 
influence of unions in Michigan's 
unemployment compensation pro- 
gram. Some 1,200 employes at 
AMC’s refrigerator plant in Grand 
Rapids, Mich., are involved in the 
dispute. 

The committee said that in ex- 
tending its contract with the UAW 
this year, AMC agreed to pay a 
“bonus in lieu of vacation” early 
in June. Then when the plant shut 
down for model changeovers in 
August the workers would apply 
for compensation. 

Edward L. Cushman, AMC indus- 
trial relations vice-president, de- 
fended the agreement as “legal and 
ethical.” He said AMC has placed 
$100,000 in escrow to absorb “all 
Possible costs” of the Michigan Em- 
ployment Security Commission. 

After placing the money in es- 
crow, Cushman said the company 
“can see no other way to protect 
ourselves against irresponsible in- 
vestigatory statements.” He said 
AMC “acted in good faith and we 
cannot permit any doubt to exist as 
to the ethics of our business con- 
duct.” 

Cushman said AMC has requested 
the UAW to renegotiate the dis- 
puted part of the contract and 
eliminate it until state officials have 
determined the legality of the 
agreement. If the union is unwilling 
to change the contract, he said, 
AMC would reimburse the MESC 
for any amount involved pending a 
definite ruling. 

UAW Vice-President Norman 
Matthews, director of the union’s 
AMC department, said, “The UAW 
has never entered into an agree- 
ment which was either legally or 
morally wrong... 

“We, therefore, stand by the 
bonus in lieu of vacation agreement 
negotiated with AMC, which is es- 
sentially similar to agreements now 
in effect with hundreds of employ- 
om. § including Chrysler and General 


eb -« 

“We plead guilty to helping AMC 
consolidate its operations in Michi- 
gan with greatly improved pros- 
pects of uninterrupted production 
and we condemn this committee for 
smearing a legitimately arrived-at 
collective bargaining agreement ..” 
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and one-half for the first two hours 


and double time thereafter. The old | U. Ss. Indicts 3 
contract called for double time | In Auto Buying, 


after four hours. Vacations are | 
improved and a third week after) 





ed | 


not announced, but the walkout | 


of lift truck operators was 


Lincoln-Thunderbird plant in Wix- 
om, Mich., returned to work last 


described as caused by personal | week, ending a four-day walkout 


grievances, 
Chrysler, contending that the| 
walkout threatened the start of 
production on its new models, ob- 
tained a court order restraining 
pickets. The settlement, reached | 
with UAW Local 122, cleared the} 
way for the recall of production 
workers in Detroit-area plants, | 
Another 2,500 workers at Ford’s 








Garbarino: Joins Al Long | 


As Sales Manager 


DETROIT.—Joseph N. Garbarino | 
is back in the auto business after | 
a seven-month vacation during} 
which he served as a commissioner | 
for Detroit’s municipally owned} 
transit system. 

A 40-year auto-sales veteran, 


caused by a jurisdictional dispute. 

The dispute resulted from union 
protests over the amount of work 
performed by an outside scrap 
metal contractor. 

Under terms worked out between 
management and UAW Local 36, 
both sides will await a decision on 
a similar case at Ford’s Mercury 
plant in Wayne, Mich. 


* * * 


Dealers Sign Pact 


N THE dealer front, 22 Van- 

couver, B. C., automotive sales 
and service companies have signed 
a one-year contract renewal cover- 
ing 1,100 members of Machinists 
Lodge 1857. 

The agreement calls for wage 
increases of 25 cents an hour for 


10 years’ service is provided in the} 
new agreement. 


ing the life of the agreement. 

In Coos Bay, Ore., H. T. Ford 
and Co, (Chrysler-Plymouth-Dodge- 
Imperial) and McClure Motors have 
signed agreements with Machinists 
Lodge 1442. 

In Decatur, Ill, the National 
Labor Relations Board has denied 
an unfair labor practice charge 
filed against Gregory Ford Co. by 
Machinists Lodge 493. 

According to James A. Jones jr., 
union representative, the NLRB 
said it lacked sufficient evidence 
to uphold a charge that Gregory 
sought to form a company union. 

In Forest Hills, N. Y., the NLRB 
has ordered a representation elec- 
; tion among shop employes at Luby 
Chevrolet Co., Inc. The workers will 





Selling Scheme 


SPRINGFIELD, Ill.—Federal ay. 


The new benefits will cost em-/thorities have indicted three meq 
ployers an estimated $500,000 dur-| 


in a scheme of buying and selling 
automobiles, Indicted were: Hari 
Sester, Colchester, Ill.; Eddie Sol 
omon, Macomb, Ill., and Roy Poore, 
Phoenix, Ariz. 

Edward Casey, assistant U. § 
attorney, said the scheme worked 
like this: One of the three or an 
agent would assume an alias and 
make a cash downpayment on @ 
new or used car. 

Then, representing that the title 
was in a fictitious “Cleve Motor 
Co., of Tupelo, Miss.,” one of the 
accused would sell the car for less 
than its value at an auction patron- 
ized by used-car dealers. 

Casey said the scheme was in 
operation from June 12 to Aug. 
31, 1957. 

The 10-count indictment accused 
the three men of conspiracy, of 








Garbarino has joined Al Long Ford,| a new rate of $2.25 for journey- | vote for the joint petitioners, Team-| using the mails to defraud, of in- Ric 
Inc., as new and used-car sales| men. All other employes received | sters Local 868 and Machinists terstate transportation of a stolen Kn 
manager. He will continue as tran-| a 7% percent pay boost. | Lodge 15; for UAW Local 259; or| automobile and of interstate trans- of 
sit commissioner, a nonpaying post.' Overtime wil! be paid at time! for neither. portation of forged checks. F 
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Indianapolis (Marion) Ind. $202,890,000 
Minneapolis (Hennepin) Minn. 196,721,000 
Atlanta (Fulton) Ga. 189,968,000 
if it Seattle (King) Wash. 186,414,000 
et 8 San Francisco (San Francisco) Call. 181,415,000 
Kansas City (Jackson) Mo. 181,280,000 
Denver (Denver) Colo. 179,971,000 
Boston (Suffolk) Mass. 174,669,000 
Columbus (Franklin) Ohio 160,821,000 
Louisville (Jefferson) Ky. 152,360,000 
New Orleans (Orleans) La. 126,541,000 
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Runnersup in Pontiac Campaign— 


Harold E. Milliken, center, Pontiac zone manager, presents expense-paid Puerto 
Rican vacation tickets to four Metropolitan Detroit runnerup dealers in Pontiac's 
Knudsen Trophy campaign. Cited for outstanding sales performance in the first half 
of 1958 were, left to right: J. Glenn Brozo, Detroit; Albert A. Holman, Wayne; James 
F. Causley, Grosse Pointe Park, and George N. Higgins, Ferndale. 
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By States Analyzed 
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sixth in four states (Maine, New |in 30 states, sixth in six states, 
Hampshire, Oregon and Virginia) | seventh in six states and eighth in 
and seventh in one state (Ver- | one state (Nevada). 

mont). Rambler was third in one state 


Buick was third in two states| (Wisconsin), fourth in three states 
(Mississippi and Wyoming), fourth| (New Hampshire, Oregon and Ver- 
in four states (Maine, Montana, mont), fifth in one state (Rhode 
South Carolina and Virginia), fifth| Isiand), sixth in five states (Con- 

necticut, 


Idaho, Massachusetts, 
Montana and Washington), seventh 
Tenn. Patrol Purchases |in 13 states, eighth in five states, 
First Chevies Since ’42 | ninth in 14 states, tenth in six 
KNOXVILLE, Tenn. — The |states and 12th in one state 
Highway Patrol division here has | (Nevada). 
purchased six new Chevrolets to | Pontiac was fifth in 13 states, 
be used as cruisers—the first time (sixth in 31 states, seventh in four 
since 1942 it has used any car | states, eighth in one state, ninth in 
other than Ford. | one state (Rhode Island). 
The office also has received two et 


Fords and will receive two more M Si . 
ercury Sixth in Nevada 
, accordi to Capt. George 
Ser ey ° | ERCURY was sixth in one state 


Burdette. 
(Nevada), seventh in 14 states, 
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During 1958 


12,700 Families Will Buy a New Car 


| 
| 
| 
| 
| 13,300 Will Buy a Used Car 
| 


e 800 Will Buy a New and a Used Car 


e 9,000 Will STORY but haven't decided 


whether fo Duy new or used 
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eighth in 20 states, ninth in seven 
states and 10th in seven states. 

Cadillac was sixth in two 
“states” (Florida and the District 
of Columbia), seventh in five 
states (California, Nevada, New 
Jersey, New York and Rhode 
Island), eighth in five states, 
ninth in nine states and 10th in 
27 states. It failed to make the 
Top Ten in North Dakota. 

Dodge was seventh in six states, 
eighth in 17 states, ninth in 19 
states and tenth in seven states. 

Only other make to crack the 
Top Ten was Chrysler, which 
ranked tenth in North Dakota 
(ousting Cadillac) and Nevada 
(pushing down Rambler). 

= = = 
N A make-by-make basis, mar- 
ket penetration ranged from 

weakest to strongest as follows: 

RaMBLER—1.24 in Louisiana to 8.31 
in Wisconsin. Metrorotrran—0.02 in 
Minnesota to 0.58 in Georgia. 


Curysiter — 0.82 in Oklahoma to 
2.22 in New Jersey. ImpertaL—0.16 in 
Arkansas to 0.72 in District of 
Columbia. DeSoro—0.61 in Louisiana 
and Nebraska to 1.68 in New Jersey. 
Dopvce—2.05 in Florida to 3.68 in 
Pennsylvania. PLrymoutH —6.38 in 
Louisiana to 11.31 in Delaware. 


Forp—17.41 in New Jersey to 26.96 
in North Carolina. Evset—0.30 in 
District of Columbia to 2.19 in 
Nevada. Liancotn—0.30 in Missis- 
sippi to 1.30 in Nevada. Mercurr— 
2.03 in Rhode Island to 4.32 in Utah. 


Buick—3.40 in Nevada to 7.82 in 
Wyoming. Capmiac—1.49 in North 
Dakota to 4.14 in Florida. Cuevroter 
20.57 in Rhode Island to 32.62 in 
Texas. O_psmosi_.e—4.10 in Vermont 
to 8.91 in New York. Pontruc—3.16 
in Rhode Island to 6.67 in Idaho. 

Packarp—0.01 in New Hampshire 
to 0.17 in West Virginia. Strupesaker 
—0.44 in Utah to 2.24 in Indiana. 






Experts to Join 
In Conference on 
Skid Prevention 


CHARLOTTESVILLE, Va— 
Technical experts from the U. & 
and from abroad will participate 
in the first International Skid Pre- 
vention Conference Sept. 8-12 at 
the University of Virginia. 


Seeking to reduce skidding and 
skidding accidents, the conference 
will consider design, construction 
and use of pavement, design of 
the vehicle, the tire and driver be- 
havior. 

T. E. Shelburne, research direc- 
tor, Virginia Council of Highway 
Investigation and Research, said 
the immediate objectives of the 
conference will be: 

1. To exchange available infor- 
mation within each individual field 
and between these fields relevant 
to the problem of adequate trac- 
tion. 

2. To inventory existing knowl- 
edge of the subject. 

3. To inventory existing defici- 
encies in present knowledge and 
practices. 

4. To develop a comprehensive 
research program. 

5. To demonstrate and correlate 
test results of existing equipment 
and methods for measuring skid 
resistance, and initiate a program 
to develop standard testing pro- 
cedures. 

The conference is sponsored by 
the University of Virginia in co- 
operation with a number of auto- 
motive, education, rubber, traffic 
safety, road-building and govern- 
ment agencies. 


4 Mercury Deals 
Take on Edsel 


CINCINNATI.—Four Mercury 
dealers in the Cincinnati area have 
been appointed to handle the Edsel. 
They are: 

Menke Motor Sales, Inc.; Schenke 
Motors, Inc.; Jake Sweeney Mer- 
cury, Inc., and Vordenborg Motors, 
Inc., Mariemont. 

At open-house celebrations the 
four dealers gave scale-model 
Edsels to persons taking a demon- 
stration ride. 


Gohier Named in Montreal 
MONTREAL.—Gerard D. Gohier, 
president of Gohier Automobiles, 








Ltd., has been elected president of 


the Montreal Automobile Trade 


Assn, 
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$2,000 Car 


S-P Comeback Drive 


(Continued from Page 1) 


reveal full details of the company’s 
plans for the 1959 model run but 
promised “it will be an aggressive 
year with merchandising efforts 
concentrated on the smaller car” 
plus the Hawk and Mercedes lines. 
+, & + 

F MODEL X, he commented: 

“We have created a highly 
stylized new car, tailored to a new 
concept of motoring. 

“Tt is a smaller car, rather than 
@ small car, since it has large seat- 
ing capacity. It is an economical 
car, rather than an economy car, 
and it is the type of car in which 
the American public has shown 
increasing interest. 

“It will be ready this fall and 
not three years from now.” 

The last comment was apparently 
a reference to reports that one or 
more of the Big Three will intro- 
duce a small car in 1960 or 1961. 

*- = * 

ETAILS of the other arrange- 

ments for S-P’s future include: 

1. The two-year-old management 
agreement with Curtiss-Wright has 
been terminated and Curtiss- 

Wright's option to buy five million 
shares of S-P stock for $5 a shar 
is cancelled. 

2. S-P’s Chippewa plant in 
South Bend and the Utica (Mich.) 
plant, leased to Curtiss-Wright in 
1956, are to be sold to C-W for $2 
million. In addition, S-P keeps 
the $25 million originally paid as 
@ 12-year rental on the plants. 

3. The franchise to distribute 
Mercedes-Benz cars in the U. S. 
goes to S-P with a reported saving | 
of $1 million a year now paid for) 
distribution rights to the present 
holder of the franchise, a firm 
owned by Curtiss-Wright and 
Daimler-Benz. 

4. S-P’s $54.7 million debt to 20 
banks and three insurance com- 
panies is cancelled. The banks and 
insurance companies get $16.5 mil-| 
lion in notes running for 15 years 
with the first payment due six years 


-Inch Wheelbase . . . 
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to Spark 





a total of 5,500,000 shares of com- 
mon stock. 

The new notes and preferred . 
stock (par value) total $33 million. 
The new notes and the common 
stock at last week’s selling price 


($6.50 a share) total $52,250,000, 

5. Sonnabend is to be made a 
member of the S-P board and 
chairman of the board’s new 
acquisitions committee. The com- 
mittee will direct the purchase of 
firms to enable the enlarged cor- 
poration to take advantage of 
S-P’s loss carryover, which now 
amounts to $134 million. 
Sonnabend said that he is pri- 

marily interested in acquiring busi- 


ca 





nesses related with the auto in-| 1908 Buick Joins Flint Party— 


dustry but would not ignore any 


lined up acquisitions worth $30 mil- 
lion, but Churchill denied this. 
o » = 
S-P would issue an additional 
* three million shares of common 
stock and 250,000 shares of a second 
class of preferred stock which 
would be used in acquiring new 
businesses. 
7. Sonnabend said that he would 


| be paid “partly in cash, partly in 


stock but primarily out of earn- 
ings.” 

It was reported that Sonnabend 
will receive options on as many as 
half a million shares of common 
stock. He would be able to buy 
7,500 shares for each $1 million 
in pretax earnings his acquisitions 
bring in for five years at a spe- 
cial option price. 

The option price will be set in 
relation to the price of S-P stock at 
the time the program is submitted 
to stockholders. 

In addition, Sonnabend’s rights 
to the stock reportedly will be cut 
in relation to any losses suffered by 
the firms he brings into the S-P 
fold. 


IT WAS reported that S-P 





after the program is approved by 
8-P stockholders. 
7 7 > 

financial institutions also} 

get $16.5 million in a new S-P| 
preferred stock which is to pay 5) 
percent, After two years, the pre- 
ferred stock could be converted into 


S-P’s Sonnabend 
. ae a 
Is Specialist in 
> - . 

Curing Sick Firms 

NEW YORK.—Abraham Malcolm 
Sonnabend, financier who will 
sparkplug Studebaker-Packard’s di- 
versification drive, is a specialist in 
curing ailing companies. 

He is president of Hotel Corp of) 
America and president and chair-| 


man of Botany Mills, Inc. His work 
with Botany Mills illustrates his 
methods. 





He bought control of Botany, a 
Passaic (N. J.) woolen firm, in 1954 
when the company was suffering 
from the textile depression. He 
acquired three other companies 
which could take advantage of 
Botany’s losses for tax purposes. 

A year later he took Botany out 
of the wool business. The revamped 
firm now produces a wide range of 
products, including cotton yarn, 
cosmetics and luggage. 

He is said to acquire moncy- 
making businesses by offering them 
stock in losing firms plus the tax 
advantages of sharing in the carry- 
over of those losses. 


3 L-M Deals Handle 
Edsel in Miami Area 








dual Lincoln- dealers. 
Miami Lincoln-Mercury, 222 
S.E. Second Ave., Miami, and 
Gables Lincoln-Mercury, 4001 
Ponce de Leon Blvd, Coral 


8. will sell some of its real estate 
to generate cash. The company 
would lease back any of the facili- 
ties that it needs. There was a 
report that the company could ob- 
tain $5 million in cash by the end 
of this year by this method. 

9. The refinancing program will 
be submitted to S-P stockholders 
at a special meeting, “probably in 
October,” according to Churchill. 


The program brought one im- 


| mediate reaction—objections from 


the group of stockholders who are 
still ruffled about the Studebaker- 
Packard merger agreement. 

Sol Dann, Detroit attorney who 
represents the group, promised a 
fight against any plan requiring 
stockholders to “gamble away what 
remains of their investment.” 

He said the group would oppose 
any agreement permitting Curtiss- 
Wright to “retain the benefits they 
received when they entered the 
Studebaker-Packard picture” with- 
out an accounting of profits from 
S-P assets transferred to C-W. 


African Prime Minister at Goodrich 


: . This Buick appeared on the streets of Flint and countless other American cities 
sound business. There have been| jn 1908, the yeor that General Motors was born. Harlow H. Curtice, GM president, and 
reports that Sonnabend has already | sophia Branoff, “Miss Golden Milestone,” took a spin in the old cor during the city’s 


50th anniversary tribute to the corporation. 


No Cutup «2-0 


Flint Fun with Francie 


FLINT.—“Golden Milestone Day,” 
this city’s glittering tribute to Gen- 
eral Motors’ 50th birthday, had a 
little bit of everything—nostalgia, 
solemnity, pagentry and humor. 

The first three elements were sup- 
plied by the speeches of GM officials 
and other dignitaries plus a gigantic 
three-hour evening parade. 

Frances Willson, a sprightly 
little lady of 86, took care of the 
humor mt. She was as- 
sisted by Charles Stewart Mott, 
83, an excellent straight man. 

Mrs. Willson was chosen to dedi- 
cate the William Crapo Durant 
Plaza in Flint’s new College and 
Cultural Center. It is named for the 
founder of General Motors. Mrs. 
Willson’s husband, the late George 
Crapo Willson, was a cousin of 
Durant’s. 

She was introduced by Mott, Flint 
philanthropist, auto pioneer and 
GM’s senior director. “Mrs. Will- 
son's going to pull a string or some- 
thing and unveil the cornerstone,” 
Mott informed the audience. 

“I'm not going to pull a string— 


AMC to Give $50,000 
To U. S. Jaycee Project 


DETROIT. — American Motors 
Corp. announced last week it will 
join with the U. S. Junior 
Chamber of Commerce in spon- 
soring a Jaycee program to pro- 
mote community cooperation to 
achieve needed private and pub- 
lic facilities and services through- 
out the U. 8. 

AMC President George Romney 
said his firm will provide about 
$50,000 to help the Jaycees pre- 
pare materials and the 
services of experts in getting the 
program started among the or- 
ganization’s 3,700 chapters. 
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I'm going to cut a ribbon,” Mrs. 
Willson declared as she stepped to 
the microphone. 

But the ribbon was balky. 

“You’re not much of a cutup, 
Francie,” Mott observed as she 
struggled with the shears. 

“No, not this kind,” Mrs. Willson 
conceded. 
| She made another unsuccessful 
| swipe at the ribbon. 

“Want a razor blade?” inquired 
the ever-helpful Mott. 

“I could use one,” Mrs. Willson 
retorted, and added: “I guess 
General Motors isn’t doing so well. 
They can’t even afford a sharp 
pair of scissors.” 

The audience howled. And leading 
the laughter was Harlow H. Curtice, 
GM president, who was seated a 
few behind Mrs. Willson. 

On her next try, the ribbon gave 
way. 


Maryland Youth 


Named Nation’s 
Road-E-O Champ 


WASHINGTON.—Edward Meade 
Smith, 17, Silver Spring, Md., has 
been named Champion Teen-Age 
Driver of the U. S. He also won 
a $2,000 college scholarship as win- 
ner of the seventh annual National 
Teen-Age Safe Driver Road-E-O 
conducted by the U. S. Junior 
Chamber of Commerce. 

Smith scored 905 points out of 
a possible 1,000 in the stiff compe- 
tition over a four-day period during 
which 51 contestants representing 
the 48 states, Alaska, Hawaii and 
the District of Columbia were 
tested on all phases of their ability 
to handle a car and their attitude 
toward safe driving and safety on 
the highway. 

Second place winner was Marvin 
Mack Lowry, Moultrie, Ga. who 
scored 821 points and won a $1,500 
college scholarship. 

Third place and a $1,000 college 
scholarship went to Donald C. 
Weeks, Portland, Me., who scored 
815 points out of the possible 1,000. 


World’s Autos 
Listed in Color 


NEW YORK. — Three hundred 
color photographs and specifica- 
tions in six languages feature 
“Auto-Parade,” the plushest of auto 
reference books. 

The book covers both foreign and 
domestic makes. It also includes 
results of road tests of the best- 
known cars. 

Produced and printed in Switzer- 
land, the book is published in the 


—Joun K. Teanen Jr. 


North Dade Mercury, 1650 N.E. | truck tire just before retreading at the B. F. Goodrich Rubber Co. plant in Chicago.|U. S. at $9.95 a copy by Grosset 
168rd St., North Miami Beach. Explaining the process is C. B. McRae, Goodrich zone manager. Plant employes|& Dunlap, 1107 Broadway, New 
played host to Dr. Nkrumah and other Ghana visitors during a two-day Chicago visit.| York 10, N. Y. 





Probe Subpena 
Attacked by GM 


Too Broad and Vague, 
Says Motion to Quash 


DETROIT.—GM has filed in Fed- 
eral District Court here a motion 
to quash a Justice Department sub- 
pena for dealer-company records in 
connection with a U. S. grand jury 
probe of “price packing” in a five- 
county Detroit area. 

GM also asked that compliance 
with the subpena be stayed until 
District Judge Clifford O’Sullivan 
rules on the motion. 


George L. Derr, GM attorney, 
said the subpena was too broad in 
scope, so vague that GM is unable 
to identify records supenaed and 
does not specifically designate what 
is to be produced. 


“It calls for the production of 
documents which are privileged, 
immaterial and not pertient and 
which could not lead to any other 
material or pertinent evidence,” he 
said. 

If the subpena is made effec- 
tive, Derr continued, it would vi- 
olate GM’s right to freedom from 
illegal search and seizure. 


A grand jury has been hearing 
evidence in the Detroit price- 
packing case for about a month. 
Similar inquiries are under way in 
New York City, Washington, Cleve- 
land and San Francisco. 


Accompanying the GM motion 
were copies of subpenas from Fed- 
eral district courts in Detroit, New 
York City, San Francisco and 
Cleveland. 


Derr said “examination of these 
several subpenas indicates how 
extensively they (the demands 
for GM records) overlap and 
duplicate one another. 


“They have required the corpora- 
tion to search and research the 
same files repeatedly for documents 
and information which, except for 
the files of local field offices, could 
have been obtained pursuant to a 
single well-drafted subpena,” Derr 
said, 

He said compliance with the 
Detroit subpena, including the re- 
production of copies, would require 
weeks, if not months, of work and 
commensurate expense. The sub- 
pena, dated Aug. 8, 1958, ordered 
GM to produce the records in court 
Aug. 12. 


The Detroit subpena sought 
all records of each division show- 
ing dealer association or group ac- 
tivities pertaining to the markups, 
discounts, tradein allowances, profit 
margins, price, terms, conditions of 
sale, advertising practices, or other 
methods of competing in making 
sales of autos, equipment, parts and 
accessories. 


New Lease Firm 
Eyes Long-Term 
Market at First 


CHICAGO.—A new car and truck 
leasing system was launched here 
last week with the announcement 
of the formation of Nationwide 
Rent-A-Car Or Truck, Inc. 


Richard J. Fencl, former presi- 
dent of Greyhound Rent-A-Car, 
Inc., and president of the new or- 
ganization, said that Nationwide 
for at least two years will concen- 
trate on long-term leasing of all 
makes of automobiles and trucks 
in major cities in all 48 states, 
starting this fall with ‘59 models. 

“From our knowledge of the 
market,” Fencl stated, “we antici- 
pate leasing at least 10,000 cars 
and trucks during the first 24 
months. We are not, at the mo- 
ment, planning to enter the field 
of daily car rentals during this 
two-year period, unless we should 
purchase an established, going 
company in that field. Eventually, 
however, we will add the daily 
rental operation to our activities.” 

Officers of Nationwide, an Illinois 
corporation, include, in addition to 
Fencl, the following Chicagoans: 

Richard Larsen, vice-president 
and comptroller; Donald Stonesifer 
and Eugene Carroll, vice-presi- 
dents; R. J. Zmeskal, secretary, 
and John J. Fogarty, treasurer. 

Fencl is a former Chevrolet and 
Lincoln-Mercury dealer here. 
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Coming 
Events 


Dealer Conventions 


Sept. 5-7—Maine Automobile Dealers 
Assn., Eastland Hotel, Portland. 

Sept. 7-9—Colorado Automobile Dealers 

., Antlers Hotel, Colorado Springs, 

-9—Wyoming Automobile Dealers 
Lander, Wyo. 

s — New Hampshire Automobile 

ealers Assn., Farragut House, Rye 
Beach, N. H. 

Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 

Sept. 1011 — eration of Automobile 
Dealer Associations of Canada, Banff 
soon Hotel, Banff, Alberta. 

Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 

Sept. 21-22—Kentucky Automobile Dealers 
Assn., Inc., Sheraton-Seelbach Hotel, 
Louisville. 


Sept. 21-23—Ohio Automobile Dealers 
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Of the Week 


(Established in 1925) 
Published Every Monday by 
SLOCUM PUBLISHING COMPANY, INC. 
DETROIT 26, MICH. 

Cable Address—AUTNEW, Detroit 


2666 Penobscot Bidg. Telephone WOodward 30495 
Washington Los Angeles San Francisco 
912 Colorado Bidg. 6000 Sunset Blvd. 681 Market St. 
National 8-4303 HO 3-4iI1! DO 2-8547 


New York 
51 E. 42nd St. 
MU 7-687) 


Assn. 


Chicago 
360 N. Michigan 
State 2-6273 


SERVICE 


DEPART MENT 





Publisher—George M. Slocum (1889-1949), 
Chairman of the Board—Mrs, George M. Slocum. 
Editor & General Manager—Pete Wemhoff. Editorial Director—Robert M. Finlay. 


Service & Truck Editor—J. C. Weed; News Editor—Maynard M. Gordon, 
Associate Editor—Robert M. Lienert; Engineering Editor—Joseph M. Callahan. 
Washington Bureau Chief—William Ullman. 


nw ma 


xB I ER 


Editorial Associates—Martin L. Whitmyer, Frank Gawronski, John K, Teahen jr., 
Kenneth C. Kelley jr., John E, Walsh, Agnes Stewart, 
Dolores Augustine, Jean Rowles. 


Business and Advertising Manager—Richard L. Webber. 


ing: New York—Edward Kruspak, Advertising Director, Ray ee and Howard 
Bradley jr.; Chicago—J. Goldstein, Weneoer, and William Gallagher; Michigan-Ohio— 
William R, Maas and Roy Holihan; Los Angeles—Robert E. Clark; 
San Francisco—Jules E. Thompson. 


Promotion & Research Director—Jared W. Finney, Advertising Production—Carol LeVeque, 
Manager; Beverly McLaughlin, Assistant. 


Office Manager—Eleanore Whalen; Circulation Dept. Manager—Lucy Matney, 
Classified Advertising Dept. Manager—Eileen Parsons; Mechanical 
Superintendent—Samuel Pinkis. 

RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—John D. McKee; 
Atianta—E. C. Bash: Atlantic City—F. W. Schwarz; Baltimore—Kate Savage; Birmingham, 
Ala. — Stuart Riddle: Boston — Guy Livingston; lalo—G. E. Toles; Chicago—Wm. M. 
McCarty; Cincinnati—Frank Kappel: Cleveland—Sanford Markey; Columbus—Justin Henley; 
Datias—C. K. Cates: Denver—ira Alexander: Des Moines—F. W. Lazell; Harrisburg—George 
Shelley: Houston—Ruby Fenoglio;: Indianapolis—C. L. Kern; Jefferson City—L. H. Houck; 
Little Rock—inez McDuff: Los Angeles—Slim Barnard, William Carroll: Louisville—A. W. 
Williams: Lowell, Mass.—Charles Sampes; Madison— John Wyngaard; Manchester, N. H.— 
Guy Langley; Marthaville, La.—E. E. Gentry; Miami—G. S. Connell; Minneapolis—Donald 
srene: ey Ala.—William Lynn: New Jersey—Bethune Jones: New Orleans—Gordon 

iebert: New York City—Ed Brown: Oakland, Calif.—Steve Still; Oklahoma a L. 
Risen; Omaha—A. R. Oleson: Pawtucket, R. |.—T. L. Forbes; Philadelphia—Allen Sommers; 
Phoenix—Sheldon A. Engel: Pittsburgh—l. M. Leffingwell; Portland, Ore.—E. W. Peterson: 
Providence — Ruth M. Eddy; Rochester, N. Y.— William Heckman: Salem, Ore,—F. K. 
Haskell; Salt Lake City—Dan Valentine, W. F. Smiley: San Antonio—J. H. Reed: San Fran- 
cisco—Leon Pinkson; Seattie—Martin Trepp: South Bend—L. E. Dunkin: Spart . $ C— 
L. D. Bray; , W—C. C. Hall; & Lowis—Sam X. Hurst; Tacoma—Robert E. Sconce; 
Wamego, Kans. . M. Hunholtz. 


FOREIGN CORRESPONDENTS: European Correspondent—George L. Glaser: Brussels, Bel- 


Assn. The Neil House, Columbus. 

Sept. 21-23—New York State Automobile 

ealers, Lake Placid Club, Lake Placid. 

Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 

Sept. 21-23—New York State Automobile 
ealers, Inc., 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 

Sept. 22-23—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 

Oct. 19-2I—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 

Oct. 25-27—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 

Oct. 27-29—New Jersey Automotive Trade 
Assn. Chalfonte-Hadden Hall Hotel, 
Atlantic City. 

Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 16-18—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov. 16-18—National Independent Auto- 
mobile Dealers Assn.. Edgewater Beach 

Hotel, Chicago. 

Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec, %—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4—National!l Automobile 
Dealers Assn., Chicago. 

Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
March 16-17—Automobile Dealers Assn. 

of North Dakota, Bismarck. 

May 17-19 — Idaho Automobile Dealers 
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“When that department slows down, | can always 
depend on this one.” 


in W. Ashton: Lethbridge, Alberta—G. A. Yackulic: , Eng.—F. C. Livingtone: 
City—Douglas Grahame: Milan, Italy—Antonio Giordano: Montreal—Jules Larochelle: 

ry Altimus: Sydney, Australia—H. Bowden Fletcher: Tokyo—Stuart Griffin: Toronto— Assn., Boise. 
dames Montagnes; Vancouver, 8. C.—F. H. Fullerton. * * * 
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11. Fair and equitable contracts between manufacturers and dealers in Nov. 22-30—Detroit Auto Show, Artillery 

motor vehicles, parts and accessories; Armory, Detroit. 
{ 2. Every dollar of ine and oil taxes, collected by states and federal | Jan. 9-18—Midwest Auto Show, Municipal 
governments, applied to the building and maintenance of highways; ea eee. % Neat 
1 3. Guard the precepts of individual freedom, which made the U. S. A. Motions Gened eee Pittsburgh. 

and gave its citizens more of the better things of life than anywhere Jen. 17-25—Ch Auto Show, 


great icago Inter- 
else in the world. national Amphitheatre, Chicago. 


Jan. 22-27—Tamps Auto ow, 
Hesterly Armory, Tampa. 

Feb. 19-23—Albuquerque Auto Show, State 
Fair Coliseum Bidg.. Albuquerque. 

Feb. 27-March 8—!959 World Wide Auto 
Show, Miami Beach Exhibition Hall, 
Miami Beach. 

Apr. 61!—Denver Auto Show, 
Auditorium, Denver. . 


General 


Aug. 27-30—Automotive Parts Rebuilders 
Assn., National Convention and Trade 
Show, Conrad Hilton Hotel, Chicago. 

Sept. &1!—National Truck Leasi - 
tem, i4th Annual Meeting, Blackstone- 
Sheraton Hotel, Chicago. 

Oct. 6-8—Truck Body & uipment Assn., 
Inc., convention - exhibit, Ambassador 
Hotel, Atlantic City. 

Oct. 13-19 — International Foreign Car 
Show, Mechanics Exposition Bidg., Bos- 


ton, 
Nov. 3-4—Automotive Warehouse Distrib- 
. Inc., Muehlenbach Hotel, 
Kansas City, Mo, 

. 1621—American Trucking Assn. An- 
nual Convention, Miami Beach, Fla. 
Jan. 25-Feb. !—International Foreign and 
Sports Car Show, Dinner Key Audi- 

torium, Miami. 

Jan. 31-Feb. 4—National Automobile Deal- 
ers Assn., Equipment Show, Chicago. 
Feb. 2-5—Automotive Accessories Manu- 
facturers of America Exposition, New 

York Coliseum, N. Y. 

Feb. 2-5 — 32nd Automotive Accessories 

Mfgrs. of America Exposition, New York 
liseum, N. Y. 

Feb. 15-17—Motor and Equipment Whole- 
salers Assn.. National Convention, Con- 
rad Hilton Hotel, Chicago. 

Feb. 18-21—1959 International Automotive 
Service Industries Show, Navy Pier, 
Chicago. 


20 Years Ago... 


The Big Stories 


This week in 1938, Pontiac launched its dealer-advisory system 
when committees of dealers met with factory sales department heads 
to plan the 1939 model season. 

“The more income the more mileage” is the rule for automobile- 
owning families in cities, villages and farm counties, according to 
a 1938 survey conducted by the Department of Agriculture. 

Motor vehicle accidents cost the American public $1.7 million in 
1937, according to the Chicago Motor Club, The figure includes 
medical expense, wage losses and property damage. The club said the 
a — enough money to build 250 ocean liners like the 
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Automobile 


number of foreign made cars com- 
ing into the American market is 
increasing by leaps and bounds, as 
the following figures show—1955, 
58,465; 1956, 98,187; 1957, 206,827; 
1958 (estimate) 350,000. 

It was recently stated that the 
number of dealers handling for- 
eign made Fords is now 600, and 
that the company planned to in- 
crease this by 500, or to 900. This 
is in addition to those handling 
Volkswagens, Renaults and other — 
foreign makes. This, no doubt, 
will greatly accelerate the sale of 
these cars in this market. 


It is hard to understand Reu-” 
ther’s philosophy or that of his 
union members, who, so he says, 
recently voted him by overwhelm- 
ing majority the power, which he 
apparently intends to use, to force 
prices of the 1959 models still 
higher. And thereby add many 
more to those already priced out of © 
the market for domestic cars. 


As proof that many would-be 
buyers have been priced out of the 
market, I cite a recent estimate of 
the auto industry that only 4% 
million cars will be made and sold” 
this year. This only about the 
equivalent of the scrappage, leav- 
ing none for the three million in-~ 
crease in population or the increas- 
ing number of people— particularly © 
suburbanites—who need two cars. 

Someone should give Mr. Reuther 
and his union members a few ~ 
lessons in fundamental economics, — 
the laws of which have not been 
and cannot be repealed. And when 
transgressed, the results are in-~ 
evitable—as certain as sunrise.— 
Mark WeELLs, Ypsilanti, Mich. 

* aa > 


‘Outstanding Job’ 

Your Aug. 18 special service issue” 
is an outstanding job. As a dealer, 
who has spent many long hours 
trying to build up the service 
phase of my business, I have’ 
learned many invaluable things” 
from this issue. 

Too many dealers, who have’ 
thrown in the sponge or lost money — 
unnecessarily, have only their serv- 
ice operations to blame. It can be” 
frosting on the cake when times ~ 
are good or a sorely-needed crutch” 
when times are bad. Thanks: for 
such a wonderful issue. — (Texas 
Dealer.) 


Under List Down Under 


I have found A. N. the most in- 
teresting and educational motor ref- 
erence that I have ever seen, espe- 
cially in regard to our business. 

We conduct a motor car auction 
in Melbourne, but it is conducted on 
rather different lines to your auc- 
tions in the United States. 

I feel that our car merchandising 
problems in Australia are very sim- 
ilar indeed to those experienced in 
the United States. To indicate to 
you the similarity, the small motor 
car is really taking over in this 
country. Twelve months ago a 1955 
Cadillac would have been worth 
well over $6,000 in Australia, and 
today we are finding difficulty in 
placing one at over $4,000. A new 
Chevrolet, that up to a year ago 
would sell at a premium over its 
list price of up to $400, today can 
be purchased at under list price 
and delivery is immediate. 

General Motors’ locally made car, 
the Holden, has made a terrific im- 
pact on this market and I feel quite 
sure that, if the vehicle were mer- 
chandised in America, results would 
be surprising—J. H. Linacre, Lin- 
acre’s Auction Garage Pty, Ltd., 
Melbourne, Australia. 


Friend or Foe? 
Walter Reuther is certainly doing 
a grand job for foreign-car manu- 
facturers by forcing prices of 
domestic cars above the reach of 
miltions of would-be buyers. 
Automotive News reports that the 


Capsule Comments 


June was the first month this year that import-car sales 
volume failed to set a record. 
Another victim of the law of diminishing returns? 


Observing his 65th birthday, GM President Harlow H. 
Curtice forecast an economic upswing that could produce 
5% million domestic-car sales next year. 


Prophet-wise, here’s wishing the GM chief many happy 
returns. 


Denver 


Top dealers agreed, in special AUTOMOTIVE NEws quiz, 
that a good service operation is most essential in a suc- 
cessful dealership. 

As NADA put it, most dealers needed parts and service 
revenue to “carry” their new-car sales this year. 
. > 7 


Despite a second-quarter comeback, the average new-car 
dealer ended up the first half 0.1 percent in the red. 


Out of the woods, but not quite over the hump. 


Speakers at Montana dealer convention emphasized need 
for making profit on “business we’re already doing,” rather 
than waiting for increased volume to develop. 

“A bird in the hand > > o 


Congress hastened enactment of tax revisions designed 
to aid small businessmen. 


Blunting the blow; certainly not deadening it. 


—From the files of Automotive News. 
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Each of these key Bendix developments has had an important influence 
on the course of automotive design. New Bendix developments now in 
process demonstrate continuing foresight into the needs of the automotive 
industry. Let us consult with you now on problems relating to your future. 
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able businesses to recover from| Auto and president of Denman En. 


ite Financial Pinch .. . 





Few Dealers Seeking 
Small-Business Loans 


By Kenneth C. Kelley Jr. 
Staff Writer 

—— the financial pinch 

being felt by many auto deal- 
ers, there has been no great rush 
by dealers to take advantage of 
the loan programs offered by the 
Government’s Small Business Ad- 
ministration. 


A small number of dealers regu- 
larly turns up on the SBA’s monthly 
list of borrowers. 


News Perhaps the number 
would be larger if 

of the services of the 
Finance gency were more 


widely publicized. 

There are a number of other 
reasons why large numbers of 
dealers have not beaten a path to 
SBA’s door. 

Floor-plan financing by finance 
companies and banks gives dealers 
the money they need to carry in- 
ventories. Many lines of business 
find inventory financing a prime 


cause for borrowing and have no 
ready source for the funds. 

The SBA cannot make a loan 
that can be obtained from private 
financial institutions. Dealers who 
can obtain bank loans or financial 
assistance from the factories 
cannot borrow from the SBA. 

The SBA must have “reasonable 
assurance” that loans will be repaid. 
The dealer with insufficient colla- 
teral or poor profit prospects is not 
likely to obtain an SBA loan. 

Buying or erecting a building is 
reported to be the most frequent 
reason for dealer borrowing from 
SBA. 

* * * 


Details of Loan Programs 


== all business borrowing, ob- 
taining a loan from the SBA is 
subject to rather detailed condi- 
tions and considerations. Here are 
the highlights of the program and 
how it works: 

SBA makes some loans on its own 


and others in conjunction with 
banks. In the retail trade, a busi- 
ness is generally considered small 
if yearly sales are $1 million or 
less. 

The normal maximum amount 
of a loan is $250,000. Loans are 
repayable over a maximum of 10 
years, usually in monthly in- 
stallments. 

The interest rate is usually 6 per- 
cent and interest is charged only 
on the unpaid balance with no 
penalty for early repayment. 

Applicants must be of sound 
character and the business must 
be such that, with the loan, it can 
operate on a sound basis with 
reasonable prospects for repayment 
of the loan. 
> 


Other Services Offered 


lw ADDITION to its regular loan| 
program, SBA offers a number | 
of other related services to ouainess. 
An extensive list of printed material | 
containing tips on operating small | 
business is offered along with the 
advice of the officials in the SBA) 
branch offices. 


A new program of loans of 
$12,000 or less with the emphasis 
on the character of the borrower, 
rather than the collateral, has 
been introduced. 
Disaster loans are granted to en-! 


floods and storms. 


* * 


Twin Coach Earnings Hit 


$739,017 for Six Months 


Twin Coach Co., Cleveland, re- 
ported today on its first six months’ 
operations, a profit of $739,017 on 
sales of $20,770,122 for the first six 
months of 1958. During the second 
quarter the company earned $446,- 
015, compared with $293,002 in the 
first three months. 

Comparable six-month operating 
figures for 1957 are not available as 
certain nonrecurring losses, re- 
ported later last year, were parti- 
ally chargebale to 1957 first-half 
operations, President W. H. Cole- 
man said. However, the 12-month 
loss for 1957 was $3,071,794. 

: = 


Gamble-Skogmo Buys Stock 


losses suffered in 
* 


In Western Auto Supply 


B. C. Gamble, president of 
Gamble-Skogmo, Inc., Minneapolis 
retail and wholesale merchandising 
firm, announced that Gamble- 
Skogmo has acquired 1,256,000 


| shares of common stock of Western 


Auto Supply Co., Kansas City, out 
of the 3,005,472 shares outstanding. 

The stock was purchased from 
John C. Udd, chairman of Western 


Auto Supply Co., and Robert O. 


Denman, a director of Western 





UNDER-CAR SEALER AND SILENCER 
not only silences squeaks and rattles... 


iT SILENCES COMPLAINTS! 
eo-aamd it gives 50% more profit, too! 


Undercoat each new car with Nokorode. That’s a 
sure way to keep your service shop relatively free 
of customers who tie up expensive personnel on 
non-profit body complaints. 

And when you use Nokorode Under-Car Sealer 
and Silencer you get nine perfect jobs at the cost 
of six! That’s because Nokorode’s patented proc- 
ess results in a coating of greater density...a 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2.393.774 


SEND FOR COMPLETE DETAILS NOW! 


LION OIL COMPANY 


A Division of Monsanto Chemical Company 
Dept. AN-H, El Dorado, Arkansas 


Please send me complete information about Lion 
Nokorode, and how it can increase underbod: 
profits. No obligation, of course. 
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mo LION OIL 


A Division of Monsanto 
Chemical Company 


coating uniquely tough. Consequently, heavy appli- 
cations, such as are recommended for other 
nationally advertised brands, are absolutely un- 
necessary with Nokorode. The thinner coat rec- 
ommended for Nokorode gives added protection 
and better sound deadening; yet its very thinness 
gives you nine undercoating jobs at the cost of 


six—50% more cars coated from 


drum—50% to 100% more profit! 


every Nokorode 


INCREASE YOUR PROFITS ON USED CARS, TOO 


Undercoating with Nokorode gives them new-car 
comfort and quiet— increases re-sale value. 





COMPANY 


EL DORADO, ARKANSAS 


*TRADEMARK OF 
MONSANTO CHEMICAL COMPANY 


— 


terprises, Ltd. Udd will continue ag 
chairman and director. 
+ 


* = 
Robertshaw-Fulton 


Robertshaw-Fulton Controls Co, 
first-half report, 1958 vs, 1957: Sales, 
$32,966,796 and $37,591,813; net earn- 
ings, $1,437,506 and $2,553,029. 

+ * + 


Stewart-W arner 
Profits Decline 


Stewart-Warner Corp. reported 
net earnings of $2,276,283 for the 
first six months, compared with 
$3,373,809 for the like 1957 period. 

Net sales for the 1958 period were 
$44,979,783, compared with $60,903,- 
908 a year ago. 

Working capital on June 30 
amounted to $35,676,729, compared 
with $34,878,375 a year earlier. 

. * » 


Federal-Mogul-Bower Lists 


Lower Sales, Earnings 


Net sales of Federal-Mogul- 
Bower Bearings, Inc., for the 
first six months of 1958 were $46,- 
193,000, compared with $57,271,000 
in the corresponding period of 
1957. 

Net earnings in the first six 
months of this year totalled $3,- 
348,000, compared with $5,145,000 
in the 1957 half. 


Rockwell-Standard Sales 


Dip, Pull Down Earnings 


Net sales of Rockwell-Standard 
Corp. amounted to $98,258,790 in the 
first six months of 1958, compared 
with $145,590,209 in the first half 
of 1957. 

Net profits amounted to $3,731,118 
in the 1958 period; $8,585,165 in the 
1957 period. 


Motor Wheel Runs in Red 


On Reduced Ist-Half Sales 


Motor Wheel Corp. reported a 
loss of $13,446 on sales of $25,786,829 
in the first half of 1958. 

In the first six months of 1957, 
Motor Wheel reported net earnings 
of $845,484 on sales of $36,589,792. 

7 > * 


Electric Auto-Lite 
Reports Setbacks 


Electric Auto-Lite Co. reported 
net sales of $84,257,546 in the first 
six months of 1958, compared with 
$151,852,214 in the corresponding 
1957 period. 

Net earnings for the first half 
were $1,283,550, compared with $6,- 
410,442 in the first half a year ago. 

Working capital during the 
period increased $5,151,788 to $79,- 
714,946. 


National Automotive Fibres 


Reports First-Half Loss 


Consolidated net sales of National 
Automotive Fibres, Inc., amounted 
to. $10,795,826 in the first half of 
1958, compared with $27,775,554 in 
the first six months of 1957. 

Operations in the first six months 
of this year resulted in a net loss 
of $285,817 after adjustment for 
carryback credit on Federal income 
taxes. A year ago, first-half income 
totalled $888,046. 


Record Sales Reported 


By National Cash Register 


Sales of National Cash Register 
Co. for the first six months of 1958 
totalled a record $190,391,580, an in- 
crease of 4 percent over the $182,- 
892,587 recorded for the first half 
of 1957. 

Net income for the first six 
months of 1958 was $7,244,557. This 
compared with $8,183,297 for the 
first half of 1957, or a decline of 


11.5 percent. 
* * . 


Ranco 


Ranco, Inc., Columbus, O., second 
quarter, 1958 vs. 1957: Profit, $445,- 
433 and $682,461; sales, $6,508,570 
and $7,826,773. 

x 


* * 
Second Quarter Tops First, 
Trails 1957 at Inland Steel 


Inland Steel’s sales and profit 
in the second quarter improved 
sharply over the first quarter but 
stood below the levels for the sec- 
ond quarter of last year. 

Sales were $159,028,911, compared 
to $149,213,763 in the first quarter 
and $201,872,142 in the second quar- 
ter of 1957. Profit was $12,118,584, 
compared to $7,961,147 in the first 
quarter and $15,150,752 in the sec- 
ond quarter of last year. 


ke A AN eT A lt 


wi 


Calif 


Plan 
SAD 
for th 
ers A 
plete 
ers, ‘ 
Meda: 
pro-te 
Nar 
tary 
Ww. M 
the Si 
ers A 
tem pc 
Bivd., 


Pa 

NE 
Equi 
will « 
trade 
Hotel 

In | 
follov 
Good: 
discri 
the s 
minis 
nifica 
gress 
unde! 
sion. 

Lat 
the u 
ognit 
count 
right: 
negot 
on a 
agree 








oPre a 


as 


pene i ee eee 


enelUlUD OU 


= eV 


What's New... 





California Glass Dealers 


Plan State Trade Group 


SAN FRANCISCO.—Groundwork 
for the formation of the Glass Deal- 
ers Assn. of California was com- 
pleted at a meeting here. Jack My- 
ers, of Temple City, and Frank 
Medanich, of Oakland, were elected 
pro-tem co-chairmen. 

Named pro-tem executive secre- 
tary of the new group was Edward 
W. Mehren, executive secretary of | 
the Southern California Glass Deal- | 
ers Assn. The new association has 
temporary offices at 6912 Hollywood 
Bivd., Hollywood 28, Calif. 

= = a 


MEMA Slates 
Parley in N.Y. 


NEW YORK.—The Motor &| 
Equipment Manufacturers Assn. 
will conduct a two-day session on 
trade and labor problems at the 
Hotel Lexington Sept. 4-5. | 

In the area of trade relations, the| 
following topics will be considered: 
Good-faith defenses against price- 
discrimination charges; rights of 
the seller to meet competition; ad- 
ministering functional prices; sig- 
nificance of legislation before Con- 

ss, and enforcement procedures 
under the Federal Trade Commis- 
sion. 

Labor matters include: Meeting 
the union drive; action against rec- 
ognition picketing; procedure for 
countering secondary boycott; 
rights under a “hot-cargo” contract; 
negotiating procedures, and advise 
on administration of the labor 
agreement. 


> aa > 
Firm Installs Car Tops 
HOLLYWOOD, Calif—Ben Wat- 
wood and P. J. Pennock have 
opened Sky-Tops, Inc., to install 
European-type sliding tops on 
standard American cars. 
. = oz 
Ace Names Representative 


AKRON. — Amster-Heiser, Cleve- 
land, has been named Ohio repre- 
sentative for the Automotive divi- 
sion, Ace Rubber Products, Inc. 

* > > 
Prestone Portraits 


NEW YORK. —To promote its 
Prestone automotive specialties, 
National Carbon Co. has announced 
a special bonus gift for its distribu- 
tor salesmen. For each 300 cartons 
of product sold or 300 points earned, 
the salesman will win a hand- 
painted portrait of his wife, child 
or other special person by portrait- 
ist Gentry of New York. The com- 
rar said the portraits are worth 

100. 





Terrace Moves Branch 


ST. PAUL.—Terrace Auto Supply, 
Inc., has moved its branch, formerly 
located at 504 N. Prior, to 2637 Uni- 
versity Ave. Earl Reinecke will con- 
tinue as manager of the branch. 
The company also has a branch at 
179 W. Sixth. 

* 


. * * 
Filter Refills for Imports 
Now Offered by Purolator 


NEW YORK.—Oil-filter refills for 
Most foreign cars are now offered 
by Purolator Products, Inc., Rah- 
way, N. J. 

Refills are available for the Borg- 
wald Isabella, British Ford, Consul 
4-cylinder and Zephyr 6-cylinder, 
Alfa-Romeo, Aston Martin, Austin, 
Fiat, Hillman, Humber, Jowett, MG, 
Morgan, Porsche, Riley, Singer, 
Standard, Sunbeam Talbot, Tri- 
umph, Vanguard, Vauxhaul, Volks- 
Wagen and Volvo. 


50-Year-Old Firm 
Planning to Build 


Air-Conditioners 


CLEVELAND. — Marking its 
golden anniversary in the manufac- 
ture of replacement parts, Motor 
Rim Mfg. Co. announced extension 
of production to air-conditioning 
units for autos. 

The firm was founded by the late 
Robert G. Nierman as a supplier of 
replacement tires and rims and 


In Parts and Accessory Distribution 


through the years expanded to au-| 


tomotive air brakes, brake drums 
and linings, 
hydraulic-brake components. 

Now headed by the founder’s 
wife, Mrs. Eleanor M. Nierman, 
Motor Rim recently moved into a 
three-story, 43,000-square-foot build- 
ing on the city’s growing freeway 
system. 

On the first floor are a 6,000- 
square-foot service department, ex- 
ecutive offices, general offices, sales- 
men’s quarters, sales counter and 
stocking areas, The second floor 
contains a lounge and snack bar 
for women employes and a confer- 
ence room. 

Much of the second and third- 
floor space will be for warehouse 
use and future expansion, said 
Elwood M. Jones, executive vice- 
president. 


“Most of Motor Rim’s business 


comes from the trucking industry, 
for which it acts as sort of a re- 






ignition parts and) 
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placement supermarket,” Jones 
said. The firm also sells to repair 
garages, service stations and job- 
bers. 

Motor Rim also has an outlet in 
Akron. 


Humphrey Brothers Buy 


Chevy Deal in Green Bay 
MILWAUKEE. —Glenn L. and 
Murel Humphrey have purchased 
Bogda Motor Co., the only Chevro- 
let dealership in Green Bay. The 
firm was operated by Russell W. 
Bogda until his death last February. 
Woodrow R. Jepsen was named 
vice-president and general manager 
of the operation, renamed Hum-| 
phrey Chevrolet Sales, Inc. The) 
Humphrey brothers operate Hum- 
phrey Chevrolet Co. and metropoli- 
tan Cadillac Co, here and GM) 
dealerships in Evanston and Rock-| 
ford, Ill., and in Burlington, She- 
boygan and Sheboygan Falls, Wis. 


turers 


For 
end 


1—Provides constant take-up for wear. 

2—Requires no lubricant. 

3—Has excellent insulation qualities to 
reduce road noise transmission from 


running gear. 


4—Exceptionally long life. 


i 





-— from Thompson 


GREASED-FOR-LIFE 
STEERING LINKAGE... 


New developments in chassis and front end parts have been coming 
from Thompson’s Michigan Division for many, many years. Almost 
every make of passenger car, truck, farm tractor or off-the-road 
vehicle performs better because of Thompson contributions. Shown 
here is another Thompson development ready now for manufac- 


ture, call on Thompson’s Michigan Division. 
We have the skills and facilities to help you build 
a better vehicle usually at a lower cost. 


P 





















Sales Force of Parts Manufacturer— 


The sales staff of Motor Rim Mfg. Co., which is celebrating its golden anniversary 
this year, includes: Standing, left to right, Elwood M. Jones, executive vice-president; 
W. Kingsley Brown, Fred W. Becker and William Stohler. Seated are Franklin B. 
Pender, left, and Clayton C. Oberle. 























































to use in models to come. 


Completely assembled, 
GREASED-FOR-LIFE 
steering linkage for 
future passenger car 
application. 


help in developing and manufacturing front 
and chassis parts for your models of the fu- 


Thompson Products 


MICHIGAN DIVISION: : 


34201 Van Dyke + Warren, Michigan + JEfferson 9-5500 
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FOLLOW THE MAILMAN every week as he delivers 


the red-bordered magazines, and you’ll have a blue chip list of 
car customers. 


TIME families are not only car conscious, they also have the 
wherewithal to indulge their tastes. 


For example, you’ll find that they are far ahead of their neigh- 
bors in number of cars owned. (The proportion of TIME families 
owning two or more cars is three times that of the U. S. as a whole.) 


More late models, too. (Three out of four cars owned by TIME 
readers were bought new.) 


If you look inside these cars, you’ll find more accessories ; TIME 
readers go for all the newest wrinkles. (And they drive their cars 
farther, trade them in more frequently than most people.) 


What more could you want from a list of prospects? That’s why 
car manufacturers choose TIME to pre-sell your best prospects. 
That’s why advertising in TIME prepares the way for you, to help 
turn best prospects into new-car buyers. 


TIME... a great advertising medium 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T, Parker 
Attorney at Law 

CCORDING to a late higher 

court decision, a manufacturer 

of an auto or other machine which 

causes injuries to the purchaser is 

liable in damages if the testimony 

shows that the purchaser used 

reasonable care to protect himself 

against the injuries, and the in- 

juries resulted from improper in- 

structions of the manufacturer or 
his agent. 

For illustration, in Eugenio v. 

Allis Co., 210 Fed. 

(2d) 409, the testi- 

mony showed that 

a purchaser (Eu- 

genio) of a motor 

vehicle lost his 

right arm when 

using the vehicle. 

Eugenio sued the 

manufacturer for 

damages and al- 

leged that his in- 

juries resulted 

primarily from 


the manufacturer’s agent falsely 
stating certain facts regarding op- 
eration of the vehicle. 


The higher court held the manu- 
facturer liable in heavy damages 
to Eugenio, and said that the 
manufacturer’s agent had falsely 
explained simplicity of the opera- 
tion of this vehicle. 

* * * 


Fair Labor Standards Act 


| 


| 


| 


ECENTLY I received an inter- | 
esting letter from F. B. Kays,|lieves the Fair Labor Standards 
auto dealer in Columbus, Ga. He|Act is fair and just under all cir- 


states that a couple of years ago, a| cumstances, The important point is| 


railroad. This dealer says White 
is suing for over $5,000 back pay 
which he claims is due him under 
the Fair Labor Standards Act. 

This employe claims he was on 
duty 10 hours a day for seven days 
a week, which means that, accord- 
ing to the Fair Labor Standards 
Act, the dealer should have paid 
him $1 per hour for the first 40 
hours, and time and one-half for 
the balance 30 hours overtime each 
week. 

This dealer wants to know if he 
could be liable under the law since 
White agreed to sleep on the 
premises and act as watchman for 
$5 per week? 

* + = 
T WOULD be little use in the 
writer stating whether he be- 


semi-invalid, named White, came to | that a few years ago, our Congress 
him and said he would sleep on the | enacted the Fair Labor Standards) liable to White for $5,000, plus/| full damages sustained by the pur- 


premises and act as a night watch-|Act with a minimum wage of 25) 


man if the dealer would furnish | cents per hour. 


him a place to sleep and pay him 
$5 a week. 

The dealer accepted this prop- 
position because he owned a few 
motor trucks which were stored 
on the premises at nighttime and 
used during the day to haul rock 
for construction of a spur to a 


| 
| 


A few years later Congress in- 
creased the minimum wage to 40 
cents per hour and three years 
ago it was again increased to 75 
cents per hour. Last year the 
minimum wage was increased to 
$1 per hour with compulsory 
payments of one and one-half 


Illinois Tollway Construction 
Hits Peak of $1 Million Daily 


SPRINGFIELD, fll.—Construc- 
tion activity on the 187-mile Ili- 
nois Tollway has reached a peak 
of $1-million a day, according to 
Charles L. Dearing, executive 
director of the Illinois State Toll 
Highway Commission, 

George L. Jackson, chief engi- 
neer of the commission, said that 

in a 90-day period, 114 bridges 
| were completed and 53 miles 
paved. Dearing said the entire 


tollway will be open to the public 


by next Jan. 1. 


the regular wage if the employe 
works over 40 hours a week. At 
present this is the enforceable 
Federal law. 


My answer is: Your company is 


penalities, attorney fees and the 
|like. This is so because the Fair 
| Labor Standards Act does not ex- 
| pay a minimum of $1 per hour 
| for work involving interstate com- 
| merce for the first 40 hours a week, 
| plus time and one-half for over- 
| time, although the employe signs a 
| writterr contract to work for less 


Shell help you close the sale...when you show her 


the beauty and practicality of 
upholstery of Du Pont Nylon 


She already knows and loves the beauty and comfort upholstery of Du Pont nylon brings to 
furniture in her home. Isn’t that a good approach to selling a woman on a car with 
upholstery of Du Pont nylon? Tell her, too, about the longer wear . . . 

easier care ... wide selection of colors, designs, textures in upholstery of Du Pont nylon. 
Then watch her help you close the sale! 


BETTER THINGS FOR BETTER LIVING .. 


SELL UPHOLSTERY OF (©U 


5 


THROUGH CHEMISTRY 


cuse an employer from failure to! 


—_ 


wages. See Martin v. Graham Co, 
176 S. W. (2d) 843. 


* * * 


Fraudulent Seller Liable 


A DEALER, J. F. Carter, St 

Louis, Mo., wrote an interesting 
letter, in part, as follows: “Recently 
our corporation purchased an auto. 
mobile dealer’s business, including 
the real property, relying on the 
seller’s statement that operation of 
the business was netting about $600 
per month. 

“We expended $17,000 in mak- 
ing improvements, and even then 
operation of the business netted 
only $275 per month. What are 
our legal and lawful rights and 
can we revoke this purchase con- 
tract without financial loss?” 


| Modern higher courts consistently 
| hold that if a seller of a dealership 
| falsely induces a purchaser to buy 
|the business, he is liable for the 


| chaser. 


For example, in Lobd v. Miller, 
| 250 Pac. (2d) 357, the higher court 
held that definite proof that a 
seller of a business made only one 
false misrepresentation is sufficient 
to justify the purchaser recovering 
full damages from the seller. 


In this case, the testimony 
showed that a man, named Lobd, 
purchased from one Miller the 
| latter’s business. The sale price was 
| $38,000. Lobd proceeded to spend 
$26,605 in improving the property. 
Later Lobd was disappointed when 
knowing that the income from the 
business was not “at least” $700 
per month. 


* * + 


Purchaser Finally Sues 


_ years after Lobd had pur- 
chased the business, he sued 
Miller for damages and asked the 
court to cancel the purchase con- 
tract. Lobd proved that Miller had 
stated that the monthly income 
from operation of the business was 
$700, and that the income had not 
been $700. 

The higher court decided that 
Lobd could rescind the contract, 
that Miller must pay Lobd all 
the money he had spent for re- 
pairs, cancel the amount due on 
the purchase price and repay the 
cash paid by Lobd on the deal. 

| In other words, Miller was held 
liable to Lobd for $64,854 damages, 
which included $26,605 Lobd had 
spent for repairs, and $16,523.00 
Lobd had lost while operating the 
property. The court said: 

“The evidence conclusively shows 
| (a) that defendant (seller) repre- 
sented to plaintiff (Lobd) during 
|the negotiations for purchase and 
at the time of sale, that the busi- 
|mess was making and had made 
| $700 per month. The evidence 
|clearly shows that this fact was 
\false ... 
|material misrepresentation justifi- 
jably relied on by the plaintiff 


| (Lobd) it would ordinarily not be | 


|mecessary to discuss other claimed 
| misrepresentations.” 


> * = 
| Judge Upholds Validity 
\Of R. 1. Responsibility Act 

PROVIDENCE.—Rejecting a new 
attack on the constitutionality of 
Rhode Island’s motorist financial 
responsibility act, Presiding Judge 
G. Frederick Frost of the State Su- 
perior Court upheld the State motor 
vehicle registrar’s refusal to rein- 
state the license of a motorist in- 
volved in an accident. 

The judge rejected the motorist’s 
contention that the act was uncon- 
stitutional because it allows the 
suspension of an operator’s license 
without a prior finding of negli- 
gence on his part. 


Ch 


rysler Names 3 


To Stamping Posts 


Three major appointments in 
Chrysler Corp.’s Stamping division 
have been announced. 


William G. Martin was named 
divisional industrial engineer; John 
E. Carmichael, personnel director, 
and Charles C. Mezey, plant man- 
ager of the Nine Mile Press plant. 
The three men will report to Keri- 


n. 

Martin will coordinate industrial 
engineering activities of the plants 
in the Stamping division. Car- 
michael will coordinate personnel 
activities in division plants. Mezey 
has more than 21 years experience 
in metal stamping and assembly 
operations. 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 


by Joseph M. Callahan 


ONVERSATIONS with numer- 

ous authorities in the auto and 
fuel industries reveal that engine 
compression ratios and horsepower 
will continue to move slowly up- 
ward, despite the nonbinding AMA 
ban on more power a couple of 
years ago. 

The principal reasons for this 


Good Taste to Be Byword of 1959s oF 








Car Interiors Going Neutral 


By Joseph M. Callahan 
Engineering Editor 

a remarkable and unprece- 

dented revolution that has oc- 

curred in automobile interiors in 

the last eight years is being con- 
tinued in the ’59 cars. 

However, there is a definite trend 

to fewer and more neutral colors. 


has developed the numerous “mir- 
acle” synthetic fabrics and (3) the 
aggressive and determined sales- 
manship of the synthetic-fabric 
vendors. 

More emphasis has been placed 
on upholstery (which in this article 
refers to the “bodycloth” on the 
| seats as well as the interior cover- 


This is mostly due to the natural | ing on the doors and sidewalls, the 


cycle in the industry that called for | headliners and the dashboards) be-| 


something different than the flam-| cause of the increased importance 





power increase is that most auto 
makers either feel (1) that they 
have to catch up to their competi- 
tors or (2) they have to maintain 
their traditional power advan- 
tage. 

Furthermore, despite the rantings | 
of the “hate big autos” writers,| 
there is general agreement that 
few buyers want a new car with 
less power than their old one. 

Nevertheless, the engine rumble 
problem must be solved before the 
auto makers increase compression 
ratios much more. Starting and ig- 
nition problems will also have to 
be solved. 

One thing tending to slow down 
the increase of compression ratios 
and to cause one or two makers to 
cut back on their ‘59 compression 
ratios is that engine efficiency in- 
creases so little—about 2 percent in 
a boost from 10:1 to 11:1—in the 
higher ratios, 

Compression ratios of all the ’58 
models rose except for three cars. 
Buick’s ratio was unchanged and 
Ford and Studebaker reduced their 
compression ratios. Ford, which re- 
portedly will reduce its compression 
again this year, dropped a power 
pack in 1958. 

- 
Average Ratio 9.5:1 


COMPRESSION ratios in the 58 


cars pose to an average of| 
(Continued on Page 26, Col. 4) 


* * 





boyancy of the recent past. 

It is also partly caused by the 
recession and the criticism U. 8S. 
cars have been receiving. Good 
taste appears to be the byword. 
The more tasteful and sensible in- 

teriors are directly related to the 
59 exteriors which will be charac- 
terized by fewer and more conserv- 
ative basic colors, and a great 
reduction in the number of two 
tones offered—a trend that will be 
welcomed by the dealers. 
+ > * 

— revolution in car upholstery 

is unprecedented in that since 
1950 two synthetic fabrics — vinyl 
and nylon— have replaced almost 
100 percent the two natural fabrics 
—wool and cotton—with which car 
interiors had been clad almost since 
the start of the industry. 

Responsible for this revolution 
is (1) the greatly increased em- 
phasis the auto industry has put 
on interiors, (2) the research that 





Du Pont Develops 
Cheaper Sealer 


ILMINGTON, Del.—A new 
sponge sealer for deck lids and 
doors has been developed by Du 
Dont Co. It is said to have all the 
advantages of the current sealers 
but is much less expensive. 
Hitherto, sponge seals have al- 
ways had to be molded. They also 
require a skin of mechanical veneer) 
or rubber paint to prevent water) 
absorption. 
Du Pont’s new product, extruded | 
closed-cell neoprene sponge, is 
cheaper because it is extruded and 
its closed-cell structure eliminates 
the need for a coating to prevent 
moisture absorption. 


of women in the auto market, be- 
| cause of the industry’s increased 
| competitiveness and because uphol- 
stery has more visual impact as the 
cars go lower. 

| How 
from natural to synthetic fabrics is 
| to the textile industry and the econ- 
|omy is indicated by the fact that 
| the average car now uses about 10% 
yards of visible fabric—7% yards of 
vinyl and three yards of nylon, In 
| a five-million-car year this amounts 
to 52.5 million yards of fabric. 


Textile industry sources report 
that the average car will use two 
| to three times as much more fabric 
in nonvisible areas. A small amount 
|of cotton is still used. 
7 > > 


|'Wool Percentage Drops 


| AN INDICATION of how rapidly 
the auto industry switched from 
natural to synthetic fibers is con- 





tained in a U. S. Department re-| 


| port which showed that one percent 
|of the auto upholstery poundage 
| was wool in 1955, compared to 51 
| percent in 1950. 

However, most auto makers will 
|} make wool upholstery available to 
| some of their customers who stren- 
|uously object to some of the char- 
| acteristics of synthetic fabrics. 

An important factor, especially 
| in the higher-priced lines, is that 
many furriers say that some of 


important this switchover | 


proved wool cloths are now being|Leather also maintains a small 
| Offered. Fade-resistance has been| but important segment of the auto 
| greatly augmented. |trim market. At present, it is 
eo ies ° |largely used for convertibles, for 
OTTON is still required for auto|a portion of the upholstery in some 
upholstery, but mostly for back-|of the industry’s most stylish ve- 
jing on the vinyl or for padding. | (Continued on Page 22, Col. 3) 
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Ford Stylist Weaves Original Auto Fabric— 


| Helen Vincent, one of Ford Motor Co.'s five women stylists, weaves a piece of 
| nylon fabric that some day may appeor on a Ford vehicle. Such samples ore pre- 
sented to fabric suppliers for duplication. 





Doubled Sales Seen in 5 Years... 


Powder Metals Grow Up 


the soft nylons are damaging to | 


mink and other furs. The solu- 
tion to this problem is to either 
use cloth seat covers or order 
wool broadcloth or bedford up- 
| holstery which are not damaging 
| to fur. 

| Recently, the woolen mills have 
been spurred into improving their 
cloths and a number of vastly im- 


Thornton’s New Locking Differential 


AY THORNTON, called “Mr.| 
Differential” by many people, 
has done it again. 

For the fifth time in the past 
quarter century he has invented 
the “ideal” locking differential—the 
differential that sends the power to 
the wheel with the best traction. 
It’s particularly valuable in snow, 
mud, sand and on icy pavements. 

To the dismay and despair of 
the firms who are authorized to 
produce and develop his previous 
differentials, Thornton has “got- 
ten around” his own patents again 
and has produced what he feels is 
a superior differential. 

In an Automotive News interview, 
Thornton said, “I’m in competition 
with myself no matter what I do. 


A lot of people have tried to get| | 
around my differential patents. | | 


set for any amount of wheel lock 
up to 100 percent without damage 
to the unit or the axles. He said 
that friction types are set for about 
60 percent lock and the percentage 
of lock reduces as the differentials 
wear. 

Thornton also claims that the 

” * ad 


They’ve failed, but I’ve been able] 


to get around them four times.” 


Thornton’s newest unit is called] | 


the Oil-Lok differential. It is hy- 

draulically operated, in contrast to 

the friction principle employed in 

other non-spin differentials. He said 

this differential is cushion locked 

while the others are shock locked. 
OK + * 


H=® FEELS that his latest design 
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"Mr. Differential'— 


Ray Thornton, inventor of most of the 


is superior because it can be} no-spin differentials on the market today. 


Oil-Lok will (1) be more durable, 

(2) be less noisy because back- 
lash will not develop, (3) require 
no special lubrication, and (4) 
not cause tire scuffing. 

In addition, he says, the Oil-Lok 
can be built more economically be- 
cause close tolerances need not be 
maintained in production, parts 
need not be mated, there is little 
scrap and little maintenance is re- 
quired. 

“Differentials should be standard- 
ized just like tires,” he declared. “If 
we can get axles and differentials 
standardized in about three differ- 
ent sizes, I think the volume pro- 
duction would bring the price of 
the Oil-Lok down to the cost of 
the friction locks or less.” 

+ * * 
TARTING in the ’30s, Thornton's 
first differential was the No- 
Spin differential which is now man- 
ufactured by Detroit Automotive 


Products. This is an over-riding 


ratchet device which drives only one 
(Continued on Page 26, Col, 3) 
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HE dollar value of powder-metal|in Detroit (which employs 700 to 
parts—which have the strength | 800 people at full capacity) produced 
|of “mild steel”—will double in the | the answer. 
|next five years, regardless of any | The process begins with a thor- 
| inflation. (Continued on Page 18, Col. 1) 
This is the conviction of Roy E. .. oe 
| Blue, chief engineer of the Am- 
plex division of Chrysler Corp., 
one of the nation’s largest pro- 
ducers of powder-metal parts. 

Blue said that the anticipated in- 
crease in powder-metal sales will 
|occur mostly because of a trend to 

|the production of larger and larger 
powder-metal pieces, resulting from 
important improvements in the 
process. However, he admitted that 
|the powder-metal industry may 
make only slight gains in the small- 
|parts field. *« * *# 
HAT the Amplex division is 
climbing aboard this trend is 
| evident from its recent purchase of 
| the world’s largest powder-metal 
| press. 
| It is three stories high, weighs 
125 tons, exerts six million pounds 
of pressure and is capable eof 
making parts up to 30 inches in 
diameter. The largest parts now 
being made are 235-pound bronze 
bearings. 

Today’s typical car contains 70 
to 100 powder-metal parts, including 
such items as bearings, timing 
gears, oil pump gears, door cams 
and latches, shock absorber com- 
ponents, fuel line filters and clutch 
facings. Between 30 and 40 percent 
of Amplex’s production is used for 
automotive and nonautomotive bear- 
ings. 


* * * 
A* OBVIOUS question ;is “How 
can metal powder be processed 








World's Largest— 


An operator makes an adjustment on the 
new powder-metal press at Chrysler Corp.'s 
Amplex division plant in Detroit. Said to 
be the largest such press in the world, it 
to produce a part with the: strength | produces parts up to 30 inches in diam- 
of mild steel?” ter. Lower left: Large powder-metal cyl- 

A tour through the Amplex plant’ inders recently pressed. 
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Doubled Sales Seen 
For Powder Metals 


(Continued from Page 17) 


ough check of the iron, copper or 
tin powders. About one percent 
of some dry lubricant—usually a 
sterate acid—is then added to the 
powder and the material goes into 
a mixer for 30 to 40 minutes of 
blending. The lubricant reduces 
die wear, makes the powder flow 
better in processing and gives it 
@ more uniform density. 

The next step is to screen the 


powder and to test its ability to| 


flow, as well as its growth charac- 
teristics during heat treatment. 


Then the mixture is sent to the | 


various presses in the plant where 
the powder is poured into dies and 
compressed under great pressure 
into “briquettes” of the desired 


shape. Pressures of 30,000 to 100,000 | 
PSI are used for iron powder and | 





18,000 to 30,000 PSI are used for 
copper-tin and bronze mixtures. 
+. * - 


Close Resemblance 


A= this step the parts closely 
resemble the finished product 
but usually can be crushed by hand. 

The next operation—sintering—is 
a key one. The briquettes are placed 
in sintering ovens where they are 
baked at rather high temperatures 
for 10 to 30 minutes. This heat 
treatment is enough to make the 
powders congeal but not enough to 
make them fluid. 

The temperatures used are 2,- 
100 degrees Fahrenheit for iron 
briquettes and 1,550 for bronze 
parts. The powdered lubricant is 
burned out early in the sintering. 

One of the final steps is “sizing” 
in which the parts are burnished 
or coined so as to restore (if neces- 


sary) them to their original shapes. 
In effect, their dimensional toler- 
ances are improved. 

Many powder-metal parts are 
then impregnated with oil by 
dumping them into tanks of heavy, 
turbine-type oil heated to about 
200 degrees to facilitate oil absorp- 
tion, .. *.* 


se parts soak up the oil like 
a sponge until 15 to 18 percent 
of their volume is oil. Vacuum im- 
pregnation will increase the oil 
content another 5 percent. 

Although oil impregnation is 
largely done to produce self- 
lubricating bearings, some parts 
are impregnated to improve their 
structural or machining charac- 
teristics or to increase their cor- 
rosion resistance. 

Blue said, “Many parts are often 
lubricated for life with this process. 
But, where the bearing is subjected 
to extreme duty, subsequent lubri- 
cating is recommended. A power- 
metal part has its own reservoir.” 

Asked about the advantages of 
powder metallurgy, Blue said, “Its 
one big advantage is its ability to 
reduce costs by eliminating ma- 
chining. Powder-metal material will 
cost 10 to 100 percent more. But 
when machining costs are consid- 
ered, powder-metal is often cheaper. 

“Other advantages are its inher- 








THis WILL STAND 
THe TEST OF TIME: 





One auto manufacturer adver- 
tised his product in 1899 with 
“No better car will be made— 
time cannot improve it.” 





ent porosity for containing self- 
contained lubricants and its ability 
to provide a combination of mate- 
rials for specific purposes that 
couldn’t be produced otherwise.” 

A unique feature is that various 
additives, such as graphite, silica 
flower, lead and aluminum, can be 


ere’s how to take 
the slip, slide and 
swerve out of ‘your 


sales curve...... 


Start your sales curve uphill again 
by taking the slip, slide and swerve 
out of driving. Give your customers 
something they don’t have in their 
old models. All you have to do is 
demonstrate the year’s hottest-selling 
safety and convenience option... 
the revolutionary non-slip differential. 

Make sure, when you order 
demonstrators, that they’re all 
factory-equipped with non-slip 
differentials. Then invite your pros- 
pects to test-drive a 1959 model with 
a non-slip differential . . . the low-cost 
safety and convenience option that 
has performance you can see. Once 


the sale. 


you demonstrate, it’s easy to close 


No doubt about it, the non-slip 
differential is one of the best reasons 
you can give your prospects for buying 
a new car now! Fall, with its wet, 
muddy roads, is just ahead and winter 
isn’t far behind. These are the times 
when your customers need positive 
traction . . . so they can pull through 
mud and snow and make a fast, sure 
getaway from icy curbs. There’s only 
one way to get all this added per- 
formance . . . with a non-slip differen- 
tial that automatically shifts power 
to the wheel with the greater traction. 


Write for the new illustrated booklet showing how the 


non-slip differential operates . . . and listing the types of 
customers who are your best prospects. 





DANA CORPORATION « Toledo 1, Ohio 
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added to the powder metal uni. 
formly, whereas they couldn’t be 
added uniformly to the moltey 
metal because they would come tg 
the top and flow off. 

* 


* 7 
Thickness Ratio 


Bb said that many producers 
are making high-density powder. 
metal parts which have 95 to 9 
percent of the density and strength 
of steel. 


One of the disadvantages of 
powder metal is that a certain 
length-diameter-wall thickness 
ratio must be maintained. For in- 
stance, a long, narrow tube could 
not be successfully manufactured 
because the middle of the tube 
could not be made sufficiently 
strong. 


Generally, a powder-metal part 
should not be longer than 1% 
times its diameter. A good part 
also should have heavy walls and 
all sharp corners should be re- 
placed by fillets, (rounded cor- 
ners). 

Another limitation of this process 
is that the part must be one that 
can be pressed into shape by an 
up-and-down action of a press. 

Blue said that powder metal hag 
little future as an. exterior trim 
item because it cannot be as highly 
polished as other metals, However, 
some plating improvements are 
being made. 
* = * 
Bb who has been with the 

Amplex division for 26 of its 29 
years, said that the increased sales 
of powder metal by his division is 
largely dependent on the new and 
improved materials and applica- 
tions that can be developed by him 
and his 14-person research staff 
with assistance from the Central 
Engineering Laboratory. 

They now are working with 
powder metals so as to increase 
their physical and mechanical prop- 
erties to open more and broader 
fields. 

Seventy-five percent of Amplex’s 
production now is for nonauto- 
motive applications, The majority 
of the division’s automotive out- 
put goes to Chrysler Corp., al- 
though Amplex does some busi- 
ness with every auto maker. The 
division recently cut the number 
of its stock items to about 1,400. 
Examining the current trend in 
his field, Blue said, “Powder metals 
have been more than holding their 
own recently. But we expect to in- 
crease our business when we get 
into more material development 
and improve our tooling technique. 
An important thing is that you 
have to start with the initial design 
for the best use of powder metals.” 


7 . 
Bait Offers Stir 
. . 
Memphis Again 
. 
Despite ‘Pact’ 

MEMPHIS.—A number of com- 
plaints against automobile dealers 
for distributing “misleading come- 
ons” have been received by the 
Commercial Appeal local daily. 

Downing Pyor, president of the 
Memphis Automobile Dealers Assn., 
said that some months ago the 
dealers by informal agreement stop- 
ped the distribution of “would you 
take” leaflets. But a similar gim- 
mick is now in use. 

Small pieces of paper with hand- 
written notes on them are being 
left in automobiles by salesmen for 
some firms. The notes offer “almost 
any price” for your car. 

One salesman left out the “al- 
most” in a note. The owner of the 
car took the note and sought to 
set a price nearly $1,000 above the 
normal market on his car on 24 
trade. After the car owner and the 
salesman worked out a deal, the 
salesman filled out the regular 
company sales form and had the 
prospect sign it before taking it to 
the sales manager who vetoed it. 

The prospective customer thought 
the salesman’s written offer of 
“any price,” plus his own signature 
on the contract, should make the 
deal binding. But the bottom line 
of the sales form states: “This is 
not an order until accepted by an 
official of the company.” 


Import Deal Burns 


TACOMA, Wash.— An explosion 
followed by a fire destroyed nine 
expensive foreign cars and the Im- 
ported Motors Co. headquarters, 
with a loss estimated at upwards 
of $100,000. 
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19 OUT OF 20 CORD-CONSCIOUS DRIVERS 
AGREE ON THE SUPERIORITY OF NYLON CORD TIRES 


Drivers are showing a lot more savvy about tires 
and tire cords. A recent independent survey proves 
it. 19 out of 20 of these drivers, comparing the two 
fiber cords, rate nylon superior for strength, for 
safety, for durability. 


The message is clear. Turn this overwhelming 
preference for nylon cords into extra sales for 
extra profits. Drive home to your customers the 
added blowout protection they buy with nylon. 
Stress nylon’s lasting strength, its superior flex- 
resistance, heat - resistance, moisture - resistance 


THE CHEMSTRAND CORPORATION 
GENERAL SALES OFFICES: 


350 FIFTH AVENUE, NEW YORK 1, N. Y. ° 
197 First Avenue, Needham Heights, Mass.; 129 West Trade Street, Charlotte, N. C. 


. the crucial properties they need to withstand 
today’s gruelling driving conditions. 
Something else you can figure on with nylon. The 
same survey shows more driver satisfaction with 
nylon cord tires than with any other kind. Result: 
you not only earn more profits when you sell 
nylon cords, you get a bonus of good will at the 
same time. And that’s the firmest foundation 


you could want for building a healthy business. 


And today, a growing share of the rugged nylon 
yarn going into tire cord is produced in the one 
wholly unified nylon plant in the country, under the 
most modern production facilities, by a major ny- 
lon yarn supplier: The Chemstrand Corporation. 


It boils down to this: drivers are sold on nylon 
cord tires. Take advantage of it. 


CHEMSTRAND NYLON 


DISTRICT SALES OFFICES: 350 Fifth Avenue, New York 1; 3144 Overwood Road, Akron, Ohio; 
¢ PLANTS: CHEMSTRAND® NYLON—Pensacola, Fla.; 


ACRILAN® ACRYLIC FIBER—Decatur, Ala. 

















Ultrasonic Cleaning Unit 
Introduced by Branson 


This model R-50 cleaner is among the 
latest vitrasonic cleaning equipment de- 
veloped by Branson Ultrasonic Corp., 40 
Brown House Rd., Stamford, Conn. The 
cdeaner includes ultrasonic generating 
wnits, a heater, temperature control and 
@itration and recirculation systems. 

Rating of the ultrasonic section is 250 
r-f watt average, with a peak on pulses 
of one kilowatt, Having an overall size 
of 22 by 19 by 37 inches high, the 


self-contained model is easily wheeled 


to the most suitable location, it is claimed. 
. * 





Everhot Products Unveils 


Engine Power Booster 


The Everkoo!l power booster, designed 
to reploce the engine cooling fan on the 
cor, hos been announced by Everhot 


Products Co., 2001-09 W. Carroll Ave.,| 


Chicago 12, Ill. 


Seid to produce gains of from eight) 


te 15 horsepower upon installation, the 


wnit offers two fans powered by electric | 


motors. The fans care controlled by a 
thermostat mounted on the radiator hose. 
The thermostat kicks the fans 
the woter temperature reaches 185 degrees 
and cuts them off when it drops to 165 





Arc Measuring Principle 
Announced by AA Gage 


AA Gage Co., 350 Fair St., Detroit 20, 
Mich., has unveiled on arc measuring 
principle which, according to the com- 
pany, promises to place “laboratory ac- 
curacy” right on the production line. 
Embodied in an improved dividing head, 
the principle is said to break down the 
arc to within fractions of a second. 

Michigan Tool Co., Detroit, Mich., ex- 
dusive sales outlet for the index head, 
says the development obtains its accura- 
cies through a concept that consists of 
hundreds of angular-plane mating sur- 
faces, making contact at each one of 
the 360-degree settings with an equal 
sumber of the accurate mating surfaces. 
Each time the head in indexed, accuracy 
is assured by hundreds of mating surfaces, 
it is said. eee 


Test Method Developed 
For Magnetic Chucks 


A method of testing the gripping power 
of magnetic chucks has been developed 
by O. S. Walker Co., Worcester, Mass. 

Walker engineers say chuck failure 
occurs when material slides on the chuck 
bed rather than being pulled from it. 





in when! 
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For this reason, the Walker equipment is 
designed to record the load required to 
slip a steel block of required dimension. 
A Dillon mechanical force gauge with 
maximum pointer is used to facilitate 


this reading. 


* + 





Wilton Tool Introduces 
Printed Circuit Holder 


An adjustable combination chassis and 
work positioner for holding printed cir- 
cuits during assembly of component parts 
has been developed by Wilton Tool Mfg. 
Co., Inc., Schiller Park, Ill. 

The PowRarm, or work-positioner part 
of the tool, facilitates positioning in any 
plane of a half sphere, with instant lock- 
ing at the desired angle. Attached to the 
standard PowRarm is a printed circuit 
holder designed for loading and unioad- 
ing of printed circuits during assembly 
operations. The width is adjustable from 
7% to 14 inches, and the height from 


2% to 64% inches. 
| * 
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Spot Weider Designed 
For Portable Operation 


A spot welder designed for portable or 
pedestal operation has been introduced by 
Merit Co., Chicago. It weighs 28 pounds 
and is available in air or water-cooled 
models. 

The unit features an automatic electronic 
timer and contactor to guarantee consis- 
tent welds, the frm says. ‘ 





Vibration Monitor Detects — 
Bearing Fatigue Failure 


A technician resets a Vibraswitch, which 
detects fatigue failures in bearings. 

Robertson-Fulton Controls Co., 110 E. 
Otterman St., Greensburg, Pa., said models 
are available for different vibration levels, 
hazardous locations and other special ap- 
plications. 


| Three 
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Engineering and Production 
New Products 





Metal ‘Fabric’ Developed 
For Automotive Application 


A metal “fabric,” manufactured by 
embossing color and texture on almost 
any metal, to simulate artistically woven 
cloth with threads of gold and silver, 
has been marketed. Named Croweave, 
the fabric-metal is the product of 
Croname, Inc., 3701 N. Ravenswood Ave., 
Chicago 13, Hil. 

“Litholoomed”™ in many colors, textures, 
and weave patterns such as tweed, left, 
bork cloth, right, and twill, bottom, the 
material is said to offer the attractive 
qualities of fabrics without the inherent 
risks of soilage, punctures, tearing, and 
fading. The material is wholly metal and 


can be used on automobiles. 
> > 











| United Shoe Introduces 


Industrial Heat Blower 


An industrial heat blower, that op- 
erates continuously ot a free air tempera- 
ture adjacent to the nozzle of approxi- 
mately 900 degrees, has been developed 
by United Shoe Machinery Corp., 140 
| Federal St., Boston 7. | 


Feature of the blower is said to be a) 
heavy-duty, shock resistant Calrod heot-| 
ing unit, capable of continvous operation | 
without danger of burning ovt. The air 
flow principle of the blower, incorporating 
an eight-inch diameter aluminum fan, is 
| capable of delivering a constant flow of 
| hot air at a velocity of 7,500 ft./min. at 
the %-inch diameter nozzle opening, it) 
lis said. 
——— 


Indexed Drill Sets 


length drill sets—)| 
length drills in frac-! 
* 


new toper 


which include taper 





tional, wire and letter sizes packaged in 
convenient folding metal index cases— 
are now offered as standard stock items 
by Ace Drill Corp., Adrian, Mich. 

* 





Acromark Announces 


Metal Marking Machine 


A floor-type marking machine desig- 
nated as Acromark model 9AP that de- 
rives its operating power from the plant 
air lines (75 p.s.i. and up) has been an- 
nounced by Acromark Co., 506 Morrell St., 
Elizabeth, N. J. 

An open type of back and offset front 
permits the marking of continuous strip, 
rod, bors and also readily fits into any) 
production line or line of automation. The| 
liberal mouth opening is 14 inches with- 
out fixtures and adjustment is every 2” 
with lock. Width of opening is 15 inches. | 
Movement of marking head is left to 
right at each valve release controlled by 
hand at working level, by foot valve or 


by avtomatic control that may be added. 
6 2 


Milget Conveyor Switch 


Is Offered by Metzgar 


Metzgor Conveyor Co., 437 Douglas St., 
N. W., Grand Rapids 4, Mich., now offers 
a midget version of its gravity Flex-A- 


| tional 





Switch for use with its Mighy Midget! 
conveyors. 

The switch is built in either wheel or| 
roller type for quick adjustment from 
through travel to 45 degrees right or| 
left. For 90 degrees right or left, a 45-| 


degree curve is added. 
- -— 





Milling and Drilling Machines— 


Three special milling and drilling machines said to provide an economical means 
of producing automotive intake manifolds in low-production quantities have been 
introduced by Snyder Tool & Engineering Co., 3400 E. Lafayette, Detroit 7, Mich. This 
line-index machine rough-and-finish-mills the joint faces in a single pass and returns 
the manifold and fixtute unit to initiol position for unloading operation. 





Offered 


Air-Sampling Kit 
By New York Concern 


A simplified sampling kit that occupies 
only a cubic foot of space and uses a 
small can of liquefied gas as its power 
source is available for measuring lead 
concentrations in air, according to Union 
Industrial Equipment Corp., 20 Davis Ave., 
White Plains, N. Y. 

Shown in operation, the “Uni-Jet" an- 
alyzer weighs 4% pounds and includes 
a charcoal trap, midget impinger and the 


| pump or aspirator. 





‘Third-Haad' Developed 
As Aid For Toolmakers 


A device to aid in checking external 
thread measurements with the three tradi- 
thread-measuring wires has been 
developed by Research to Reality, Inc., 
1260 Library Place, Detroit 26, Mich. The 
unit holds the three measuring wires over 
the thread for “miking.” 

The holder, called the “Third-Hand,” 
is said to eliminate the juggling and the 
mokeshift. It consists of a stainless steel 
bor with two sliding elements which ad- 
just up and down along the bar, under 
spring tension, to accommodate different 
sized pieces of work. Each element has 
a resilient pad which holds the measuring 
wires firmly. The elements hold wires por- 
allel to each other as they are fitted over 
the thread to permit “miking.” 

, ..-9 





Hercules Motors Markets 
Interchanegable Engines 


A series of interchanegable gasoline 
and diesel engines has been added to 
the line of engines produced by Hercules 
Motors Corp., 101 Eleventh St., S. E., Can- 
ton, ©. The overhead gasoline engines 
are known as the “G. O.” series while the 
direct injection diesels are known as the 
“D. D." series. 

The engines are said to stem from o 
program begun in 1954, when Hercules 
engineers set to work on developing units 
with a maximum of interchangeable parts. 
In the OG and DD series, engines of like 
size not only are interchangeable as units, 
the diesel for gasoline and vice versa, but 
the interchangeability is carried out in 
many common parts and components ex- 
tending in some cases over the entire 
range of models. 
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| America wants the 
extra safety...extra value 
of nylon cord tires 


e Almost 4 out of 10 replacement tires sold today are nylon. 










uy om 


e In just one year, the sale of nylon cord tires went up 65%. 


e Recognizing nylon’s popularity, 12 out of 18 auto manufacturers 
are offering nylon as optional equipment. 


e Above all, new-car buyers want nylon. A recent Dun & Bradstreet 
survey shows that 6 out of 10 say they will buy nylon cord tires 
. if you take the trouble to offer them. 


eR IIT 


Build customer satisfaction by offering nylon cord tires with every car you sell. 


Powerful Du Pont advertis- 
ing will dramatize the safety 
of nyloncord tirestotheread- 
ers of nine of the nation’s 
leading magazines this year. ' 
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hicles and for special upholstery 
jobs. 

Many buyers feel that the ulti- 
mate in upholstery is genuine 
leather with its ruggedness, feel, 
breathability and smell, However, 
it’s two or three times as expen- 
sive as vinyl. 

Vinyl has increased its sales in 
ithe auto industry with the claim 
that it’s superior to cloth because 
it is (1) more cleanable, (2) more 
durable, (3) more slideable, (4) 
| more fireproof, (5) more decorative, 
| (6) more comfortable, (7) more 
| fade-resistant, (8) more abrasion- 
resistant and (9) less expensive. 

While price hasn’t been the only 





factor in the surge of synthetics, | 
the savings have been substantial. 


Vinyl now costs $1.25-$2.80 a yard, 
compared to $5-$6 a yard for cloth. 
> > > 


Large Factory Staffs 


ae price is not the only factor | 


is attested to by the fabric peo- 
ple who point to the fabric engi- 
neering and testing staffs built up 
by the auto makers in the last five 
and six years. 
Said one fabric. vendor: “Get your 
material approved in the lab and 
| you can almost ignore the purchas- 
ing department. In recent years, 
our jobs have become much tougher 
and our operations more expensive, 


but the quality of vinyl upholstery | 


has really risen.” 
However, vinyl also has dis- 
advantages. Among these are its 


PALNUT FASTENERS 


for fast assembly 


on low-cost 


METI aiacr ttt mea erie 


PALNUT SELF-THREADING NUTS 


Form deep, clean threads on un- 
threaded studs or rod while tightening. 
Provide vibration-proof grip on studs, 
whether seated for load-carrying, or 
unseated as a “stop” nut. Adequate 
prevailing torque keeps nut in position. 
Hex form fits all standard tools for 
easy fast assembly. Washer base spans 
holes and slots. Also available with 
sealer washer. May be removed and 
re-used. Sizes for 1/8”, 3/16” and 
1/4* dia. rod or studs. 
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PUSHNUT® FASTENERS 


These tempered spring steel fasteners quickly push or tap 
on unthreaded studs, rod, wire or rivets. Rugged holding 
power. Very low in cost. Easy and fast to assemble with 


plates, 
manual tools, air hammers, arbor presses or jigs. Variety 


of types and sizes for wide range of applications. and %" dia. studs. 
CAP 
ACORN TYPES TYPE 
w 


Pleasing appearance and 
good holding power for 
fastening or covering ends 
of rods, studs or rivets. Six 
sizes from .120" to .312” 
dia. 





Type CK 


(closed end) (open end) 


FLAT TYPE H 


Provide tight, vibration-proof assem- 
bly of ornaments, medallions, name- 





etc. Grip securely, even on 


herd chrome studs. Sizes for Ys", Ya" 





Decorative cap fastener of heavy 
gauge spring steel, has powerful re- 
moval resistance on unthreaded rod, 
studs, rivets, pins and shafts. Sizes 
for %s", 


“%", %" ands" dia. 


Write for free samples and data, stating type, 


size and application 


THE PALNUT COMPANY, 47 Gien Road, Mountainside, N. J. 


Detroit Office and Warehouse: 730 West Eight Mile Road, Detroit 20, Mich. 


NR LO 


Quick, secure fastening at low cost 





LOCK NUTS 
FASTENERS 


Auto Interiors Going 
Neutral for 1959 Run 


(Continued from Page 17) 


coldness in the winter, hotness in 
the summer, static electricity, its 
harmful effect on some furs and 
clothing and, most importantly, 
its inability to “breath” which 
causes perspiration and discom- 
fort. 

Some fabric experts say that con- 
sumer complaints about some of 
these characteristics will shortly re- 
sult in the replacement of vinyl by 
nylon or some other soft fabric in 
certain areas, particularly in the 
bolster cloths. 

Several bolsters are now being 
made from the same fabric as the 
main portions of the seat and seat 
back, but with a completely differ- 
ent weave. 


= = > 

ONSIDERABLE time and ex- 

pense is being spent to come 
up with a breathable vinyl. Du Pont 
Co. and a couple of the other vinyl 
producers are now well along with 
a vinyl fabric that will give much 
more comfort. 

At present, several vinyls are now 
|available that provide surface 
| breathing or aeration through the 
| use of textures, deep embossing and 

scoring. 
| Actually, a breathable vinyl can 

be produced now, but not without 
| partly losing most of vinyl’s in- 

herent advantages, such as clean- 
| ability, durability and slideability. 
Here are some of the trends that 
| will become increasingly apparent 

on the interiors of the ‘59 and '60 

| cars: 

1. More die-electric bonding, 
which is a sort of fabric-welding 
process in which a piece of vinyl 
overlay or inlay is bonded to the 
main piece of vinyl. This is mostly 
done for decorative purposes, but it 
can provide additional comfort 
when a quilted or padded motif is 
| used. 


> > 7 
Unpublicised Process 
[pie SLecte IC bonding a 
rather unpublicized process 
which first came into volume pro- 
duction in the 1958 cars, is basically 
a substitute for the “cut and sew” 
operations in upholstery decorating. 
It consists of laying a sheet of 
| vinyl on a base of polyethlene and 
| applying heat by an electric die 
|that momentarily raises the tem- 
perature of the vinyl to a level 
slightly below its melting point. 
This produces a quick and in- 
expensive weld, especially when 
compared to the stitching that 
was formerly done. A similar 
| process using heated dies has also 
been used. 
GM's Fisher Body division has 
|been the leader in die-electric 
processing and Fisher’s vast array 
of die-electric equipment will 
greatly increase the amount of die- 
electric bonding to be found on the 
Chevrolets, Pontiacs, Buicks, Olds- 
mobiles and Cadillacs this fall. 
> 


- * 

jos and Chrysler will also in- 

crease their die-electric bond- 
ing. In the past, most of the bond- 
ing for these companies was done 
by outside fabricators. Now they 
are also acquiring their own die- 
electric equipment. 

Die-electric bonding is almost 
universally used in the fabrication 
of convertible tops, replacing 
stitched tops which the industry 
has always used. This process pro- 
duces a more leakproof, neater and 
less-expensive top. 

A variation of this die-electric 
process is also used to produce 
the various scorings and textures 
that add to the comfort and ap- 
pearance of vinyl upholstery. 

2. There will be more neutral and 
conservative basic colors. However, 
there is considerable indecision 
among the fabric and automotive 

people as to just what kind of in- 
teriors will sell. So, they are hedg- 
ing by making available a number 
of special glamorous and colorful 
interiors. 

Small, geometric patterns will de- 
finitely replace the large, flowery 
patterns of recent years. : 

x * - 


Trend to the Subdued 


[pmcuaaine the trend in nylon 
fabrics, one mill representative 








|the three major corporations. 





| years behind furniture. 
|there has been a decided turning 


said: “They are definitely going 
more subdued this year and next 
year—mostiy because of the cycle, 


“But you really can’t tell if 
there’s a trend. Ford said, ‘No more 
scrolls, wallpaper or boudoir stuff 
for us,’ but we finally had to lig 
some up to satisfy them. Chevrolet 
says, ‘Absolutely no stripes or di- 
rectional material because it’s too 
difficult to cut correctly,’ but they 
buy this from our competitors.” 


3. More general usage of vinyl 
headlining in place of the napped 
cotton sheeting that has been 
traditionally attached inside the 
car’s roof. It’s believed that vinyl, 
with its great cleanability, 
brighter colors and interesting 
patterns, will help to make the 
car occupants look cleaner and 
neater because of the reflected 
light, 

Another advantage of vinyl in the 
headlining and elsewhere is said 
to be that it is less given to fading 
and more prone to be uniform in 
color from batch to batch. This 
makes for better color harmoniza- 
tion in the new car and better 
tradein value in the used car, it is 
claimed, 


Coming in the near future is 
more molded headlinings made 
from polyurethane, which will con- 
siderably reduce their costs. 


> = = 
4 THERE will be more glamor- 

* ous, yet tasteful metallic fab- 
rics used. It’s possible that metallic 
fabrics on the seats will decline 
slightly, but this decline will be 
more than made up by the addi- 
tional metallics used in the vinyl 
on the sidewalls and the headliner, 
and in the tufted carpets. High- 
metallic vinyls will be more com- 
mon. 

A Ford styling official asserted: 
“Metallic yarn fabrics have found 
their greatest application in cars. 
They will continue in cars, but 
to a slightly lesser degree, I be- 
lieve. If tastefully used, they give 
a dramatic effect.” 

5. The trend to fewer colors, 
models and varieties of interior 
trims, will be welcomed by manu- 
facturing and mill people and deal- 
ers. 

There also will be much greater 
interchangeability of interior fab- 
rics among different cars built by 
In 
1960, one car maker will offer only 


five colors and two patterns. 
- > > 


Influence of Furniture 


MORE use of textured and 

* tweedy fabrics, following the 
lead of the furniture makers. One 
mill official said that automobile 
upholstery is usually about two 
(However, 


away from the furniture trends 
recently.) 

While the two-year lag is un- 
derstandable inasmuch as the 
automotive textile engineers have 
to make their selections 18-24 
months before production, all the 
auto makers are making a great 
effort to anticipate the color and 
pattern trends in clothing and 
decorating so that they will know 
which colors and patterns will be 
“hot” 18-24 months hence, 

A deliberate effort now is being 
made to have the current, popular 
colors available for car buyers. 
Sometimes this has been accomp- 
lished accidentally in the past. A 
case in point was Ford’s 1955 Tropic 

(Continued on Page 23, Col. 1) 








Pontiac Leader— 


Thomas D. Clohecy, right, leading Mich- 
igan dealer in Pontiac's Knudsen Trophy 
campaign, receives tickets for an expense- 
paid Hawaiian vacation from Harold =. 
Milliken, Pontiac's Detroit zone manager. 
Clohecy, who operates Clohecy Pontiac, 
Inc., Detroit, also was awarded his second 
consecutive first-place trophy. 
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Good Taste to Be Byword of 1959s... 


Auto Interiors Going Neutral 


(Continued from Page 22) 

Rose, which tied in with the pink 
trend that year. 
* * = 
7 AN ECONOMY trend apparent 
*on the ’59 cars is the greatly 
increased use of vinyl-coated paper. 
This is mostly used for door panels 
on many of the ’59s because its use 
is strictly limited to flat surfaces 
which are not stressed or flexed. If 
bent, it will not recover its original 

shape and appearance. 

Besides being a less expensive 
substitute for vinyl-coated fabric, 
this vinyl paper is stiffer and re- 
duces the amount of beaverboard 
needed behind it on the door panel. 

General Motors, which report- 
edly will use 2-3 million yards of 
vinyl-coated paper this year, is 
its biggest user in the industry. 

8. There is a rapidly growing 
demand by all the factories for 
more piece-dyed material, rather 


than yarn-dyed fabric because this | 


gives them much greater flexibility 
in ordering their fabrics. Piece-dyed 


material is dyed after the fabric is| 
woven, while yarn-dyed fabric re-| 


ceives its coloring when the yarn 
is produced. 


* * = 


Advantages of Each Type 


a fabrics usually have | 


better and more varied colors, 
give better fade resistance and are 
more uniform in color. Piece-dyed 
fabric is slightly cheaper and has 
the important flexibility that per- 


mits an auto maker to more ol 


adapt to public demand. 

The factory can quickly shift to 
the more popular colors, or it can 
postpone the delivery of a fabric 
order if sales are slow, as they 
were this year. 

Factory and fabric officials say 
there was no great inventory of 
coated and uncoated fabrics in 
the auto plants at the end of the 
58 model run, due to the reduced 
ear sales. The only exception to 
this is Buick, which reportedly is 
heavily stocked with interior trim 


(One of a series) 





LINCOLN 





THUNDERBIRD 


THERE 


‘ee 


originally intended for its Road- 
master 75 series. 

Most of the factories took action 
early in the year to prevent large 
inventories of fabrics and other 
components from piling up. While 
the plants order the fabric several 
months in advance, they shortened 
up their “release” dates this year so 
that in most cases the factories 
seldom carried more than 30 days’ 
supply of fabric. 

> i ca 
AN INTERESTING point related 
to this situation is that all the 
auto makers insist that they have 


Canadians Buying 
Fewer Vehicles 


Than in 1957 


TORONTO.—Sales of passenger 
cars and commercial vehicles in 
| Canada in the first five months fell 
below year-earlier totals, according 
to the Canadian Automobile Cham- 
ber of Commerce, Inc. 

By individual province, however, 
1958 new-car sales ran above the 
1957 level in Prince Edward Island, 
Nova Scotia, Manitoba and Sas- 
katchewan. 

On the downside were Newfound- 
land, New Brunswick, Quebec, On- 
tario, Alberta and British Columbia. 

New-car sales totalled 171,385 in 
the 1958 period, and 183,511 a year 
ago. 

May sales alone amounted to 39,- 
| 797, compared with 45,353 a year 
|}ago. Only Prince Edward Island 
|topped the 1957 count. 
| Commercial-car sales in the first 
| five months numbered 29,154, com- 
pared with 37,209 in the 1957 period. 
The May count was 7,047 in 1958 
and 9,174 in 1957. 

For the five-month period, New- 
foundland and Prince Edward 
Island showed improvement in 1958. 
For May alone, only Prince Edward 
Island ran ahead of 1957. 








at least two sources of supply for 
each fabric they buy. If company 
“A” and “B” are named suppliers 
of a fabric, Company A might make 
all the white, blue and green fabric, 
while Company B would be asked 
to produce all the black, red and 
tan shades of the fabric. Thus, a 
fabric company’s financial situation 
often hinges largely on the color 
whims of the public in a particular 
year. 

One of the most important fac- 
tors in the design and selection of 
auto trim interiors for ’59 is the 
accelerated trend to more glass. 

This has reduced the amount 
of interior trim required because 

of the shrinking sidewalls and 
headliner areas, It also has placed 

a premium on fabrics that will 
not fade or deteriorate from ex- 
cessive sun. This has been one of 
vinyl’s strong points. 

While the factories are largely 
resigned to some fade in the fab- 
rics, they do insist that the fading 
be uniform so that different parts 
of the same car don’t have several 
shades of the fabric after a few 
years. 

Nowhere is this revolution in car 
upholstery more apparent than at 
the auto factories where large 
staffs have been established for the 
development, testing and selection 


of fabrics. 
* * + 


Instruct Textile Men 


— auto factories’ textile engi- 
neering staffs are becoming so 
knowledgeable about fabrics that 
they now are telling the fabric 
mills how to make their material, 
so that it will conform to the fac- 
tory specifications for costs, dura- 





| : Hopper 


“Once a prospect begins to 
weaken I teach my salesmen to 
wrap it up fast.” 





a fabric’s wearability; Ford’s 
chisel test; the GM weatherom- 
eter, a fur-abrasion test and a 
deepfreeze test for measuring a 
fabric’s stiffness. 


Fade-resistance is watched care- 
fully, Every fabric. supplier sends 
swatches of its product to its fac- 
tory customers, and the swatches 
are subjected to severe weathering 
in 30-, 60- and 90-hour tests, which 
are comparable to much longer pe- 
riods of normal use. Most of the 
factories test the fabrics monthly, 
although Ford Motor Co. tests 
every shipment, 

Declared one fabric expert: “The 
textile engineers are pulling the 
fabrics apart and putting them to- 


bility, fade resistance and all the| S¢ther to get a broader range and 


other qualities. The fabric mills are 
constantly being required to re- 
place costly machines and equip- 
ment. 

The factories have devised 
their own unique test methods. 
Among these are Fisher Body’s 
“Squirming Irma” for measuring 


wider scope.” 
+ * > 

AN EXAMPLE of factory inter- 

est in upholstery is Ford Motor 
Co.’s “fashion trend” department, 
which was set up two years ago 
to probe the high-fashion clothing 
field and the interior decorating 
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STAINLESS STEEL BRIGHTWORK 


Helps you sell by promising 
Easy Care — Long Wear 
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market for color and material 
trends. 

Dave Ash, now executive stylist 
for M-E-L interiors who set up the 
fashion trend department, said: 
“We tried to get to the source of 
these color, material and shade 
trends. We found that the trends 
were controlled by the fashion in- 
dustry, mostly in France, where 
the couturiers and the manufactur- 
ers get together and decide what 
will be popular one and two years 
hence. 

“Formerly, we merely relied on 
our judgment. Now, we have an 
idea of what is coming and our 
fabric people are better able to 

persuade our management that 
certain color programs are right.” 

The information acquired must 
be interpreted “automotively,” Ash 
asserted. For example, in 1956 the 
dress houses featured lavender 
which has never been a successful 
car color. But this did shift the 
blues more to the red side and this 
color turned out to be a good seller. 

* + * 


Woman in Key Role 


[TEICAL of the automotive up- 

holstery revolution is Ford’s ad- 
vanced styling studio where Helen 
Vincent, one of the company’s five 
women stylists, develops original 
fabrics. 

Mrs. Vincent extracts ideas 
from well known paintings or 
from some of her own art work 
and then reproduces them on a 
hand loom in the studio. General 
Motors and Chrysler have similar 
operations. 

“We used to take eight or 10 
cloth samples to the factory, and 
they’d pick five of them,” a veteran 
vendor observed. “Now, you need 
a thousand samples and then 
they’re not satisfied, One advantage 
is that they have to come and visit 
us now.” : 


Tax Yield Dips 

LOUISVILLE.—The slowdown of 
new-car sales in Kentucky during 
the fiscal year ended June 30, saw 
the usage-tax revenue from new 
cars drop from $7,208,038 in the 
previous year to $6,754,696. This 
represented a reduction of 6.3 per- 
cent. 








No other trim material offers such easy maintenance. Stainless is easy to clean... 
and to keep clean. It never needs painting or plating. Never needs protective 

or decorative coatings or films. Stainless steel’s lustrous beauty will never 

fade from sun or weather. It stays bright for life despite long use. 


Stainless steel brightwork helps you attract buyers —helps you sell 


REPUBLIC STEEL @= 


GENERAL OFFICES «+ CLEVELAND 1, OHIO 


competitively —helps you when it comes to costs of reconditioning cars for resale. 

Reconditioning of exterior brightwork made from less versatile metals 

is expensive, if not prohibitive. 
Know the stainless steel trim on your product. Then use all of the advantages 

that only glamorous, durable stainless steel trim can give you to help you sell. 





IN BRIGHT TRIM...INSIST UPON STAINLESS 
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This year’s National Ford Dealer Council met in Dearborn a few weeks ago. Already 
decisions reached at those meetings are being relayed back to you through the meetings 
of District and Zone Councils. Within a short time you will have an individual, first- 
hand report of the items discussed by your representatives and Ford Division manage- 


ment—items you originated for consideration. 


We are always impressed by this efficient, full-circle communication system. It is 
the best way we know to strengthen the exchange of ideas between dealer and company. 
Over the years, since 1945 when the first Dealer Councils were established, we have 


DISTRICT worked together to improve company-dealer relations through the Council system. 


COUNCIL } 
Each year, Dealer Council activity begins with you, the individual dealer. You elect 


your own representatives to serve on these Councils. You elect them to speak for you 
in Council meetings, and they do—always with your best interests in mind. It is a 


completely democratic process. 


After the series of meetings are over, culminating in the National Dealer Council 


in Dearborn, your representatives report back to you, themselves—in a series of return 





meetings that reach every one of you. 





We hope you will agree that this year’s Dealer Council meetings have been par- 
ticularly helpful to you, as they have to us. 


REGIONAL Henry Ford II, speaking to the members of the National Ford Dealer Council at 
COUNCIL their final session this year, summed up our estimate of the significance of these meetings. 
He said, in part, ““The presentations by the Council members were exceptionally well 
° prepared and the discussions were most constructive. We feel that the ideas and thoughts 
of the dealers never have been more effectively presented. As a result, this meeting will 


make an important contribution to our programs and achievements in the year ahead.” 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars 


FORD MOTOR COMPANY - THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD « THUNDERBIRD ¢ EDSEL ¢ MERCURY «¢ LINCOLN ¢ CONTINENTAL MARK Ill ¢ ENGLISH FORD LINE 
GERMAN FORD LINE « FORD TRUCKS ¢ TRACTORS « FARM IMPLEMENTS + INDUSTRIAL ENGINES 
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9 
GREY, IRON @GASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST*MQDERN 
PRODUGTION FOUNDRIES 


THE WHELAND COMPANY 
FOUNDRY? DIVISION 


Te Visive FICE WANT MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 
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continuing to gain in stature as the best 


solution to housing problems for millions of families. 


from $216-million in 1950 to nearly $600-million in 1957. More than just being the 
Alma Trailer Company, the leading manufacturer of mobile homes for more than twenty-five years, offers a 


It’s safe, sane logic for the automotive dealer to consider capitalizing on an industry so akin to his 
carefree way of living — mobile homes are 


established enterprise. In growth potential, consider the fact that mobile home sales almost tripled in the 


past few years: 
complete money-making plan for a mobile home dealer . . . individually tailored to his particular market. 


another GOING industry you can grow with! 


He Calls It ‘Ideal’... 


Locking Differential 
Is Thornton’s Fifth 


(Continued from Page 17) 


wheel in a turn, It is rather widely 
used in military vehicles, 

This differential was succeeded 
by the Non-Spin unit, which is 
now offered by Borg-Warner. 
Formerly known as Hy-Tork, this 
device, although considerably im- 
proved, depends on springs to 
spread locking clutches. 

Thornton next developed the 
Lock-O-Matic, which he says was 
the first differential to eliminate 
the artificial lock. 

He then invented the Powr-Lok 
which is manufactured by Dana 
Corp. and is used on all ’58 cars 
except Cadillac, Buick, Ford, Edsel 
and Mercury. Buick will have it for 
"69. 

“The Powr-Lok is by far the 
best of such devices yet to find the 
market,” Thornton said. “This de- 
vice uses a split spider and cam 
arrangement to lock clutches at the 


sides of the differential case.” 
= * * 


Standardized Axles? 


HORNTON sold his Powr-Lok | 
patent to Dana and abandoned | 
his Non-Spin patent. Tecumseh) 
Products Co. is the exclusive li- 
censee for Oil-Lok. Other licencees 
will soon be named in Europe and 
Australia by the Thornton Products 
Co., headed by Joseph Weyn. 
Since the Oil-Lok was intro- 
duced a few weeks ago, pilot | 
models of the differential have | 
been ordered by International | 
Harvester, the Ford Tractor & | 
Implement division and the De- | 
fense Department for possible | 
| 
| 





use on the 110-ton atomic cannon 
carrier and a new eight-by-eight 
truck. 

Discussing the need for standard- 
izing axles and differentials, Thorn-| 
ton said he had proposed this and| 
the auto and truck makers have 
shown tremendous interest in it. 
There is a good chance that some) 
truck axles actually will be stand-| 
ardized. 





Weotxe that axle torque and) 
size establish the size of the) 
differential, he said, “The motor 
industry badly needs a redesigned 
axle. One of the real problems is 
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portedly coined the word “tandem” 
for the motor industry, meaning 
one axle closely followed by an- 
other. 

This led him into his lifelong 
pursuit for a better differential be- 





cause the ordinary differential was | 
being repeatedly torn up by the} 
tandem and because there was 4a) 
need for getting good traction at) 
all wheels. | 
* * * | 
"—_— NEEDED positive drive | 
without distortion or distruc-| 
tion,” he commented, “In the past 
30 years I’ve spent 50 percent of 
my time on differentials and I've 
spent almost 100 percent of my 
time on them since 1950, 
“This stuff haunts you. Some- 
times, when I have a problem, 
Till wake up at one or two in the 


Turnings ee « By Joseph M. Callahan 


morning with the solution. I’ve 
had a leaning for creation all my 
life. I like a challenge.” 
Thornton said that for many 
years he has been thinking about 
building a car radically different 
from the present vehicles because 
he’s convinced that all the indus- 
try has been doing is improving the 


horseless carriage. 
+ + + 


Costs Come Later 


LTHOUGH he is considered ex- 

tremely cost-conscious by the 
factory people, Thornton said he 
never thinks about cost in the early 
stages of an invention. 

“You can’t work on costs and de- 
signs at the same time,” he ex- 
plained, “First, you make the thing 
work; then you get the costs out.” 

He said that he had “about 14 
or 15 patents—good, bad and in- 
different. But the biggest majority 
of them aren’t worth a darn.” 

Asked if he was going to con- 
tinue developing improved differen- 
tials, Thornton said, “I feel there’s 
an answer to any problem. But 
there’s no final answer to any 
problem. The Oil-Lok has a longer 
potential than any other differen- 
tial.” 

—JoserH M. CaLLaAHAN 


(Continued from Page 17) 


about 9.5:1. Here are the compres-| expired several years ago. Now Du 
sion ratios for the various engines| Pont also has a share of this mar- 


of U. S. cars for the past two years: 
Car 1958 1957 

SIE . weccrcrmneqnsen 9.5-10 9.5-10 

GND cxccscnerses 10.25 10 
Chevrolet ........... 8.5-9.5 8-8.5 

OGD cccscunesns 10-10.25 8.5-9.25 

snseeeiesalaiaeh 8-10 8-8.5 

BENGE ccenesnesssseee ——————— 

ae 8.6-9.1 8.6-9.7 

Imperial ............ 10 9.25 

Lincoin .............. 10.5 10 

ED  cnenecen 10.5 9.7 

Oldsmobile ....... 10 9.5 

Plymouth. ......... 8-10 8-9.25 

Pontiac ............... 8.6-10.5 8.5-10 

Rambler ...... 8.7-9.7 8-8.25 

Studebaker ....... 78 8.31 


In the past three years there has 
been a noticeable trend among the 
car makers to develop engines that 
require premium fuel. This prac- 
tice started among some of the 
high-priced lines about 1954 and 
has “sneaked” into some of the 
lower-priced cars. 


Attributing this trend to the cur- 


that the axle design of today is out| rent demand by some for more 
of date for a really efficient lock-| economical car operation, one engi- 
ing differential. Do you know that) neer said that many buyers want 
the design of our axles hasn't all the power their cars are capable 


ket. 

From the time tetraethyl lead 
was discovered in about 1921 no 
other successful anti-knock com- 
pound was ever marketed. How- 
ever, last year Ethyl announced 
that it had developed and par- 
tially tested a manganese-based 
compound, AK-33X, that had 
great potential as an anti-knock 
fluid. 

The commercial application of 
this additive is probably a year 
away but some of the response to 
it has been described as “terrific”— 

as much as 15 additional octanes 
with some base petroleum stocks. 

However, every new additive pro- 
duces new engine deposits that 
must be purged or neutralized and 
it’s possible that this is holding up 
the commercial use of AK-33X. 

A problem that is getting in- 
creasing attention in the auto fac- 
tories and in the fuel company 
laboratories these days is the ad- 
verse effects that the various fuel 
additives are having on mufflers 
and tail pipes. 





chanced basically in 25 years? 

“That's why a lot of trucks are | 
crushing the ‘guts’ out of their | 
axles today. On the West Coast, | 
the truck drivers carry extra | 
axle shafts by the bundle. 

“The Oil-Lok doesn’t require a 
modernized axle as much as the 
other locking differentials do. With | 
the Oil-Lok, current axles are) 
adaptable with some minor| 
changes.” 

He added that the industry’s 57 
different car axles now require 57 
different differentials. 

About the most inefficient piece) 
of equipment on a car today, he 
continued, is the present transmis- 
sion—because of its high cost and 
loss of energy. Thornton said he 
has some ideas for eliminating the | 
present automatic and stick trans- 
missions. 

“I work like a fuse,” Thornton 





of, while others are content with 
the performance that regular gas 


would give. 
> > 


Premium or Regular? 


NCIDENTALLY, the factories 

have largely gotten away from 
specifying “premium” or “regular” 
fuels. Instead, they specify a fuel 
of 92 octanes or higher when an en- 
gine needs regular gas and 96 oc- 
tanes or higher when premium 
fuels are required. 


Behind this is the differences in 
the octane ratings in various 
parts of the country. What is pre- 
mium gas in one area is often 
only “regular” in another. 

The West Coast usually lags be- 
hind the rest of the country in oc- 
tane rating. In some cases the auto 
makers have actually refrained 
from introducing higher compres- 


°59 Models Seen 
Spur to Buying 
By Chesebrough 


ATLANTA. — Harry E. Chese- 
brough, general manager of Plym- 
outh, believes the advent of all ’59 
models will trigger a buying spree 


that will put the 
auto industry’s 
production back 
on high levels. 
“Folks have the 
money to buy,” he 
said in a press 
interview here, 
“and we're set to 
give them what 
they want.” 
Holding the 
price line will be 
one of the tough- 





H. E. Chesebrough 


said, “When something blows up,| Sion ratios because of this situation 
I go to work on the weak spot.| and the importance of the Cali- 





I'm glad the industry has these) 
weak spots. What is a good product | 
today, is obsolete tomorrow.” 

*- * * 
‘Nut Twister’ 


SSERTING that he is a “nut 

twister” and not an engineer, | 
Thornton said he completed the | 
seventh grade and had to leave 
home in his early teens because he 
got in trouble with his father for| 
putting runners on their buggy. He | 
has always been interested in any- 
thing that turns or crawls, he 
added. 

More than 40 years ago he 
started working for Packard and 
later came up with his first in- 
vention—a valve lifter. During 
the first war he developed gear 
boxes for the Army that would 
take power from two engines. 
A few years later he developed 
the Thornton Tandem axle and re- 


fornia market. 

In this connection, an Ethyl 
Corp. official reported that 32.8 per- 
cent of the gasoline sold for cars 
in this country is premium leaded 
fuel. And 66.9 percent of the gas 
is regular leaded fuel. This leaves 
only 0.3 percent of the nation’s gas 
market for unleaded gas. 

California tops the nation in this 
respect, with 52 percent of the gas 


|sold in the state being premium 


fuel. North Dakota is at the other 
end of the ladder. Only 12 percent 


of the gas sold there is premium. 
a oe * 


Du Pont Joins Field 


yas major difference, although 
not the only one, between pre- 
mium and regular gasoline is the 
amount of tetraethyl lead which the 
fuel contained. Ethyl Corp. was the 
exclusive supplier in the U. S. of 
this vital product until its patents 


est problems car makers will have 
to face this year, he said, because 
of cost pressures besetting auto- 
makers — boosts in wages, steel, 
aluminum and rubber. 

New-car prices aren’t expected to 
be firmed until hours before they 
are introduced to the public on 
dealer showrooms, he said. 

Chesebrough and Jack W. Minor, 
assistant general manager for 
Plymouth, made brief personal ap- 
pearances here during the Atlanta 
concert of Lawrence Welk. 

Minor took over Welk’s baton for 
one number, and stated, “This is a 
lot easier than selling automobiles.” 


Three for John 

ATLANTA.—John Lander, presi- 
dent of Lander Motor Co. (Dodge- 
Plymouth), won second place in a 
nationwide Dodge truck sales con- 
test. He reportedly is the only 
Dodge dealer to win three years in 
a row. 
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News to Note... 








LOS ANGELES.—More than $5 
million worth of machines, machine 
tools and related production equip- 
ment will be displayed at Shrine 
Exposition Hall here Sept. 29-Oct. 
3 during the Western Tool show of 
the American Society of Tool Engi- 
neers. 

The show will be held in conjunc- 
tion with the society’s semiannual 
meeting at which 56 technical 


papers will be presented. Theme of | 


the conference is “Tooling for the 
Space Age.” 


Chemical Firm Formed 


To Make Nylon Material 


CLEVELAND. — Formation of 
Ohio River Chemical Co. for the 
manufacture of caprolactam was 
announced by Industrial Rayon 
Corp. and Spencer Chemical Co. 
Caprolactam is a basic raw mate- 
rial used in the manufacture of 
nylon. 

The new company will build a 20-| 
million-pound caprolactam plant 
near Ashland, Ky. J. E. Straub has 
been named general manager of 
Ohio River Chemical, He formerly 
was production superintendent at 
Spencer’s Vicksburg (Miss.) works. 

* = * 


* 


Auto-Lite Coordinates 


Its 19 Research Labs 


TOLEDO.—A new program to ex- 
tend special research, engineering 
and production skills and facilities 
of Electric Auto-Lite Co.’s general 
products group to the industries it 
serves has been announced by 
R. E. Valk, group vice-president. 

The program co-ordinates the 
19th Auto-Lite engineering labora- 
tories for “project” research and 
development to expidite solutions 
to customer cost and performance 
requirements. Initial contact for 
this new service will be made by an 
increased general products group 
sales force. | 


> * + 
Reinforced Plastics Group 
Slates February Parley 

NEW YORK. — The reinforced 
plastics division of Society of the) 
Plastics Industry, will hold its) 
14th annual technical and manage- | 
ment conference Feb. 3-5 at the 
Edgewater Beach hotel, Chicago. 
The conference and attendant in- 
dustry exhibit are open to non-| 
members as well as members of | 
the SPI. : 

According to Program Chairman | 
James N. Grove, of J. P. Stevens) 
& Co., Inc., talks at the conference 
will stress new developments in 
raw materials, in processing, in the 
joining of reinforced plastics and 
in such major end-use fields as air-| 
craft and missiles, commercial and | 
military transportation, boating) 
and tooling. 


Chrysler Stamping Plant 


Gets National Award 


NEW YORK.—Chrysler Corp.’s| 
new Stamping plant at Twinsburg, 
O., has received Factory Manage- 
ment and Maintenance magazine’s 
award as one of the “Top Ten 
Plants of 1957.” 

The plant which produces body 
parts for Chrysler Corp. cars was 
one of 10 picked from nearly 1,000 
nation-wide entries in factory’s 
24th annual competition for best 
new plants built in the year 1957. 

* 


Fisk-Gillette Split 

NEW YORK. — Fisk-Gillette tire 
division, United States Rubber Co. 
has been divided into two separate 
organizations. John A. Boll, for- 
merly sales manager for Fisk- 
Gillette, has been named sales 
manager of the new Gillette divi- 
sion, and L. B. Lillie, former Fisk- 
Gillette assistant sales manager, is 
sales manager of the Fisk division. 

cg oe * 


3,000 College Students 


Earn GM Assistance 
DETROIT.—More than 3,000 po- 
tential scientists and engineers are 
in school with General Motors as- 
sistance now that GM’s expanded 
program of aid to higher edu- 
cation has become fully operative, 
President Harlow H. Curtice said. 
Curtice took note of GM’s aid to 
students in announcing the win- 
ners of 113 four-year college schol- 





Engineering Briefs 


arships under the corporation’s 
National Scholarship Plan. These 
winners, all honor students, will 
join 302 others selected under 
another scholarship program—the 
GM College Plan—at colleges and 
universities where 1,200 GM schol- 
arship holders from the previous 
three years already are preparing 
for their careers. 
* + ® 


GM Foundry Unit Finds 


Conferences Build Sales 


| SAGINAW, Mich.—An aggressive 
approach to the business slump is 
bringing orders for Central Foun- 
dry Division of General Motors. It’s 
Central Foundry Division’s novel 
Casting Design Conference series, 
in which the firm’s executives tell 
both actual and potential customers 
| what's new in materials and tech- 
niques as well as ways to realize 
savings through improved design. 
Conceived only as a customer serv- 


become one of the most creative | 


selling tools in the experience of 


the Division. 
* * * 


No-Fade Red Pigments 


Announced by Du Pont 

WILMINGTON, Del. — Develop- 
ment of a new family of red pig- 
ments with properties which make 
possible for the first time durable 
red shades for automobile finishes 
and other products, has been an- 
nounced by du Pont. 

A new unit has been constructed 
at the Newport, Del., plant for the 
manufacture of the new “Monas- 
tral” red pigments. 


® * * 


J & L Makes Record Heats 


Of Oxygen-Process Steel 

ALIQUIPPA, Pa—Record- 
breaking regular production of 
81-ton heats of steel by the basic 
oxygen process has been an- 
nounced by Jones & Laughlin 
Steel Corp. 

This is the largest size heat 
being produced by any basic oxy- 
gen furnace in the world. The 
larger heats allow more conveni- 
ent handling of the molten steel 
while maintaining the same qual- 
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J & L had been producting 54- 

ton heats. Heat capacity was 

limited by the equipment for 

handling the molten steel rather 

than by the size of the furnaces. 
* * * 


General Tire Air Springs 


Given to 22 Colleges 

AKRON. — General Tire & Rub- 
ber Co. has sent an assembled 
passenger-car air-spring unit to 
each of 22 colleges in 10 states for 
purposes of experimentation and 
study in undergaduate mechanical 
engineering. 

Six schools in Ohio and four in 
Pennsylvania were among those re- 
ceiving the units. Others are in 
Georgia, Kansas, Wisconsin, Massa- 
chusetts, Michigan, Oklahoma, In- 
diana and Texas. 

cd * > 


Kord-Mar Is Acquired 


By Comptometer Corp. 


CHICAGO. — J. J. Clerkin, vice- 
president of Comptometer Corp., 
announced the acquisition of the 
assets of Kord-Mar Co., Wilmette, 
Ill., together with patent rights to 
Kord-Mar’s cutter and crimper. 

The high-speed cutter processes 
used corrugated cartons into multi- 
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storage and shipping packaging 
materials for bulky as well as small, 
fragile products. 

* + * 


New Liquid Gas Plant 


Is Opened by Airco 


BOSTON. — Air Reduction Sales 
Co. has dedicated its new facility 
for the production of liquid oxygen, 
nitrogen and argon at South Acton, 
near Boston. 

The new air separation and 
liquefaction facility, which together 
with related distribution facilities 
cost in the neighborhood of $9 
million, is the first of its kind to 
be built in New England and will 
produce daily 75 tons of the lique- 


fied gases. 
* * aa 


Pressed Metal Institute 
To Meet in Georgia 

SEA ISLAND, Ga.— The annual 
meeting of the Pressed Metal In- 
stitute will be held at the Cloisters 
here Sept. 28-Oct. 2, according to 
Clinton Stryker, president of the 
institute. 

Subjects that will be discussed 
during the business meetings are 
“Business Ratios and Controls,” 
“Pitfalls in Insurance,” “Deprecia- 


size sheets and the crimper con-|tion and Equipment Replacement 


ice program, the conferences have 


ity and 





The bull is no hewer of wood, drawer of 
water, prime mover of plow or cart. His 
sole function is propagation. He is costly 
to feed, often hard to handle and injury 
prone. The 120,000 bulls in this country 
represent a big investment and expense to 
US farmers. 

A two year or older bull is good for forty 
to seventy-five matings a year. However, 
with artificial insemination, a superior bull 
can serve from 15,000 to 40,000 cows a 
year, step up meat and milk production 
And buying a chilled tube of semen by 
mail is easier and cheaper than using a bull. 

If artificial insemination were adopted 
universally, the 60 million cows in this 
country could be adequately served by a 
mere 600 bulls! 

The changing status of the bull today is 
symptomatic of all American agriculture. 

Within a generation, the horse and 
many of the hired men have been replaced 
by tractor, power machinery, and better 
planned farm buildings. The milk can is 
being succeeded by the bulk tank. New 
methods of planting, harvesting, breeding, 
pest and disease control, have increased 
farm production enormously. No industry 
changes so fast, advances so steadily. 

The change has also affected the status 
of US farms. Six out of ten of our farms 
are subsistence or supplemental; afford a 
meager living, or a residence and some aid 
to job or business income. Four out of ten, 


ae 





versatility. Previously, 


just over 2 million, get $9 of every $10 of 
US cash farm income. 

The high 40% includes the country’s 
best farmers, with big investments in land, 
buildings and equipment; volumecropsand 
livestock, good incomes, and incidentally 
SuccessFUL Farminc subscribers. 

The industry change has also affected 
SuccessFuL Farminc — madc it virtually 
indispensable to field crop and livestock 
farmers. SF bridges gaps between theory 
and practice, the laboratory and successful 
application; for more than fifty years has 
helped the best farm families earn more 
and live better 

SF is not merely read, but studied, 
clipped, referred to, by both men and 
women; is an integral part of their lives as 
well as business. And has earned a degree 
of respect and confidence that gives extra 
response to advertising in its issues. 


verts these sheets into protective! Policies” and “Break Even Charts.” 





EAYS, 
The obsolescent bull! 


If you want more sales, put SuccessFuL 
Farminc to work for you. In 1957 SF farm 
subscribers had an estimated average cash 
farm income of $10,870, will be higher 
this year — offers one of today’s choicest 
class markets, available in an economical 
medium package. SF also adds balance 
to national advertising in an important 
market where general media lack impact. 

Call any SF office for details. 





Meredith of Des Moines . . . America’s 
biggest publisher of ideas for today’s living 
and tomorrow’s plans. 


Only six carried more! 


In 1957, among all magazines 


with a million or more circulation 


Successful Farming was seventh 
in editorial lines devoted to 


Home Furnishings & Management. 
Why? Because SF farm families 


are intensely interested 


in new furnishings, kitchens, appliances, 


in better living facilities. 


With estimated average cash farm incomes 
around $10,000 for the past decade, 


they can afford what they want! 
No medium matches SF's influence 
with its market. For more sales, 


for better balanced national advertising, 
use Successful Farming. Investigate! 


Successful Farming ...Des Moines, Néw York, Chicago, Detroit, St. Louis, 
Philadelphia, Cleveland, Minneapolis, Atlanta, San Francisco, Los Angeles. 











G MR. AUTOMOBILE DEALER © 


IS YOUR CASH REGI 


If it is, don’t be alarmed . . . a lot of automobile 


dealers are complaining about the same problem 
... at the same time, however, there are a lot of 
automobile dealers who are selling GOLIATH Cars 
who have the noisiest cash registers in town... 
the reasons these GOLIATH dealers have to put up 
with the noise are understandable and simple... 


the GOLIATH is priced right to sell . . . the car’s 


the GOLIATH 


"1100 


SEDAN 








road performance is superb... (in the recent 500 | Wa 
mile race in Riverside, Calif., GOLIATH finished | Mr. 
first in its class with only one pit stop and even 4 1! 


then the hood was never lifted) ... as for the dealer | Ph« 


who is thinking of taking on an imported car, =e 
Goliath is easy and inexpensive to start with... e 
because there are only 4 models in the entire pas- so 
senger line . . . A Sedan, a Convertible, a Station | iste 






Wagon and the new special sports coupe, the Tiger. 
Mr. Automobile Dealer if you are having trouble 
in your cash register department pick up the *tele- 
phone today and get the details of how you can 
become a Goliath dealer in your territory—there 
are still a few excellent territories where Goliath 

' | is not yet represented and we’re on the lookout 
S| for some live ones who like noise in their cash reg- 


m | ister department. 


YOU, T00, CAN HAVE 

A NOISY CASH REGISTER... 
CONTACT THE GOLIATH 
DISTRIBUTOR NEAREST YOU... 


JOE FISHER, INC. DUNN AUTO CO. 

1313 Burnside, Portland. Ore. 1025 South State, Salt Lake City, Utah 
GOLIATH SALES CORP. KIMNACH GOLIATH AUTO HAUS, INC. 
1047 Broadway Ave., Burlingame, Calif. 815 Poindexter, So. Norfolk. Va. 

GOLIATH SOUTHERN CALIF., INC. COLUMBUS BUICK 

$26 S. Brand Blvd., Glendale, Calif. 32 S. 5th St., Columbus, Ohio 

AARON MOSKO ROUNTREE ENTERPRISES 

3232 S. Broadway, Englewood, Colorado 3215 Southern Ave., Shreveport. La. 

GOLIATH MIDWEST DISTRIBUTORS VON HAMM YOUNG CO. LTD. 

275 Lemay Ferry Rd., St. Louis, Mo. Honolulu 3, Hawaii 


COUNTRY CARS. INC. 
Donges Bay & Port Washington Rd., Thiensville, Wisc. 


G O I t AT IMPORTS 


U. Ss. A. 


| 1047 BROADWAY AVENUE * BURLINGAME, CALIFORNIA - *Telephone Diamond 2-5737 
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Technical Personnel 





Sidney W. Roche has been named | 


production manager of the Buick- 
Oldsmobile-Pontiac assembly divi- 
sion at Arlington, Tex. He had been 
general superintendent of the 
B-O-P plant at South Gate, Calif. 


* * * 


Ford Reassigns Pearson 


H,. J. Pearson, who was man- 
ager of the recently closed Ford 
division assembly plant in Mem- 
phis, has been given responsibili- 
ties for special assignments in 
various Ford division assembly 
plants, 


* * + 


Overhauser Joins Ford 


Dr. Albert W. Overhauser, an in- 
ternationally known physicist, has 
joined the scientific laboratory of 
Ford Motor Co.’s engineering and 
research staff. He will supervise 
the theoretical and solid state 
physics activities. 

+ * = 
Cornell Engineer Wins 


British Automotive Medal 


Leonard Segel, head of the 
automotive section at Cornell 
Aeronautical Laboratory, Inc., 
Buffalo, has been awarded the 


Styling 


Superb visibility for dashboard instruments of the 1958 Dodge is assured 
by attractively designed panels, dials, and lenses of Du Pont Lucire. This 
crystal-clear resin transmits up to 92% of incident light—equal to the 
finest optical glass. And Lucire cannot shatter or splinter. Lucire in colors 
is the ideal material for making brilliant lenses, taillights, warning lights. 

For information on designing with Lucire, write to: E. I. du Pont 
deNemours & Co.(Inc.), Polychemicals Dept.,Rm.3825, Wilmington 98, Del. 


In Canada: Du Pont Company of Canada (1956) Limited, Box 660, Montreal; Quebec. 


R66. y. 5, pat Ort 


Crompton-Lanchester medal for 
1956-57 by the automotive division 
council of the Institution of Me- 
chanical Engineers of England. 

Segal is the first nonresident of 
Great Britain to receive the 
award. He was honored for his 
paper titled “Theoretical Predic- 
tion and Experimental Substanti- 
ation of the Response of the 
Automobile to Steering Control.” 


+ * * 


Mack Appoints Malmberg 


Einar E. S. Malmberg has joined 
Mack Trucks, Inc., as manager of 


the laboratory section of the gear'| 
design department. He formerly | 


was with International Harvester 
Co. as a project engineer and was 


associated with the automotive in-| 


dustry in Sweden for many years. 
* > > 


AC Spark Plug Names 


Smith Executive Engineer 

L. B. Smith has been named 
executive engineer for AC Spark 
Plug division. He succeeds C. G. 
Davey, who retired. 

Formerly chief test engineer, 
Smith has been on special assign- 
ment since February. As executive 


engineer, he is in charge of AC’s 
| automotive test laboratory, model 
shop and department sections for 
| drafting, standards, material speci- 
fications and administrative serv- 
ices. 
= * * 
| Auto-Lite Names Brown 


| District Representative 


| Donald M. Brown has been ap- 

| pointed Wisconsin district repre- 

sentative for the electrical products 

group of Electric Auto-Lite Co., 
ie Toledo. 





Brown first} 
joined Auto-Lite| 
in 1954 as a field| 
engineer. In his 
prior posts with) 
Auto-Lite, he has 
provided special-| 
ized technical 
service to manu- 
facturers in the 
California and 

4 Texas districts. | 
| Donald M. Brown Most recently he| 
| was headquartered at Auto-Lite’s 
| Toledo offices, serving original) 
|} equipment customers on a special- 

ized assignment basis. 
x * * 


Bremer Is Appointed 
Oakite Technical Chief 


| Dr. Clarence Bremer, formerly 
| director of research, has been ap- 
pointed technical director of Oakite 
Products, Inc., manufacturer of in- 





| 
| 








that 





a 
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and Frederick F. Fox, 


|} engine design department 
| tory. 


|\S-P Fills Two Posts 





acrylic resin 


BETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY 


dustrial cleaning and metal treat- 
ing materials. 

He will be responsible for the 
company’s research and product 
development and technical service 
laboratories. A member of the com- 
pany’s board of directors since 1956, 
Dr. Bremer has been with Oakite 
since 1942. 

+ * * 
Socony Appoints Moody 
Chief Automotive Engineer 

Lewis F. Moody jr. has been 
appointed chief automtive en- 
gineer of Socony Mobil Oil Co., 
Inc. He formerly was senior en- 
gineer in the company’s lubricat- 
ing department. 

Moody joined the company in 
1937 as an automotive engineer 
and in 1942 became associate head 
of the automotive laboratory sec- 
tion. In 1944 he was made a staff 
engineer at the company’s head- 
quarters in New York and in 1955 
became senior engineer. 

* * = 


SAE Names Levretich 


Joe Levretich, of Consolidated 
Freightways, Portland, is the new 
chairman of the Oregon section, | 
Society of Automotive Engineers. 
Other officers are Milt Winters, 
Oregon-City of Portland shops, 
vice-chairman; Mel Gordon, Mel} 
Gordon Tire & Battery, secretary; 
Art Donaldson, Donaldson Auto! 
Electric, treasurer, and Prof. W. H. 
Paul, Oregon State College, vice-| 


chairman of student activity. 
« * > 





Mack Trucks Promotes 


3 Executive Engineers 


Winton J. Pelizzoni, formerly 
assistant executive engineer, has 
been appointed executive engineer 
of the Plainfield 
(N. J.) engine de- 
sign department 
in one of three 
promotions an- 
nounced by Mack 
Trucks, Inc. 

Mack also an- 
nounced that) 
John S. Richards, | 
formerly an 
administrative as- 
sistant, has been} 
named assistant} 


| executive engineer in the Allentown | 


(Pa.) vehicle design department, | 
previously 








Vs a¢€ 


W. J. Pelizzoni 4. 8. Richards 
assistant manager, has been ap- 
pointed manager of the Plainfield 
labora- 





In Plant Engineering 


Three new appointments are an- 
nounced by Studebaker-Packard in 
industrial relations and in general 
manufacturing. 

E. G. Morehouse has been named 
manager of plant engineering, suc-| 
ceeding V. C. Uldin, retired. G. M. 
Eddy has been appointed assistant! 
manager of plant engineering, and) 
C. J. McNerney wage and salary 


administrator. 
- * = 


Reynolds Appoints Menking 


Product Development Chief 


Heinz V. Menking has been 
named general director of product} 


development for 


Va. 

Menking for- 
merly was direc- 
tor of the trans- 





portation section 
of the product 
development de- 
partment. He 
succeeds George 
Perkins, who re- 
signed to enter H 
the educational field. 
z a * 
Four Promotions Made 


By Pittsburgh Glass 


Pittsburgh Plate Glass Co. has 
announced a series of promotions 
as a result of the establishment of 


Reynolds Metals 


Co., Richmond, ' 
4 

.™ 
. V. Men 





a new project and plant liaison 
section in its glass division «n- 
gineering department. 

H. W. Gardner, formerly chief 
electrical engineer, has been ap- 
pointed assistant chief engineecr- 
project and plant service manager, 
John A, Berseth succeeds Gardner. 

Clifford H. Swensen has been 
appointed to the newly-created po- 
sition of chief power engineer. 
Robert J. Price has been named 
assistant chief engineer-chief me- 
chanical engineer, and also will 
supervise the design engineering 


and mechanical drafting staffs. 
< + * 


Lyon Metal’s Knuth Heads 


New Product Research 


Harvey G. Knuth has been ap- 
pointed manager of the new prod- 
uct research department of Lyon 
Metal Products, Aurora, Il, 

Lyon said Knuth will handle all 
phases of searching for new prod- 
uct additions and, wherever neces- 
sary to diversify and acquire new 
products, the possible acquisition 
of new companies. 

° * + 


8 Engineers, Scientists Cited 


| By Testing Materials Society 


Eight engineers and scientists 
received awards and medals at the 
6ist annual meeting of the Ameri- 
can Society for Testing Materials 
in Boston. They are: 

John E. Dorn, Thomas A. Trozera 
and Oleg D. Sherby —Charles B. 
Dudley Medal; A. F. Robertson, 


| Daniel Gross and Joseph J. Loftus 


Richard L. 
G. Renshaw 


Templin Award; W. 
and R. A. Lula—Sam 


| Tour Award. 


Chrysler Nanas 5 
To Traffic Staff 


Five key assignments to Chrysler 
Corp.’s production programming 
and traffic staff have been an- 
nounced by Walter C. Childs, staff 
director. They are: 

John J. DiCicco, pre-production 
planning and analysis director; 
Paul G. Fritsching jr., traffic direc- 
tor; Richard J. Gleason, adminis- 
trative assistant to production pro- 
gramming and traffic director; 
Lester O. Houghton, vehicle pro- 
gramming and reports director; 
and William J. Jones, production 
control director. 

o > > 


GE Promotes McSwine 
Thomas L. McSwine has been 


appointed Atlantic district sales 


representative of metallurgical 
products department of General 
Electric Co., Detroit. 
> . > 
Vickers Ups Trail 

Al Trail, who has headed the 
Rochester (N. Y.) office of Vickers, 
Inc., for two years, has been pro- 
moted to Cleveland district sales 
manager. He replaces Arthur Van 
Wormer, who is being transferred 
to head the Detroit sales office. 


‘Developed for 
‘Canadian Army 


HAMILTON, Ont.—Canadian 
technicians have produced what 
they call the world’s first plastic 
vehicle wheel of any appreciable 
size. 

More than 200 delegates to the 
16th annual conference of the 
Society of the Plastic Industry 
(Canada, Inc.) heard two speakers 


|explain the background to what 


one expert called “an exciting dis- 
covery.” 

The wheel weighs 80 pounds (two 
halves weight 40 pounds each), 
takes 3,000 pounds radial thrust 
and 3,000 pounds avial thrust, and 
has an overall diameter of 23 
inches, Unlike metal wheels, it was 
said, the plastic wheel will offer 
great resistance to extremely low 
temperatures such as are en- 
countered in the Arctic. 

Other advantages claimed for the 
wheel, which was designed for use 
on an Army tracked vehicle, are: 

Reduced weight results in a better 
payload, better vehicle performance 
cross-country, and a lower un- 
sprung weight. 

It is easier and cheaper to make. 

Full testing of the wheel has not 
yet been completed, but tests to 
date have proved satisfactory, it 
was reported. 





<i 


MR. CARL E. FRIBLEY... past President of National Automobile Dealers’ Association ...is President of The Benedict~Corporation, Norwich, New York 


“Nothing sells people like people! If the right person gets fired 
up over your new Cars, he’s going to fire up the people around him. That’s 
why I’m for Saturday Evening Post advertising, even more than ever now, 
when cars are harder to sell. The Post seems to reach the live wires—the 
ones who infect others with their enthusiasm and influence their choice. 
Sell these Post readers and you'll find their friends and neighbors in your 
showroom...and more of your cars on the road!” 


Each General Motors ad is exposed to the readers 


of the Post more than 29,000,000 times per issue. ‘as 


The Saturday Evening 


| it Oe M Sells the POST WP INFLUENTIALSthéy tell the others! 


& CURTIS MAGAZING 
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Sales Conditions in Various Areas 





Auto Market Reports 


Des Moines 


Polk County (Des Moines) new- 
ear sales for July were only one 
unit less than in July, 1957, but the 
total for the first seven months was 
718 cars—or 14.8 percent behind the 
first seven months of 1957, when 
total sales were 6,643. 


New-car registration figures of 
County Treasurer Vincent L. 
Browner show Chevrolet continued 
to advance its 1958 sales gains over 
Ford and Plymouth. Chevrolet sales 
of 284 cars during July were 25 
cars ahead of July, 1957, and put 
total sales for the first seven 
months of 1958 at 1,809 cars, or 
86 cars ahead of its 1957 sales pace. 

Ford’s sales during July were 
113, or 137 cars below July, 1957. 
This put the Ford total for the 
first seven months at 1,052, com- 
pared with 1,372 during the first 
seven months of 1957. 

Plymiouth sales for July totalled 
only 68 cars and gave Plymouth | 
total sales of 389 for the first seven) 
months of this year, compared with | 
747 during the first seven months) 
of 1957. 

Foreign-auto sales running 126 
cars ahead of their 1957 pace, total- 
led 39, compared with 16 in July,| 
1957. 

A comparable American-made) 
car, the Rambler, had 47 sales, 
compared with 11 for July, 1957.) 
Total Rambler sales of 216 cars for! 
the first seven months of 1958 were 
125 percent ahead of Rambler's 
sales for the first seven months of 
1957.—(Fred M. Lazell.) 

7 « * 


Missouri 

In spite of heavy rains and sev- 
eral devastating floods the business 
Picture is bright in Missouri, ac- 
cording to reports of the first six 
months of 1958 in which there was) 
no hint of a recession. 

Tax collections reflect business 
pretty accurately and the State 

ue Department has an- 
nounced that sales and revenue tax 
collections would be much larger 
than anticipated. J. E. Taylor, di- 
rector of the division of employ- 
ment security, reported that 12,200 | 
more went to work at non-farm’) 
jobs than in the previous month. | 

Industrial expansion and acquisi- | 
tion of new industries in the state | 
for. the first six months exceeded | 
the same period last year. 

Savings deposits in banks were 
increasing at a steady rate. De-| 
partment store sales were generally 
up a small percent as compared 
with last year. 

Business is good in Missouri.— | 
(L. H. Houck.) 


liemeaiis 
Franchised new-car dealers in 
Marion County (Indianapolis) reg- 
istered 1,903 new cars in July to 
bring the seven-month total to 14,- 
209. A year ago, the count was 2,199 





| Benz, 5; Edsel, 


for July and 16,626 for the seven 
months, 

By makes, July registrations 
were: Chevrolet, 481; Ford, 434; 
Plymouth, 231; Oldsmobile, 147; 
Buick, 95; Pontiac, 84; Rambler, 
81; Dodge, 53; Cadillac, 48; Mer- 
cury, 37; Volkswagen, 26; Edsel, 
25; English Ford, 23; Chrysler, 
21; Studebaker, 15; Hillman, 13; 
DeSoto, 12; Jaguar, 9; MG, 9; 
Lincoln, 8; Volvo, 8; Triumph, 7; 
Renault, 6; Imperial, 5; Simca, 5; 
Metropolitan, 3; Packard, 1, and 
miscellaneous, 16. 

New-truck registrations were 251 
for July and 1,409 for the seven 
months, compared with 202 and 
1,606 a year ago. 

By makes, July registrations 
were: Chevrolet, 176; Ford, 36; In- 
ternational. 11; Dodge, 8; GMC, 6; 
Willys, 6; White, 3; Volkswagen, 2; 
Autocar, 1, and miscellaneous, 2.—| 
(C. L. Kern.) 


San Antonio 


Registration of motor vehicles in| 


San Antonio and Bexar County for 
July totalled 1,614, a gain of ap- 
proximately 8 percent over the 1,- 
461 recorded in the previous month. 

Of this total, 1,425 were new cars 
and 189 were commercial vehicles. 
A month earlier, the count was 1,- 
294 cars and 167 commercials. 

In the new-car field, Chevrolet led 
again, with 470 to 382 for Ford. 
Buick was third with 83. 

Other registrations were: Pon- 
tiac, 81; Plymouth, 72; Oldsmo- 
bile, 61; Dodge, 60; Mercury, 51; 
Rambler, 31; Cadillac, 21; Chry- 
sler, 20; MG, 18; Imperial, 9; 
DeSoto, 8; Renault, 8; Simca, 8; 
Vauxhall, 6; Morris, 5; Willys, 5; 
Edsel, 4; Metropolitan, 4; Con- 
tinental, 1; Studebaker, 1, and 
miscellaneous, 16. There were no 
Volkswagens reported registered. 

New-truck registrations were: 

Chevrolet, 70; International, 36; 
Ford, 30; GMC, 17; Dodge, 14; 
Mack, 10; Willys, 6; Diamond T, 3; 
White, 2, and English Ford, 1— 
(J, H. Reed.) 

> 


Dallas 


July registrations in Dallas num- 
bered 2,635 new cars and 375 new 
trucks, compared with 2,551 cars 
and 449 trucks a month earlier. 

Car registrations by makes were: 


| Chevrolet, 887; Ford, 560; Oldsmo- | 


bile, 249; Plymouth, 194; Buick, 
157; Pontiac, 109; Cadillac, 79; 
Rambler, 59; Dodge, 53; Renault, 
43; Volkswagen, 32; Mercury, 28; 


Chrysler, 27; DeSoto, 24; Metropol-| 


itan, 15; Studebaker, 14; Lincoln, 
13; English Ford, 11; MG, 10; Peu- 


| geot, 10; Packard, 8; Simca, 8; Im- 


perial, 7; Vauxhall, 6; Mercedes- 
2, and miscellan- 
eous, 25. 

New-truck registrations were: 
Chevrolet, 190; Ford, 67; Interna- 
tional, 48; Volkswagen, 16; GMC. 
13; Mack, 13; Dodge, 11; White, 9; 


Peterbilt, 4; Diamond T, 3, and 
miscellaneous, 1 (Ruby Fenoglio. ) 


Pittsburgh 

New-car registrations in the 
Pittsburgh area “were down ap- 
preciably” in the week ended Aug. 
9, according to the Bureau of Bus- 
iness Research of the University 
of Pittsburgh. 

The bureau’s seasonally adjusted 
index of general business activity 
stood at 89.0 percent of the 1947-49 
average during the week. It had 
been 90.6 a month earlier and 94.5 
in the same week in June, 

Steel mills were operating at 
50 percent of practical capacity 
during the week. 

According to the Pittsburgh Auto- 
mobile Dealers’ Assn., registrations 
of new cars in May totalled 1,634. 

By makes, registrations were: 
| Chevrolet, 513; Ford, 299; Plym- 
| outh, 186; Oldsmobile, 139; Buick, 
78; Pontiac, 73; Dodge, 55; Cadillac, 
| 54; Mercury, 54; Rambler, 48; 
| Chrysler, 35; DeSoto, 19; Stude- 
baker, 14; Edsel, 9; Lincoln, 7; Con- 
tinental, 3; Packard, 1, and mis- 
cellaneous, 47—(Leon M. Leffing- 
well.) 

* > > 
Houston 

A total of 2,989 new cars and 556 
new trucks were sold in the Hous- 
ton area during July, compared 
with 2,950 cars and 522 trucks a 
month earlier. 

Chevrolet increased 


its domi- 


nance of the Houston market with 


1,009 sales, to 631 for Ford. 

Other registrations were: Olds- 
mobile, 251; Buick, 217; Plym- 
outh, 187; Pontiac, 115; Cadillac, 
84; Mercury, 64; Rambler, 64; 
Dodge, 57; Chrysler, 34; Renault, 
32; DeSoto, 27; Studebaker, 24; 
MG, 21; Volkswagen, 21; Tri- 


umph, 19; Metropolitan, 14; Vol- | 


vo, 12; Lincoln, 9; English Ford, 
8; Willys, 8; Imperial, 6; DKW, 
5; Jaguar, 5; Packard, 1, and 
miscellaneous, 27. 

New-truck registrations were: 


Chevrolet, 218; Ford, 151; Interna-| 


tional, 90; White, 24; GMC, 20; 


Mack, 16; Volkswagen, 11; Dodge, | 


10; International bus, 6; Stude- 
baker, 3; Willys, 2; Reo, 2; Auto- 
car, 1; English Ford, 1, and Ford 
bus, 1—(Ruby Fenoglio.) 


Replacement Tires 


At Eight-Year Peak 


NEW YORK.—Replacement car| 


tire shipments amounted to 6,387,- 

446 units in June, an increase of | 
14.2 percent over the 5,593,369 units | 
shipped during May. The June 
amount was the highest since July, 
1950, when 6,865,115 tires were 
shipped, according to the Rubber 
Manufacturers Assn. 


Total manufacturers’ shipments 
of passenger car tires during June 
amounted to 8,117,358 units, an in- 
crease of 7.89 percent over the 7,- 
523,454 tires that were shipped in 
| May. Inventories in the hands of 
manufacturers at the end of June 
amounted to 17,464,550, a decrease 
of 437 percent below the May 
stocks of 18,262,601 tires. 





People Like It 


Change > sa a Popular, 


Manufacturer Finds 


DAYTON, O.—Customer satisfac- 
tion with the service is proving to 
be the No. 1 advantage of auto- 
|matic change computation, a fea- 
|ture of new cash registers. 

This conclusion was reached by 
National Cash Register Co., as the 
company revealed that 37,500 cash 
| registers equipped for “change 
computation” have been bought by 
retailers throughout the country. 

An independent survey of stores, 
cashiers, and customers by Opinion 
|Research Corp. Princeton, N. J., 
found that “the change computer 
can well be an important factor in 
helping store managements create 
an even greater feeling of customer 
|confidence in their store.” 

The survey found that checkers 
| themselves favor the change com- 
puter and are convinced that cus- 
tomers favor it over the conven- 
|tional type of register. 
| The manufacturer said extensive 
|market research studies made be- 
| fore release of the change-comput- 
|ing machine four years ago showed 
that retailers expected automatic 
change computation to produce two 
primary advantages: 

First, by eliminating mental arith- 
metic, accuracy at the cashier's 
stand would be improved. 

Second, by performing all compu- 
tations mechanically, customers 
would be served faster. 

Reports from retailers across the 
country, the NCR people say, show 
that both anticipated advantages 
have been achieved. The same re- 
tailers say that an intangible bene- 
fit—customer satisfaction—has been 
realized. 





New Commercial Car Registrations, 
14 States for July, 1958-1957 
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"The information contained in this report has been compiled from official ae documents. Every reasonable precaution has been 


|R. L. Polk & Co. cannot assume any liability 


by reason of inaccuracies or omissions.""—R. 


*} oa to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


L. Polk & Co. 


New ee Car Registrations, 11 States for July, 1958-1957 
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“The information contained in this report has been compiled from official state documents. Every samenntie 
to insure accuracy of this report to the extent of the 


precaution has been exercised 


registrations received and 


tabulated at the time 
inaccuracies or omissions." 


The 1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 
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able Hardtop, $2,185* (ps); (8) station 
wagon, $2,010* (ps), $1,905* (ps); 
Fairlane (8) conv., $1,850* (ps), 

670, $1,540*; Hardtop, $1,635* (ps), 
$1, 625°; Ranch Wagon, $1,685, $1,385; 
Custom’ (8) 2-dr., $1,375° (ps), $1,190. 

56 Custom station’ wagon, $1,355* (ps); 

$1,350° (ps); 2-dr., $675. 

°55 Fairlane Country sedan, $1,155* (ps); 

4-dr., $1,040*, $1,025* (ps), $870*; 
Custom (8) 2-dr., $695; Main (8) 4 
$680. 

BS ‘Vain (8) 2-dr., $425. 
IMPERIAL—’57 conv., $3,215* (ps). 
LINCOLN — '57 Premiere 4-dr., $2,960* 

(ps). 

"49 coupe, $125. 

MERCURY — '56 Monterey Hardtop, $1,- 
140*; Custom (8) 4-dr., $1,025*. 
’55 Monterey Hardtop, $1,075*. 
OLDSMOBILE—’57 (88) Holiday, $1,950* 
(ps), $1,840*. 
"56 (88) 4-dr., $1,300°*. 
‘55 (88) Super 4-dr., $1,260* (ps), $985°; 
(88) Holiday, $1,235*. 

*54 (88) Super Holiday, $960*; (98) 4- 

dr., $840° (ps). 

’53 (88) Super 2-dr., $400*. 

"52 (98) Holiday, $295*; (88) 4-dr., 


Average Prices of Used Cars Sold at Auction 


etait by Automotive News from Auction Reports.) 








# 
$275. 
56 7 "66 °S7 "57 58 "57 7°58 i ee) "57 °S8 "57 °58 "57 7°58 i PLYMOUTH — '57 Custom (8) station 
Aug. . Oct. 3 . Feb. March Apr. May June July Aug. wagon, $1,625; 4-dr. sedan, $1,300*. 
to Date "56 Belvedere (8) 2-dr., $925*. 
Prices of 57a added and '49s dropped in November, 1956, Prices of '58s added and '50s dropped in December, 1957. PONTIAC—’58 Bonneville Hardtop, $3,250*° 
Figures alongside bars represent dollars. (Copyright, 1958, by Automotive News) 19 Gaietiain Ste 91,418" 





"53 4-dr., $165°. 
"52 4-dr., $195. 








drive, and (ps) indicates power 165; Custom (8) 2-dr., $900*. BUICK—’57 Super Riviera, $2,140* (ps). Pea 
Market Trend steorin P P 55 Custom (8) 4-dr., $770; Fairlane (8)| °55 Special 4-dr., $1,090* (ps). Tee 52 station wagon, $195. 
. g. ta 4-dr., $630. 50 Super Riviera, $100*. — cae one oe. 
overall average price 0 ’54 Custom (8) sedan, $490°, $455. ADILLAC—’58 (62) 4-dr., $4,850* ), es 
oa at wholesale suc- EBENSBURG, PA "58 Crest (8), Vietoria, $410, $250. | AME SGe cps), $4,750" (Da) | Cue grays, oe Chevrolet Yh-tom 
used cars sold at who ie ic 9 Y 52 Main (8) 2-dr., $285; Main (6) sedan,| -+5¢ (g2) 4-dr., $2,600* (ps), $2,545° (ps). oF Dean #. , pick 
tion declined $1 last week to $942, Ebensburg Auto Auction. Sale every $255; Ranch Wagon, $300°. '55 (62) coupe, $1,835* (ps) 48 Willys on ase — 
sien & hutemetive New! |e ee ie ee eS Se ee ee, ee "54 (62) 4-dr., $1,380* (ps). vs ep, Coe 
according Clean cars bringing retail, Sold 66 cars | MERCURY—'52 Monterey Hardtop, $320. |CHEVROLET—'ss Impala (8) conv.. $2,- OMAHA 
index. ouack po pang ac "51 2-dr., $115. 490° (ps); 2-dr., $2,450* (ps), $2,400° 
K—'55 Century era, ° - "49 4-dr., $105. (ps); Brookwood (8) station wagon, ich Abe very 
Losses amounted to $29 on ’58s, 54 Century Riviera, $755*. OLDSMOBILE—'56 (88) 2-dr., $1,010*. $2,205; Delray (6) 4-dr., $1,900. Ghai. Sie one ~~ <n of me 14. 
$15 on ’Sls, $11 on 52s and $1 '53 RM 4-dr., $455° (ps). "52 (98) 4-dr., $295* (ps). 57 Bel Air (6) conv., $1,715; Bel Air (8) | Market very active. ; 
‘ '52 Special 4-dr., $125*; RM 2-dr., $110°. | PLYMOUTH—’56 Savoy (6) 4-dr., $800. 4-dr., $1,700*; Two-ten (8) 4-dr., $1,-| BUIOK—’56 Special sedan, $1,035*. 
on °53s. Gains were recorded at | caDILLAC—'58 (62) Hardtop, $4,250°| ‘55 Plaza (8) 2-dr., $590. 480, $1,255; One-fifty (6) 2-dr., $1,145. 54 Century 4-dr.. $745*, $670° 
$19 on ‘57s, $12 on ‘54s, $10 on (ps). '53 Cranbrook 4-dr., $260; 2-dr. station| ‘56 Bel Air (8) Hardtop, $1,375, $1,180*, 53 2-dr. $235°. ” ; : 
: , "ST (62) coupe, $3,305* (ps). wagon, $505. | $1,160, $1,100*; Two-ten 2-dr., $1,245*, | CADILLAC—'56 (62) coupe de Ville, $2,- 
56s and $1 on "55s. CanvEstae— es Bel Air (6) Hardtop, ’52 Cranbrook sedan, $100; Cambridge | $1,045, $1,040, $980, $940, $900°. 415* (ps). , 
. 2-dr., $120. ’55 Two-ten station wagon, $1,200; 4- ° . 
At a group of representative "oS Bet Air (8) oumw.. $1,200) OS - "51 4-dr., $125. dr., $885, $845°; Bel Air (8) Hardtop, | “a” ——, oe OSS 
eek, the ave * (ps); o-ten (8) 2-dr., ; | PONTIAC—’56 Chieftain 2-dr., $850*. $1,180*, $1,000*; One-fifty 2-dr., $550. "54 (62) 4-dr., $1,640* (ps). 
auctions last week, —— One-fifty (6) 2-dr., $620. "53 Chieftain 4-dr., $295*. '54 Two-ten 4-dr., $420. | CHEVROLET _-'5s Impala (8) Hardtop 
consignment was 253.8 units, com- ’54 Bel Air Hardtop, $610. 52 Chieftain 4-dr.. $165*: 2- -dr., $195°; | Cranes — 55 NY St, Regis, $1,205° | $2,325* (ps); Biscayne (8) 4-dr., $1,- 
pared with 287.8 the previous 53 Two-ten (6) 4-dr., $430; Bel Air (6) Hardtop, $290°. (ps 885; Biscayne (6) 2-dr., $1,765. 
ouie, Ghee cals satle wes G28 ae [es gne a ae station wagon, $1,250. [Desoro— 57 Firesweep Hardtop, $1,785* "57 Bel Air 4-dr. station wagon, $1,850° ; 
° ’ -dr., ; coupe, e 7 -dr., 5. (ps) Hardtop, $1,850° (ps); sport . 
percent, compared with 73.5 per- *61 2-dr., $170. | MISCELLANEOUS—’S4 Ford %-ton pickup, wea 57 Coronet (8) 2-dr., $2,000*, $1,- $1,725°*; 4-dr., $1,695° (ps) sie 
50 2-dr., $175°. | $535. 925*, $1,575*, $1,565°. $1,595*: Two-ten (8) station wagon, 
cent a week earlier. popar—'és Guan + -dr., $900°. '46 Chevrolet %-ton pickup, $210. | 56 Coronet (8) Hardtop, $1,165*. | $1,800: sedan, $1,545*, $1,330. 
. . . ’ ‘oronet r | ‘52 4-dr., $150. | °S6 Bel Air (8) 4-dr., *; Two- 
Prices marked with an asterisk | rorD—'57 Fairlane (8) 500 Hardtop, $1,- LITTLETON. COLO. | FORD— 58 Thunderbird, $3,620*; Ranch | (8) sedan, $1.208°, Si'see": Twe-ten 
indicate a unit equipped with an 700*; Custom (8) 300 4-dr., $1,345*; | Wagon, $2,040; Fairlane (8) 500 4-dr., | (6) 4-dr., $1,040, $1,005. 
7 7 Fairlane (8) Hardtop, $1,455* (ps). | Colorado Auto Auction, Inc. Sale every $1,835. | °S5 Bel Air (8) 4-dr., $1,060°, $1,0655*°; 
automatic transmission or over- "56 Fairlane (8) Hardtop, $1,170*, $1,- | Monday. Prices are for sale of Aug. 11. | °S7 Thunderbird, $2,550* (ps); Retract- | (Continued on Page 36, Col. 2) ? 






















































































COLORADO NEW YORK PENNSYLVANIA 
COLORADO AUTO AUCTION 
MUMEVEN, CORE. ons Cony Thruway Auto Auction, Inc. MANHEIM 
Sale Every Monday—11:00 am. AUTO AUCTION tf WRPPIPEEE Route 188 Buffalo, New York AUTO AUCTION, INC. 
Owners: Franci Cassell—Carroll Kopfer 
vinone ecitens s SUnset 1-782) and Nev "a EVERY TUESDAY Manheim, Penn. 
Colorado © Auction Insured Checks — Insured Titles On Route No. 72 
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75 So. _—  — oa Colo. INSURED as and TITLES DEALERS EXCHAN GE Center of Empire State. Check an NATION'S LARGEST AUCTION 
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We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 
Agency | NORTH CAROLINA TENNESSEE 
GRAND RAPIDS AUCTIONS, INC. BR 
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of continuous operation. Phone: ARdmore 6-4720 Huntsville, Ala.—Friday 
Sale every Wednesday - 11:00 A.M wy : 100% Insured—No Registration Fee 
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. . car sale average 
MISSOURI st: tea ab Gee eee Automobile Auction WASHINGTON 
FLORIDA SPORTS ARENA saunas GGamuan Aan Seen 
SOUTH SEATTLE UCTION 
DAYTONA BEACH — Florida Auto ST. LOUIS AUTO TOLEDO, OHIO 10044 E. Marginal Way Seattle 08, Wash. 
Auction. City Airport. Tues, 11| AUCTION BARN, INC. . Every TUESDAY 12:00 NOON Phone PArkway 5-640 
A.M. Dealer-owned. Dealers only. : NEW YORK CITY'S SALE EVERY WED. 11 A.M. 
3807 Easton Ave. . s “WE HAVE BUYERS!" ” 
MASSACHUSETTS St. Louis, Mo. Shytine Aulo “Take Home Guaranteed Auction Check” 
MONTPELIER AUTO AUCTION CO.! ‘hii jonesce Geb Metanhey 
The East Coast's Leading 
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TANGLEWOOD Chas ton, So tur Hat Yate ta 
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Dyer, Indiana's Round Man, George Lawson, _ 


5 Miles South of Pittsfield: 


Auctioneer: Arnie Johanson 























AUTOMOTIVE NEWS, AUGUST 25, 1958 


Roundup from State Capitals... 
Legislation Affecting Auto Industry 


By Bethune Jones 
Legislative Correspondent 
— and revised state laws affecting the regulation of 
installment-sales financing and small-loan operations 
will be widely proposed next year when the Legislatures of 
45 states convene in regular session. 
States in which installment-sales legislation may be intro- 


duced include Arizona, Cali- 
fornia, Massachusetts, Ne- 


braska, New York, North 
Dakota and Rhode Island. 

Among the states in which small- 
loan proposals may be advanced 
are Alabama, Maine, North Dakota, 
Oklahoma, Rhode Island, Tennes- 
see and Texas. 

During 1958, when fewer Legis- 
latures convened, new or more 
stringent installment-sales regula- 
tions were adopted in Kansas, Mis- 
sissippi and New York, but re- 
jected in several other states. New 


Assn. of Discount Companies, pro- 
posed auto-financing rate limits 
ranging from $8 per $100 a year for 
new cars to $16 per $100 a year for 
ears three and four years old. 

The Nebraska Retail Mer- 
chants Assn. asked that the 
“service charge” not exceed $7.50 
or 9 percent a year computed 
from a date of contract to the 
time the contract is terminated. 
As to revolving credit, the mer- 
chants asked for a service charge 
of 1% percent monthly on the 
unpaid balance. 


lawmakers neared the end of the 
session. Similar legislation probably 
will be revived next year. 

The 1958 measure would impose 
a ceiling of 8 percent on each 
$100 for new cars; 10 percent for 
each $100 in two-year-old cars, 
and 13 to 15 percent for cars four 
years or older. 

Although New York has been a 
leader in the enactment of legisla- 
tion regulating installment sales, 
proposals for further regulation are 
expected when the 1959 legislative 
session starts. The form of such 
proposals has not yet been indi- 
cated. 


Legislature included a limit on 
charges for insurance sold in con- 
nection with auto-installment sales. 
|Also enacted was a bill limiting 
certain charges in so-called revolv- 
ing credit plans offered by some 
retailers. 


Sere anstan tal Arizona’s Legislature again may i) 
Mississippi. |receive a proposal that the State| §yya/]-Loan Law Eyed in N. D. | 


| superintendent of banking, license) 

The State Leg™ | and regulate establishments finan- | 
islative Council, | ing installment purchases. Such a| 
an interim re-| neasure, unsuccessfully introduced | 


Dakota State Legislative Re- 
search Committee will recommend 


SUBCOMMITTEE of the North | 





search agency, is 
expected to sub- 
mit to the 1959 


ture a bill to 
limit amounts 
auto dealers and) 
other retailers| 
can charge credit customers. 
Nebraska time sales now are 
not subject to regulation by the 
State Banking Department. How- 
ever, the State Supreme Court 
has ruled in effect that a loan 
cannot be disguised as a time 
sale to circumvent interest lim- 
> > > | 
Auto-Rate Limits Proposed 


AX A. DENNEY, executive 
vice-president of the Nebraska 








in the 1958 session, would require 
full disclosure of all material facts 
on the face of time-purchase con- 


finance charges. 

Possibility that new California 
laws may be sought to regulate in- 
stallment credit was indicated 
when the Assembly's interim com- 
mittee on finance and insurance de- 
cided last year to start a study of 


the matter. 


> 
Mass. Bill Due for Revival 
A BILL to regulate auto-sales 
financing was introduced in the 
1958 Massachusetts Legislature with 


|the support of State Bank Com- 
|missioner Edward Counihan III, | proposals to license and regulate 


but had not been approved as the 





a new small-loan regulatory law, 
| according ‘to its chairman, Rep. 
K. A. Fitch. He declared, however, 


Nebraska Legisla-|tracts and would set a ceiling on| that the matter of fixing maximum 


jinterest rates and charges would 
|require further study before rec- 
ommendations on them could be 
| made. 

The subcommittee also is study- 
proposals on the desirability of 
amending the State’s installment- 
loan regulatory act and the advis- 
ability of regulating revolving 
charge accounts. 

An increase in the $300 ceiling on 
| Oklahoma small loans is expected 
|to be proposed in 1959. 

Likely to be revived in Rhode 
Island are previously unsuccessful 





| 


|installment selling and financing 








.|court actions to stop loan firms 
Measures enacted by the 1958 


| firms. 


of motor vehicles; to raise the ceil- 
ing on small loans, and to revise 
small-loan interest rates. 

Proposals for new small-loan reg- 
ulatory legislation are being stud- 
ied by a Tennessee State Legislative 
Council subcommittee, but it has 
not been indicated what recom- 


mendations will be submitted. 
= x * 


Texas Readies Loan Bill 


A TEXAS State Legislative Coun- 
cil subcommittee has been 
studying small-loan regulatory pro- 
posals preparatory to drafting rec- 
ommendations for submission to 
the 1959 Legislature. 

Alabama’s next governor, John 
Patterson, is expected to seek 
stringent small-loan regulatory 
laws—unless such measures are 
enacted at an anticipated special 
legislative session later this year. | 

While serving as attorney gen- 
eral, Patterson instituted several 


from charging more than the 
State’s present maximum legal in- 
terest rate of 8 percent. 

A subcommittee of the Maine 
Legislative Research Committee has 
been studying proposals for more 
stringent regulation of small-loan 


The Legislature last year rejected 
a bill that would have reduced! 
maximum small-loan interest and 
which representatives of lending 
agencies protested would have put | 





— 


ited to $12 per $100 a year on in- 
stallment purchases up to $300; $9 
per $100 on amounts from $300 to 
$1,000; and $8 per $100 for amounts 
over $1,000. Other sections of the 
new law provide for licensing and 
inspection fees for installment- 
purchase businesses and loan firms, 

The act further requires that 
each installment contract must 
specify the cash-sale price, amount 
of buyer’s down payment, the dif- 
ference to be paid in installments, 
the amount of separate charges for 
such things as insurance and the 
extent of its coverage, the amount 
of official fees, the principal bal- 
ance, the finance charge, and the 
total amount of the time balance 
and each installment. 

* * * 


Insurance Covered 

HERE insurance is included, 

the act requires that deals con- 
cerning it must be shown in the 
contract and that no life insurance 
may exceed the amount of the un- 
paid balance. Enactment of the 
law was sought by the Kansas In- 
stallment Sales Council, a group 
formed by auto, implement and 
appliance dealers. 

Failing of enactment in the 
1958 Louisiana Legislature was a 
bill to tighten methods of com- 
puting interest and carrying 
charges on installment purchases. 
Effect of the measure would have 
been to limit finance changes to 


them out of business. Small-loan| § percent. 


interest rates now range from 1% | 


A motor vehicle sales-finance act 


to 3 percent a month on unpaid| was enacted by the 1958 State Leg- 


balances. 


= = * 


Kansas Adopts Curbs 


ie ONE of this year’s major de- 
velopments in consumer-credit 
legislation, a special session of the 
Kansas Legislature enacted an in-| 
stallment-purchase act to regulate | 
installment selling and financing of 
autos, appliances and other items. 

New-car installment charge al- 
lowances are set at $7 per $100 
@ year, used-car rates in the first 
year at $10 per $100, and other 
used-car installment rates limited 
to $13 per $100. 

Carrying charges on merchandise 
other than motor vehicles are lim- 


How Car Makers Fared on Percentage of Industry in Various States in 1st-Half Sales, 58 


| 
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|islature. It limits interest charges 


to $7 per $100 on new cars; $10 


|per $100 on cars up to two years 


old; $14 per $100 up to four years 


}old, and $15 per $100 for used cars 
|more than five years old. 


The act further specifies what 
must be listed in sales contracts 


jand calls for interest refunds if 
|debts are paid before maturity. 
| All firms and their branches en- 
| gaging in auto-sales financing are 


required to obtain licenses at a 
$200 fee from the State bank comp- 
troller, who will administer the act. 
Also effective in Mississippi is a 
new small-loan brokers and lend- 
ers act. It limits to 2% percent per 
month the interest and brokerage 
fee on loans up to $99. For loans 
above that amount, the overall 
charge is limited to 2 percent per 
month. The interest rate on loans 
made without use of a broker or 
intermediary is limited to 6 per- 
cent per year. 
aa 


Teen-Agers Face 


Vehicle Crackdown 


Teen-age operators of motor ve- 


|hicles are facing crackdowns in 


both Missouri and Illinois. 

In Missouri, the age limit for 
drivers of autos will be raised from 
16 to 18, if a measure proposed by 
Gov. James T. Blair is passed by 


'12.32| the 1959 Legislature. 


Blair made the proposal in a talk 
before the newly organized Citi- 
zens Safety and Traffic Committees 
of Missouri, Inc. He said he would 
ask for a stronger driver’s license 
law. 

In Illinois, the activities of 14- 
year-old operators of scooters, 
light motorcycles and powered soap- 
box racers may be sharply cur- 
tailed when the Legislature meets 
in January. 


8.07| The law permitting 14-year-olds 


to operate such vehicles was passed 
in 1957. There have been so many 


3.24| complaints, said Charles F. Carpen- 

3.54| tier, secretary of state, that revision 

5.81|0f the law is certain to be No. 1 

3.62|0n the January legislative agenda. 
* * 7 


2.23| Indiana Vehicle Bill Aimed 


At Property-Tax Dodgers 
A bill requiring Indiana’s two 


3.63| million motor-vehicle owners to 
2.46| pay property tax on their passenger 
3.94| cars and trucks at the same time 
4.29| they buy license plates will be in- 
4.70| troduced before the 1959 General 
4.69 | Assembly. 

9.56 Designed to catch up with an 
6.49 | estimated 500,000 mobile tax dodg- 
2.21| ers and to hike counties’ income at 
3.58 | least $7 million annually, the mea- 
4.49 | Sure will be sponsored by the infiu- 
9.16| ential commission on state tax and 


1.05 3.25 Hawkins Motor Co., Russell, 
1.06] 5.52| Kans., has been named a Borgward 
9.91| dealer. George W. Hawkins owns 



















° THE SALES FIGURES PROVE IT! 


: Only One 1958 Car Is In Greater 
:| Demand Than Ever Before... 


| RAMBLER 


(Sales Up A Smashing 75%) 


DO YOU SELL A CAR THAT’S 
BREAKING SALES RECORDS EVERY MONTH? 
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: RAMBLER DEALERS 















© Rambler Sales are at an All-Time i» @  CanSell a Car for as Little as 
- High ...75% Over Last Year \e 
- © Rambler Dealers Sell the Acknowl- 
is edged Economy Leader—Today’s 
y Greatest Sales Appeal 
3 © Rambler Dealers Sell the Cars that 
have Top Resale Value 
a ; LZ Have the Product for the | At Toe F 
n Fs . American Motors Sales Corporation 
: | imnaabe GG MOOT CTR a EME | Detroit 32, Michigan 
ne 3 Gentlemen: Will you please provide me with more complete informa- 


a7 





Rambler Franchises Also Available In Canada and Important export markets. 
In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto 
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Buy Direct and Save 
on Car Lot Displays 


Delray, $990, $975*, $910; 2-dr., $925. 
CHRYSLE ’52 Saratoga coupe, $125*. 
DODGE—’58 Coronet (8) 4-dr., $1,900*. 

’56 Coronet Hardtop, $1,100*, $840*. 
'653 4-dr., $290*. 
FORD—'58 Fairlane (8) 500 Victoria, $2,- 

275*: Custom (8) 300 2-dr., $1,845*. 

’57 Fairlane (8) 500 conv., $1,635*; Cus- 
tom (8) 300 2-dr., $1,380, $1,370*, $1,- 
360°, $1,295, $1,220; 4-dr., $1,440°. 

'56 Fairlane (8) Victoria, $1,250*; 4-dr., 
$1,140*; 2-dr., $1,060; conv., $1,050* ; 

Custom (8) 2-dr., $1,055, $1,045*. 

’55 Fairlane (8) Victoria, $1,150*; 4-dr., 
$1,055*, $1,025*; Custom (8) 2-dr., 


Save 25% to 60% ...get 
faster delivery and on $860*, $625; Ranch ae 
guaranteed quality on: | MERCURY —'s7 Monterey Hardtop, $1,985 


(ps); Commuter station wagon, $1,830* 
(ps); Montclair Hardtop, $1,810° (ps), 
i $1,695* (ps). 
Pennants (flag, strip, panel, oe dienes coupe, $1,490, $1,065" (9s); 
spiral and propeller) » Banners Custom (8) coupe, $1,100*. 
® > 

* Posters * Letter-Banners ° 55 Monterey 4-dr., $1,045°. 
Vertical Pole Displays ° 
Mobile Displays * Window Dis- 
play Letters + Plastic Spinners 





NASH—’55 Statesman (6) 4-dr., $570. 
OLDSMOBILE—’57 (98) Holiday, $1,980*; 
(88) 4-dr., $1,875* (ps). 
"56 (88) 4-dr., $1,365* (ps). 
’55 (88) Super 4-dr., $1,200*; (88) Holi- 


day, $1,240* (ps), $1,185*, $1,160. 
°54 (88) 4-dr., $1,000* (ps), $925*; (98) 
4-dr., $935* (ps). 


PLYMOUTH—’56 Savoy (8) 4-dr., $990; 
Savoy (6) 4-dr., $700°. 

’55 Belvedere (8) 4-dr., $890*; Savoy (8) 
4-dr., $870; sedan, $850; Plaza (6) 
4-dr., $455. 

'54 Belvedere (6) 4-dr., $485. 

’53 club coupe, $310. 

PONTIAC—’56 Star Chief Hardtop, $1,270°. 

’S5 Star Chief 4-dr., $820*; Chieftain 4- 
dr., $750°. 

*54 Chieftain 2-dr., $635°. 

"53 2-dr., $375. 

"51 2-dr., $185. 

RAMBLER—’56 4-dr., $1,365. 

’53 station wagon, $525°. - 
STUDEBAKER—'52 Hardop, $145°. 
MISCELLANEOUS—’57 GMC 1%-ton, $1,- 

025. 

’50 Ford %-ton pickup, $295. 

’49 International %-ton pickup, $160. 

’47 Chevrolet %-ton pickup, $200. 


DETROIT 


Motor City Auto Auction Sale every 
Monday. Prices are for sale of Aug. 11. 

Market is strong. Cars are scarce. We 
sold 143 cars out of 219 


The Pratt Poster Co. 


PRINTCRAFT BLDG. © INDIANAPOLIS 4, IND. 





FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


tory BUICK—'55 Special 2-dr., $950, $925*; 
ee Say Sane : 4-dr., $950°; Riviera, $965*; Century 
* Volumel 2-dr., $880°; Super 2-dr., $950° (ps), 
oe a oe We $775; conv., $870*. 
@ Plan eady Business! ’54 Century 4-dr., $650*. 
“oe '53 Super 4-dr., $440, $260. 
51 Special 2-dr., $200°. 
OUR TRADES ARE GOOD CHEVROLET—’58' Delray 2-dr., $1,525°. 
‘57 Bel Air 2-dr. Hardtop, $1,750° (ps); 
AND CLEAN—QUALITY 4-dr., $1,625; conv., $1,660*; Delray 
2-dr., $1,665*. 
IS GUARANTEED! ‘56 Bel Air 2-dr. Hardtop, $1,395°; 
conv., $1,230*; station wagon, $1,200, 
Cers Are Located $1,200*; Two-ten 2-dr., $1,125*; 4-dr., 
y $965*, $875. s 
In Your Area '55 Bel Air conv., $995*; 4-dr., $800; 
Two-ten 2-dr., $820° $650, $570. 
CHRYSLER—'56 NY 2-dr., $1,620* (ps). 
CALL US NOW— ‘54 Windsor 4-dr., $580°. 
DeSOTO—'56 Firedome 4-dr., $960, $915* 


(ps). 
"53 4-dr., $250°. 
DODGE—’55 Royal (8) 


MUseum 4-6969 


4-dr., $915°; 2- 


dr., $700*; Coronet 4-dr., $695°*. 
"53 Coronet 2-dr., $250, $250°. 
FORD—’58 station wagon, $2,475* (ps); 
a je Fairlane (8) 500 2-dr., $2,065°; Fair- 


lane (8) 4-dr., $1,875*. 


6850 Cottage Grove Ave. '57 Ranch Wagon, $1,460; Fairlane (8) 


2-dr., $1,630*, $1,390°, $1,345; 4-dr., 
Chicago 37, Illinois $1,580, $1,000*; ‘Custom (8) 2-dr., 
: . : 1,135. 
Nationwide Automotive Leasing so Fairlane (8) gon. Si 
: $840*; Custom 2-dr.. ° . 
Service 'S4 Ranch Wagon, $530; Custom (8) 2- 


dr., $490; Custom (6) 4-dr., $305*. 
















"53 Custom 2-dr., $290°, $260. 
HUDSON—’'55 Hornet 4-dr., $675°. 
"53 Wasp 2-dr., $235°. 
LINCOLN—’55 Capri 4-dr., $825° (ps). 
MERCURY—’57 Montclair 2-dr., $1,700° 
HH (ps). 
Ow Long Should ‘55. Montclair 4-dr., $915*; Monterey 
2-dr., $750*. 
Used ( ars Be "54 Monterey 4-dr., $470*. 
"48 4-dr., $350. 
e OLDSMOBILE — '56 (98) conv., $1,500° 
All d t Sit? (ps); Holiday. $1,430*, $1,370° (ps). 
owe ° I "55 (88) 2-dr., $1,145*. 
"54 (88) ag ere sage ia gars 
’ *53 (88) Holiday, : an, . 
You'll find the $250°. 


answer to this || PACKARD—'53 4-dr., $135, $100. 
PLYMOUTH—’'57 Suburban station wagon, 
$1,925° (ps). 
°56 Belvedere sport coupe, $1,050° (ps); 
Suburban, $980. 
"55 Belvedere 2-dr., $725*. 
’54 Savoy 2-dr., $435. 
53 Cambridge 2-dr., $295, 
brook 4-dr., $290. 
PONTIAC—’'56 Chieftain coupe, 
’55 Star Chief station wagon, 
2-dr. Hardtop, $905*. 


$215; Cran- 


$1,180°. 
$1,025°; 





bile Dealer.”’ 
The book is al- 


ready in its sec- 54 Star Chief 2-dr., $765* (ps); Chief- 
ond printing tain 2-dr.. $390°, $375°. 
and has been hailed as the “bible” || wituvs-”'s) Jeepster 2-dr., $260. 
of its field. Use coupon to order || MISCELLANEOUS — °48 Dodge %-ton 
now. If, after 10 days, you are not truck, $165. 
convinced that this book belongs ALBANY 
or shelf fer p ‘ rey Tim Anspach Dealer’s Auto Auction. 
erence, return it and we will re- || sai. every Monday. Prices are for sale 
of Aug. 11. 


our money! Order now, 
(fore 7s slips your mind! 


—_——e oOo See Se Ee eo eee es vious cars 1954 under were lower 

PHILPENN PUBLISHING COMPANY || im cr yk - — a up hats 4 

1750 N. Broad - a 21, Pa. = : meen oa =  ~ awe 
copies new book, consignments. 

othe Actomobine Bosler" j| BUICK—'57 Super 4-dr., $2,150* (ps); RM 
| 4-dr., $2,085* (ps). 

CO) ! enclose check covering books at |/ ‘56 super Riviera, $1,450° (ps);° Special 
j $5.20 each | conv., $1,300°; | 4-dr., $1,125, $850; 
jo Send books C.O.D., plus postage | —- $1,270*; RM conv., $1,415* 

-0.D., esp 
| j 55 Century Riviera, $1,100* (ps); Spe- 
cial Riviera, $920; 4-dr., $860° (ps); 

eres Super 4-dr,, $850*' (ps). 
! | "54 RM conv., $710* (ps); Century 2-dr., 
rere 
| 375°; coupe, $3,375° (ps). 

City. Zone. State. omens I *56 (62) sedan de Ville, $2,660° (ps); 


coupe, $2,335* (ps). 


SC citahectiniphaatieinieenpencoresiace 


Used-Car Auction Prices 





(Continued from Page 33) 


’55 (62) conv., $2,020* (ps). 
"53 (60) 4-dr., $1,000° (ps). 
'42 4-dr., $310°*. 

CHEVROLET—’'58 Impala (8) coupe, $2,- 
550° (ps); Biscayne (6) 4-dr., $1,900*, 
$1,775. 

’57 Corvette, $2,550*. 

"56 Bel Air (6) 4-dr., $1,150°; Two-ten 
(6) station wagon, $1,135. 

"55 Bel Air (8) sport coupe, $1,260*, 
$900, $780; Two-ten (8) 2-dr., $900*, 
$840°*; Two-ten (6) sedan, $850, $800, 


$790°. 

’54 Bel Air station wagon, $850*; conv., 
$800*; sedan, $630, $530; Two-ten 
Delray, $575; 4-dr., $500, $475; One- 
fifty 2-dr., $475. 

"53 Bel Air 4-dr., $410° $395; Two- 
ten 4-dr., $490; 2-dr., $350; One-fifty 
2-dr., $230. 

"52 4-dr., $270; coupe, $210. 

51 coupe, $160. 

DeSOTO—'54 Firedome 4-dr., $540*, 

"53 Firedome 4-dr., $420*, $150*. 


DODGE—’56 Royal (8) 4-dr., $1,130* (ps). 
"54 Meadowbrook coupe, $420*. 
‘53 Coronet 4-dr.. $220*, $170; Meadow- 
brook 4-dr., $200*; coupe, $150. 
"52 Coronet 4-dr., $150. 
FORD—’58 Thunderbird, $3,650*, $3,650° 
(ps). 


*S7 Skyliner, $2,275* (ps); Fairlane (8) 


500 conv., $1,850*; Custom (8) 300 
— $1,400*; Custom (8) 2-dr., $1,- 
0. 


"56 Country sedan, $1,550*, $1,470* (ps), 
$1,450°, $1,200; Fairlane (8) 4-dr., 
$1,150° (ps); Main (8) 4-dr., $660. 

"55 Fairlane (8) conv., $860; 4-dr., $770; 
2-dr., $780°, $730; Custom (8) 4-dr., 
$830; Main (6) 4-dr., $610. 

"54 (6) Country sedan, $725*; Crest (8) 
conv., $600*; Victoria, $570*, $300°: 
Custom (8) sedan, $575, $530, $525, 
$520°, $510°; Main (8) 4-dr., $365. 

"53 Crest (8) conv., $395°, $220. 

"51 2-dr., $120. 

IMPERIAL—'53 4-dr., $200° (ps). 
LINCOLN—’55 Capri 4-dr., $1,180* (ps). 

"54 Capri 4-dr., $835* (ps), $745° (ps); 

Cosmopolitan, $725* (ps). 
MERCURY—’57 Montclair coupe, $1,825*; 
Monterey Hardtop, $1,800*. 

"56 Monterey 2-dr.. $1,475* 
tion wagon, $1,300° (ps); 
150° (ps). 

*55 Montclair Sun Valley, $1,200* 
coupe, $925*; station wagon, 
(ps). 

"54 Monterey conv., $600° (ps). 

"53 Monterey coupe, $600°. 

"52 coupe, $250. 

NASH—'55 Statesman 4-dr., $735*, $550. 

"54 Statesman 2-dr., $360. 

OLDSMOBILE—'56 (88) Holiday, $1,500* 
(ps), $1,450°; (88) Super Holiday, $1,- 
475°; (98) conv., $1,485° (ps). 

"55 (88) Holiday, $1,275*; 4-dr., 
(88) Super Holiday, $900* (ps). 

"53 (88) Super 4-dr. $430. 

"52 (98) 4-dr.. $175° (ps). 

"51 (98) Holiday, $140°. 
PACKARD—'55 Clipper Panama, $1,090* 
(ps). $880° (ps); 4-dr., $850°*, 
PLYMOUTH — ‘57 (8) Suburban, $1,665: 
Belvedere (8) 4-dr., $1,500*; Savoy 

(6) 4-dr., $900. 

"56 Belvedere (8) 4-dr., $1,235*; Custom 
(8) Suburban, $1,010. 

"55 (6) Suburban, $835*; Belvedere (8) 
4-dr., $840°; Savoy (8) coupe, $750*: 
Savoy (6) 2-dr., $630; Plaza (6) 4- 


dr. L 
PONTIAO — ‘56 Chieftain Catalina, 2 at 
$1.300°; Star Chief Catalina, $1,175*. 
"55 Chieftain 2-dr.. $720 


(ps); 
4-dr., 


sta- 
$1,- 


(ps): 
$1,000° 


$905°; 
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MERCURY—’57 Monterey coupe, $1,725*. 
’56 Montclair coupe, $1,345* (ps); Hard- 
top, $1,195* (ps); Medalist 2-dr., $935. 

’55 Montclair coupe, $940* (ps). 
OLDSMOBILE—’57 (88) Super conv., $2,- 


225° (ps); Holiday, $2,220* (ps). 
’56 (98) 4-dr., $1,685* (ps); Holiday, $1,- 
225° (ps); $1,100* (ps); (88) Super 


4-dr., Holiday, $1,650* (ps); (88) 4-dr., 


$905. 

‘55 (88) Holiday, $1,325* (ps), $1,225° 
(ps); 2-dr., $1,175*, $1,015* (ps). 

"54 (88) Holiday, $995° (ps). 

'53 (98) coupe, §$425* (ps). 

PLYMOUTH—’57 Savoy 4-dr., $1,145*. 

"55 Belvedere (8) 4-dr., $865* (ps); Plaza 
4-dr., $570*. 

*54 Savoy 4-dr.; $210. 

"52 coupe, $195. 

"51 4-dr., $130. 

PONTIAC—’'57 Star Chief Catalina, $1,775* 
(ps). 

'56 Star Chief Catalina, $1,525° (ps); 
conv., $1,410* (ps); Chieftain Catalina, 
$1,045". 

*55 Star Chief Catalina, $1,125* $1,100*; 
Chieftain 2-dr., $745*; $730*. 

*54 Chieftain 2-dr., $225*. 

"53 2-dr., $275°*. 


| RAMBLER—’56 4-dr., $1,345°. 


"52 coupe, $210. 

STUDEBAKER —’57 station wagon, $1,175. 
"53 Champion 2-dr., $245*, $200, $195*. 
MISCELLANEOUS—’57 Ford %-ton pick- 

up, $990. 
"55 Ford %-ton pickup, $720. 
"53 Chevrolet %-ton pickup, $440, $370. 
"50 Chevrolet %-ton pickup, $250. 


PORTLAND, ORE. 


Portiand Auto Auction, Sale every Tues- 
day. Prices are for sale of Aug. 12. 
BUICK —'57 RM Riviera, $2,090° (ps); 

Century Riviera, $1,980° (ps); Special 
2-dr., $1,735° (ps). 

"56 Special Riviera, $1,500* (ps). 


"54 RM conv., $845° (ps); 4-dr., $535° 
(ps). 

‘53 Super 4-dr., $390°. 

‘52 RM conv., $145*. 


CADILLAC—’57 (62) coupe de ville $3,780* 
(ps); coupe, $3,460° (ps). 
"56 (62) 4-dr., $2,625° (ps). 
"55 (62) Hardtop, $2,175* (ps). 






By Martin L. Whitmyer 
Staff Writer 
Ernest A. Jones, president of 
McManus, John & Adams, Inc., 





H. Hagerman 4. H. Graham 


Bloomfield Hills (Mich.) advertising 
agency, has announced top-level 
personnel changes in the firm's op- 


’54 Chieftain Catalina, $700*; Star Chief| erations groups on the Pontiac and 


conv., 8560°; 4-dr., $510°. 
"53 Star Chief 4-dr., $350; Chieftain 4- 
dr.. $235°. 
RAMBLER—’57 4-dr., $1,150, $1,130°. 
Se — °53 Commander 4-dr., 
WILLYS—'53 coupe, $210. 
MISCELLANEOUS—'56 Ford %-ton pick- 
up. $811. 
"55 Chevrolet %-ton panel, $515. 
"54 Chevrolet %-ton pickup, $425; Dodge 
%-ton pickup, $310. 
"53 Chevrolet %-ton pickup, $370; Dodge 
%-ton pickup, $350. 
"52 Chevrolet 1%-ton tow truck, $2,200. 


DYER, IND. 


Len Pollak’s Dyer Auto Auction. Sale 
ay Friday. Prices are for sale of Aug. 
Seid 162 cars from 247 consignments. 
BUICK—’58 Special Riviera, $2,450* (ps). 

"57 Super Riviera, $2,230* (ps). 

"56 Special Riviera, $1,585* (ps), $1,285*. 

"55 Super Riviera, $1,175* (ps); RM 
Riviera, $1,140* (ps), $1,050* (ps); 
Special Riviera, $1,070* (ps), $970* 
(ps), $735*; 2-dr., $815*, $825. 

"53 Super Riviera, $485*, $330*, $300*, 
$135* (ps); conv., $455* (ps); 4-dr., 
$265*; RM 4-dr., $275* (ps). 

—— Riviera, $230°*; Super 4-dr., 

CHEVROLET—’58 Bel Air (8) 4-dr., Hard- 
top, $2,535* (ps). 

"56 Two-ten (8) station wagon, $1,400*; 
Bel Air (8) coupe, $1,390* (ps), $1,- 
375°, $1,365*, $1,245*; Bel Air (6) 
coupe, $1,245*. 

"55 Bel Air coupe, $1,190*, $1,070*: 4- 
dr., $1,075*, $945, $875, $805; One- 
fifty station wagon, $770; Two-ten (8) 
2-dr., $690°*. 

*54 Bel Air 4-dr., $710*, $650*; Two-ten 
2-dr., $475. 

"53 Bel Air coupe, $540; Two-ten 4-dr., 
$250; One-fifty 2-dr., $245. 

"50 2-dr., $125. 
CHRYSLER—’'52 4-dr., 
DeSOTO—’53 4-dr., $170*. 

DODGE—’'57 Coronet 4-dr., $1,200. 

*54 Coronet 4-dr., $505°*. 

"53 Coronet 4-dr., $190*. 

"50 Coronet 4-dr., $125. 

FORD — '58 Retractable Hardtop, $2,675* 


(ps). 

"57 Fairlane (8) 500 Victoria $1,725* 

28. Ae? Custom (8) 300 2-dr., 

‘56 Thunderbird, $2,000*; Fairlane (8) 
Victoria, $1,320*, $1,275; conv., $1,- 
050°; 2-dr., $905* (ps). 

*55 Fairlane (8) conv., $695* (ps); Ranch 
Wagon, ; 

*53 4-dr., $400°. 

"51 Victoria, $100. 


$575°. 
CADILLAC—’57 (62) sedan de Ville, $3,-| HUDSON—’54 Hornet coupe, $330*; Wasp 


2-dr., $295. 
"53 Wasp 4-dr.,, $105. 
LINCOLN—’54 Capri coupe, $545* (ps). 


Cadillac accounts. 


Hovey Hagerman, senior vice- 
president and formerly supervisor 
of the Pontiac account, becomes 
Cadillac account supervisor; James 
H. Graham, formerly Pontiac ac- 
count executive, takes over as 





R, E. Field 


supervisor of the Pontiac account; 
Robert E. Field, formerly assistant 
account executive for Cadillac be- 
comes account executive, and Colin 
John, formerly associate account 
executive, becomes Pontiac account 
executive. 


James E. McGuire, assistant Pon- 
tiac art director becomes associate 
art director of that account, and 
Robert L. Saffell has been named 
Pontiac account manager and is re- 
sponsible for coordination of all 
print, radio and television adver- 
tising. 


Advertising Data Available 


A total of 1,555 companies and 
3,818 products and services, both 
constituting new all-time records, 
appears in the publication, “Ex- 
penditures of National Advertisers 
in Newspapers: 1957,” just pub- 
lished by the Bureau of Advertising 
of the American Newspaper Pub- 
lishers Assn. 

The listing, which is available to 
advertisers and agencies on request, 
includes all national advertisers 
calculated to have invested $25,000 





Affecting Factories and Dealers . . . 


Auto Advertising 





Model Breakdown 
Of Auction Averages 





Aug., 1958 July, June, 

Model To Date 1958 1958 
$2,372 $2,561 

1,627 1,653 

1,172 1,191 

909 918 

566 586 

372 364 

261 228 

182 193 

Average $ 942 $ 933 $ 962 





"54 (62) 4-dr., $1,700* (ps). 

CHEVROLET—’58 Bel Air (8) 4-dr., Hard- 
top, $2,375* (ps); 4-dr., sedan, §2,-. 
275*; Biscayne (8) 4-dr., $2,205°. 

"57 Two-ten (8) station wagon, $2,005*, 
$1,970*, $1,905*; Two-ten (6) 4-dr., 
$1,580*; 2-dr., $1,385; Bel Air (8) 4 
dr., Hardtop, $1,920* (ps); conv., $1,- 
850° (ps). 

"56 Two-ten (6) 4-dr., $1,050. 

"55 Bel Air (8) 2-dr., Hardtop, $1,385*, 
$1,370°; 4-dr., station wagon, $1,355; 
Two-ten (8) 2-dr., $1,175*. 

"51 4-dr., $220. 

"49 station wagon, $270. 

CHRYSLER—’55 NY 2-dr., 
610° (ps). 

"54 NY 4-dr., $990° (ps), $915° (ps). 

"51 4-dr., station wagon, $295*. 

DODGE—’'58 Coronet (8) 2-dr., $1,895. 

"55 Royal (8) 4-dr., $925°. 

FORD—'58 Thunderbird, $3,875* (ps); (8) 
4-dr., station wagon, $2,505*° (ps): 
Fairlane (8) 500 Hardtop, 2 at $2,375* 
(ps), $2,350° (ps). 

"57 (8) 4-dr., station wagon, $2,045*° (ps), 
$1,980° (ps), $1,975*, $1,900, $1,705*; 
Fairlane (8) 500 4-dr., $1,700° (ps), 
$1,650°. 

"56 Thunderbird, $2,325*; (8) 4-dr., sta- 
tion wagon, $1,550*, $1,530° (ps), $1,- 

(Continued on Page 38, Col. 3) 


Hardtop, $1,- 





Or more in daily newspapers last 
year. 

Total national advertising expen- 
diture in the medium last year, ac- 
cording to the study, was $757,401, 
000. This figure, previously an- 
nounced by the Bureau, also is a 
new record. 


The study is based on actual ad- 
vertising linage measurements by 
Media Records, Inc., in newspapers 
accounting for 888 percent of 
weekday circulation and 96.1 per- 
cent of Sunday circulation of the 
daily newspapers in the U. S. 


> > > 


Family Weekly Revenue Up 


Family Weekly’s revenue for 
the first six months of this year 
totalled $5,592,108.75, or a 53.9 per- 
cent increase over the same 
period of 1957, when revenue total- 
led $3,633,603.65, the magazine an- 
nounced last week. 

Publishers Information Bu- 
reau’s magazine ranking report 
listed Family Weekly 19th among 
leading magazines for the Janu- 
ary-June period. 

- = o 


New TV Show for Buick 


William Bendix stars in “Prime 
Suspect,” premiere offering of the 
“Buick Action Theatre,” an eight- 
week dramatic series, on Friday, 
Aug. 22 over ABC-TV at 9:30 p.m. 
(EDT). 


Among the stars who will appear 
on “Buick Action Theatre” in sub- 
sequent weeks are Joseph Cotten, 
Ray Milland, Anne Baxter, Dane 
Clark, Jan Sterling, John Kerr, Fay 
Wray and Virginia Grey. 

o > > 


Film on Machine Tools 


A movie designed to tell the story 
of machine tools to the general 
public is now under production for 
the National Machine Tool Build- 
ers’ Assn. 


The association has signed a 
contract with Reid H. Ray Film 
Industries, Inc., St. Paul, for the 
production of the film. The script 
was written by Oevesti Granducci, 
Inc. John Lytle, Dayton, O., is 
serving the association as techni- 
cal advisor on the project. 


“There has long been a need,” 
says Bodine, “for some means of 
acquainting more people with the 
nature and function of machine 
tools. They are basic both to our 
standard of living and to national 
defense; and yet thousands of 
people do not know what they are 
or what they do.”* 

The movie, according to A. V. 
Bodine, association president, is not 
for the purpose of selling machine 
tools. Its purpose is purely educa- 
tional, he said. 
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w Nation's Salesmen Meet... 





Practical Problems of Selling 


HE Kansas auto salesman 
who told this story asked that 
his name be withheld. 
“AUTOMOTIVE News readers won’t 
blame me very much for this re- 
quest after they have read my 
‘confession,'” he said rather 


sadly. 

He tells the story in his own 
words: 

I don’t k now 

Sales what was the mat- 

ter with me in 

Case those days. Per- 
Histories haps I was too 

proud or too ego- 
tistic. I sarted out being a car 
salesman for a good firm, but I 
did not have much coaching from 
the management. They rather let 
me go at it on my own, Other 
salesmen in the firm—veterans 
some of them—did not help me 
much, either. They more or less 
tried to hog sales from me and at 
first I let them get away with it 
because I did not know what to 
do. 

I grew desperate for sales 
and when I did not sell, I grad- 
ually developed an inferiority 
complex. When I would talk 


California Called 
Leading State in 
Hertz System 


CHICAGO. — California has be- 
come the leading state in the na- 
tion for Hertz’ car and truck rental 
and leasing business, according to 
Joseph J. Stedem, executive vice- 
president. 

“California now accounts for ap- 
proximately 12 percent of Hertz’ 
total car rental business through- 
out the world,” Stedem said. 


Of 64 million car rentals made 
by Hertz throughout the nation in 
1957, Stedem said, approximately 
660,000 were made in California. 
That is more than 12,500 a week 
and more than 1,800 a day, he 
added. 

Stedem estimated that the dollar 
volume from the company’s car 
and truck rental and leasing oper- 
ations in the state last year 
amounted to more than $14.5 mil- 
lion. He predicted at least a 10 
— increase in California for 





“Only 10 years ago,” Stedem 
said, “Hertz and its franchised li- 
censees operated 250 passenger cars 
and 600 trucks in California. To- 
day, Hertz and its licensees oper- 
ate about 3,200 passenger cars and 
more than 1,400 trucks in 76 cities 
throughout the state. 








GROWTH 


The Morning Courier-Ex- 
press and the Sunday Cour- 
ier-Express are Buffalo’s 
two fastest growing news- 
papers, both from a circula- 
tion and advertising linage 
standpoint ... good reasons 
why your advertising will 
pay in this progressive 
newspaper. 

ROP COLOR available both daily 
and Sunday 


Member: Metro Sunday Comics and 
Sunday Magazine Networks 


Buffalo Courier-Express 


Western New York's Only Morning 
and Sunday Newspaper 
Representatives: Scolaro, Meeker & 

Scott 
Pacific Coast: Doyle & Hawley 





with a prospect and he or she 
did not buy from me, I wouldn’t 
speak to them the next time I 
met them on the street. 


Believe it or not, this not 
speaking to people who did not 
buy from me did not seem wrong 
to me at first. I was peeved. My 
feelings were hurt. I wanted to 
“get back” at them by giving 
them the high-hat on the street. 

Well, this state of affairs got 
so bad that whisperings about 
me began floating around. Of 
course, at that time, I was the 
last one to hear them. I found out 
about them later. People said I 
had the big-head, They said they 
wouldn’t buy a car from me if 
they had to do without and walk. 
They even went to the boss and 
said he ought to fire me. It is a 
wonder he didn’t. 

+. * - 


Prospects Dwindle 


I FOUND prospects nearly every 

day, but those prospects dwin- 
died and dwindled. Some people 
I talked cars to refused to buy 
from me and came to the sales- 
room and actually bought cars 
from my fellow salesmen. 


I certainly stunk in those days. 
Then the roof fell in. 


It was such a shock that 
even today my stomach rolls 
over and contracts to the size 
of a quarter. 


My brother came to me one 
day in the salesroom and said 
he wouldn’t mind looking at a 
new car. I knew it was about 
time for him to trade. He was 
one customer I could count on! 


Well, he looked and he looked 
and wasn’t satisfied. He didn’t 
like the color, he didn’t like the 
price, he didn’t like the price I 
offered him for his tradein, I 
thought to myself that he surely 
was getting goshawful particular 
—more so than he had even been. 
And I was getting madder and 


madder. 
* > - 


Decides Not to Buy 


INALLY he said he wasn’t 

ready to trade yet anyway 
and said he would think it over 
a little while. Then he walked 
out. 


I was dumbfounded. I knew 


Fraud Warning 


Prospect Takes Salesman 
For $15, Long Ride 
BUFFALO. — Automobile dealers 
in this area have been warned 
against a new switch on an old 


racket that was pulled on a car 
salesman here recently. 


According to a bulletin from the 
Buffalo Automobile Dealers Assn., 
the “prospect” was ready to sign 
in the showroom but informed the 
salesman he had an insurance 
check due. He suggested that the 
salesman drive him to a downtown 
office building where he could pick 
up the check and give him a $50 
deposit. 

After visiting the office building, 
the “prospect” informed the sales- 
man that the insurance company 
had mailed the check. He asked the 
salesman to take him to his father’s 
house, which the salesman did. 

He came out of the house and 
said that his father had given the 
check to the prospect’s daughter 
who lived on another street, So the 
salesman took him to this address. 

The buyer presumably came out 
of this house saying that his 
daughter did have the check but 





that it was for $65. He asked the| © 


salesman for $15 change to take 
into the house so he could pick up 
the check. 

The salesman gave the man the 
$15 and the prospect appeared to 
return to the house. That was the 
last the salesman saw of him—and 
his $15. The family living in the 
house knew nothing about the deal. 


Boulevard Ups Mayotte 
CHICAGO. — John H. Mayotte 
has been promoted to vice-president 
and general manager of Boulevard 
Buick Company, Chicago. Mayotte 
formerly was vice-president in 
charge of service. 





he wanted to trade and needed 
a@ new car. I was plenty peeved. 
I was peeved yet the next day. 
I was so peeved that I didn’t 
speak to him the next time I 
saw him on the street. 

Then, as I have said before, 
the roof fell in. 

For I saw him go into the 
showroom of our competitor 
across the street—and within 15 
minutes saw him drive out a new 
car! 

I was stunned. 

“Couldn’t even sell your own 
brother!” one of my fellow sales- 
men said witheringly behind me. 
I wanted to whirl and lash out 
with my fists but I didn’t. I 
would use my fist on that brother 
of mine instead! 

= 7 > 


Brother Snubs Him 


I WATCHED him drive by not 

once, but a half dozen times. 
He wouldn’t look in my direction, 
but he knew I was there. 

He parked in front of a cafe 
in the next block, got out of 
the car and went into the cafe. 
I walked purposefully in the 
same direction. 

When I came in the front door 
he was already seated at the 
counter, a cup of coffee in front 
of him. I walked to within six 
feet of him and.stopped. I sup- 
pose if it had been in frontier 
days I would have had two six 
guns strapped on me, ready to 
shoot it out with him. He looked 
up. 

“Sit down!” he said curtly. 

I sat next to him. He didn’t say 
a word at first. Finally he said: 
“Look at yourself in the mirror.” 
I glanced in the mirror behind 
the bar and couldn't believe what 
I saw. My face was drawn and 
white. My eyes were slits. I 
looked like a thug. “A nice speci- 
men of a salesman YOU are,” 
my brother said. 

Then he let me have it. 


> > > 
Tongue-Lashing Begins 
i LOW tones he proceeded to 
take the hide right off me— 


small strips at a time. He told | 


me what people were saying, how 
I had been acting, why people 
would not buy from me anymore. 
He told me he hadn’t really 
bought the new car from my 
competitor but had made me be- 
lieve that he had just to knock 
some sense into me. 

Slowly the ice melted inside 
me. I began to see what hor- 
rible mistakes I had been mak- 
ing. 

My brother bought a new car 


| automotive trim. It’s nationally advertised! 





from me that same day. “From | 


now on act like a REAL sales- 


man or Ill never buy another 


car from you,” he said. 

Now I speak to people whether 
they buy from me or not. Re- 
sults? Oh, sales came slowly at 
first but now they are increasing 
daily. People are more friendly 
with me because I am more 
friendly with them. Ill never 
make those mistakes again— 
thanks to that brother of mine! 


L-M Promotes Boggs 


In Western Region 

DEARBORN. — rge S. Coats, 
Lincoln and Mercury field sales 
manager, has announced the pro- 
motion of George 
L. Boggs to west- 
ern regional sales 
manager for 
Lincoln and Mer- 
eury. 

Succeeding 
Boggs as Los 
Angeles district 
sales manager 
will be William 
H. Alen, formerly 
Seattle district 

G. 8. Coats sales manager 
for Lincoln and Mercury. Boggs 
has headed the district sales opera- 
tions for Lincoln and Mercury in 
Los Angeles since 1946. He is a 
veteran of 34 years in the auto 
business, starting with Ford in 
1924 in Oklahoma City. Alen has 
had 26 years of automotive experi- 
ence. He joined Mercury in 1953 in 
Chicago. 


“did 
you say “no, I said ANODIZED ! 
‘amplified’? Anodized aluminum from 





Your sales pitch is perfect when it’s keyed to this 
word: it means tough, strong automotive trim that 
doesn’t pit, peel or corrode. Tell your customers 
about anodized Alcoa® Aluminum... the enduring 





ALUMINUM — 


si omnes Comrens oF sweees 





ALCOA ALUMINUM... FOR GLEAM AND GO! 


RESULTS!! 


That's what you get with a low-cost ad in the “market place 
of the automotive industry” . . . the want ad section of 
AUTOMOTIVE NEWS. 

Your message in the classified pages of AUTOMOTIVE NEWS 
will reach an estimated 150,000 key industry men in automotive 
retailing, manufacturing, marketing and financing. 


GENERAL CLASSIFICATIONS 
OF WANT AD HEADINGS: 
Help Wanted 


(We will be glad to consider new headings if demand wearrants 
same.) 


CLASSIFIED RATES: 22c per word for each insertion. Minimem 15 
words. Position Wanted: 11¢ per word. Add $1 per insertion for use 
of box number. Contract rates available on request. 


DISPLAY CLASSIFIED RATES: $12.30 per column inch for each in- 
sertion. Minimum one inch—meximem ten inches. Contract rates 


available on request. 


Closing Deadline: Six days in advance of publication date. Advance 
payment required. 


Use this space for your classified advertising message. Indicate size 














Company: 


Clip and Mail This Form To: 
WANT AD DEPARTMENT 


Automotive News 


2666 Pencbscet Building, Detroit 26, Michigen 

















HOUSTON MERCHANTS 






Fairlane (8) conv., $1,- 
(ps); Custom (8) 


$1,395* ; 
4-dr., $1,250°* 


510°, 
400°; 



















| 
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Used-Car Auction Prices 





(Continued from Page 36) 


"57 Thunderbird, $2,530*; 
985*; Fairlane (8) 500 2-dr., $1,640*; 
4-dr., $1,610*; conv., $1,500; Fairlane 
(8) Hardtop, $1,370; Custom 2-dr., $1,- 
100. 

"56 Fairlane (8) 4-dr., $1,265* (ps); 2- 
dr., $1,010; Town sedan, $1,100*; Main 
(8) 2-dr., $755; Custom 4-dr., $425. 

’55 Country sedan, $905*; Custom 2-dr., 


Skyliner, $1,- 


$340; 4-dr., $815; Fairlane sedan, 
$800*, $890; Ranch Wagon, §715; 
Main 2-dr., $700*. 

’54 Crest 4-dr., $630*; Main 2-dr., $400. 


*52 Crest Victoria, $310. 
’51 2-dr., $290. 
"50 2-dr., $115. 
| MERCURY—’57 Monterey Hardtop, $1,500*. 
"53 4-dr., $290. 
'52 2-dr., $210. 
| OLDSMOBILE—’58 (98) Holiday, $3,625*. 
"57 (98) Holiday, $2,000*; (88) conv., $1,- 
600°. 
"56 (98) Holiday, $1,360*; (88) Holiday, 
$1,360* (ps). 
"55 (88) Holiday, $1,200*, $1,025*; (88) 
Super 2-dr., $850. 
PLYMOUTH—’57 Plaza (6) 4-dr., $1,000. 
"55 Belvedere (6) conv., $690; Plaza 
sedan, $500. 
"54 Savoy 4-dr., $420. 
"52 coupe, $265. 
PONTIAC — '58 Chieftain 2-dr., $2,375* 
(ps). 
"56 Chieftain 4-dr., $950*. 
"55 Chieftain 2-dr., $945* 


; Ranch Wagon, $1,395; 4-dr., $1,020. 
’55 Fairlane (8) Crown Victoria, $1,375, 
$1,140*, $1,125; conv., $1,070*; Custom 
(6) 2-dr., $890; Custom (8) 2-dr., 
$875, $640; Main (8) 4-dr., $770. 
’53 Main (6) Ranch Wagon, $705*; Main 
(8) 2-dr., $390*; Crest (8) Hardtop, 
$620*, $500*, $480*. 
’52 Hardtop, $485*; 4-dr., $320°*. 
"51 2-dr., $300, $265°. 
_— 50 4-dr., $150*. 
wm nouston | , , , and Houston Merchants Prefer LINCOLN — '57 Premiere coupe, $3,000* | 
(ps), $2,800* (ps). 
THE HOUSTON CHRONICLE = |_ 32 Size coupe, #1229" Jon. 
‘52 Cosmopolitan 2-dr., $450°*. 
The emount of advertising Houston merchants place in wes? a, va at 
The Chronicle is evidence of their confidence in the ipa). ae era to 
power of The Chronicle to produce results. ’56 Monterey 2-dr., Hardtop, $1,580* 
” (ps), $1,190*. 
“4 ’55 Monterey 2-dr., Hardtop, $1,205*, $1,- 
m texas” | FIRST SIX MONTHS RETAIL ADVERTISING 5 Monterey 3-4r., Hardtop, $1.208°, $1. | 
tom 2-dr., $850. 
CHRONICLE: | 1,135,425 54 4-dr., station wagon, $900°; 2-dr., 
Hardtop, $785*. 
’53 Monterey 2-dr., $575*, $500; Custom 
POST: 9,160,529 ‘-dr., $455°. 
/ / ’52 Monterey conv., $490*. ; 
OLDSMOBILE—’'56 (88) 2-dr., Hardtop, 
SOURCE: PRESS: 2 898 532 $1,550*, $1,530°. 
MEDIA RECORDS ° i / ’55 (88) Hardtop, $1,350*; 4-dr., $900. 
"52 (88) Super 4-dr., $380*. 
It is important to know of the loco! odvertisers’ strong confidence in The PACKARD—’'53 Hardtop, $440*. 
Chronicle. Equally eas important is the fect thet The Chronicle carries PLYMOUTH—’57 Plaza (8) 2-dr., $1,215. 
more general, automotive, classified, financial, and fer more total '56 (8) 2-dr., station wagon, $1,380*; 
edvertising then both of Houston's other newspapers. Plaza (8) 2-dr., $1,050°. 
‘55 Belvedere (8) Hardtop, $1,110; Savoy 
Be (8) 4-dr., $765. 
Ee JOHN T. JONES 54 Plaza — wagon, $680*, $655. 
§ 7 "53 4-dr., 
¥ THE HOUSTON CHRONICLE a Ww. met ARTHY, "51 2-dr., station wagon, $305; Hardtop, 
 Mepeeesnted Metienetty By The Breahem C tae PONTIAC—'S5 Star Chief conv., $1,395° 
i y 2 ee ee Se NS, (ps); Hardtop, $1,250° (ps); 4-dr., $1,- 
# General Adv. Mgr. 115° (ps) 
: ° $500°. 


’53 Chieftain Catalina, $510° (ps); 

"51 4-dr., 
RAMBLER—'54 4-dr., 

010*; sedan, $795°. 
STUDEBAKER — ‘53 Champion 
$475*, $430°. 

*51 Commander 4-dr., $145°. 
WILLYS—’53 2-dr., station wagon, $575*. 
MISCELLANEOUS—'53 Dodge %-ton pick- 

up, $385. 

"45 Ford %-ton pickup, $145. 





station wagon, $250*. 
station wagon, $1,- 


coupe, 


VASES UU 


IN A PRODUCTIVE 10 MECHANIC SERVICE OPERATION 
$188.00 


ee NEW YORK CITY 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Aug. 12. 
Rouchest consignment of used cars this 
week in a long time. Clean and sharp 
used cars critically short in this area. 
Market continues to show very food 
strength. Soild 78 cars from 100 offerings. 
BUICK—'54 Super Hardtop, $650° (ps). 
CHEVROLET—'57 Two-ten (8) 4-dr., $1,- 
360°; 2-dr., $1,175, $1,150. 
'56 Two-ten (8) 4-dr., $1,015; 2-dr., $900, 
Two-ten 2-dr., 


$855. 
55 Bel Air 4-dr., $645; 
$765; One-fifty 4-dr., $620. 
| *S3 Bel Air 4-dr., $405; 2-dr., 
| ten 2-dr., $300, $240. 
"52 One-fifty 2-dr., $190, 
"51 sedan, $225*, $180°. 
| CHRYSLER — '52 NY 4-dr., 
Windsor Newport. $155°*. 
| DODGE—’53 Meadowbrook 4-dr., 
dr., $255. 
| FORD—'57 Custom (8) 300 4- dr., 
(6) Ranch Wagon, $1,165. 
"56 Fairlane (8) 4-dr., $1,005° (ps); 
tom (6) 2-dr., $700. 
‘55 Fairlane (8) Victoria, $875; Custom 
(6) 4-dr., $545°. 
"54 Custom sedan, $430, $410, $175°. 


Lorger shops, multiply number mechanics by 


puth Conoclport Avenve 


$375; Two- 
$125. 

$105° (ps); 
$275; 4- 


$1,350° ; 





Cus- 


Publications advertised in this section are not 
produced by Automotive News but carry our recom- 








THE mendation and we gvarantee your satisfaction. '53 Crest conv., $295; Victoria, $375. 
"52 Custom (6) 4-dr., $140°; Main 4-dr., 
$125 
COMPANY PRESENTS A ‘BO 4-dr, $140. 
"50 4-dr., $140. 
HUDSON—'52 Wasp 4-dr., $125*. 
aoe ae —°55 Montclair conv., $800° 
NEW PICTURE- STORY . 1 "Montelair 4-dr. $110°. 

'52 Statesman 4-dr., $210; Ambas- 


“ae 4-dr., $165°. 


MANUAL WHICH COVERS... 


casaieds = "54 _—. $790° (ps). 
( ) ardtop, 7. 
The Controlled Coupling pita (82), Holiday, $100". oe 


a Hydra Matic ae — "57 Belvedere (8) Hardtop, 
. , . 1, (ps). 

Fr li 'S5 Savoy (8) 2-dr., $550°, $460. 
rs eels) r Matic "54 Belvedere 4-dr., $290°; Plaza 4-dr., 
Hyere- HM-1003 Covers all Controlled Coupling $265. 

‘ aoe '53 Cranbrook 4-dr. ; *, $240°, 
eal Hydra-Matic Transmissions $225. _ > oS om, oe 
geavics MANUAL (VJetaway, Strato-Flight, Flashaway). Over "52 Cranbrook 4-dr., $135. 


PONTIAC—’56 Chieftain Catalina, $1,165°*; 
4-dr., $1,150°. 
"55 Chieftain station wagon, $935°*. 
'54 Star Chief 4-dr., $575*. 
"52 Catalina, $200*. 


250 pages, 600 pictures. 


Each manual covers . . . 


© Fundamentals = Land Cruiser 4-dr., 
. 
@ Diagnosis WILLYS—’53 Aero Lark 4-dr., $175. 
@ On-The-Car Service ‘52 Aero Lark 2-dr., $130. 
Total Overhaul 


VALDOSTA, GA. 


Tom Hewitt Auto Auction. Sale every 
| Friday. Prices are for sale of Aug. 15. We 
had a red hot sale today. Needed lots more 
| clean cars. 

BUICK—’57 Special Hardtop, $1,660*; 
$1,425°. 

’56 Special Hardtop, $1,325*. 

"54 Special 2-dr., $305. 

"53 RM 4-dr., $500° (ps). 

"52 2-dr.. $225°. 

CADILLAC—’'56 (62) 4-dr., $2,410*. 
"55 (60) Special 4-dr., $1,760*. 
CHEVROLET—’58 Impala (8) coupe, $2,- 

200°; Bel Air (8) sedan, $2,165* (ps), 


* 
@ Complete Flat Rate Data 
@ Tool and Equipment Data 


Cla Covers all 


Dual-Range Hydra-Matic 
Transmissions thru 1957. Over 
250 pages, 500 pictures. 


2-dr., 


AE mle 
elses) 


eek 2s Covers all 





; Fordomatic, Merc-O-Matic $2,065*; Delray sedan, $1,380. 

4 and Turbe-Drive Transmis- °S7 Bel Air (8) conv., $1,750*; 2-dr., $1,- 

fs je. 

tion they 1957. Over 200 soe! “Pe: into oat bar 
. pages, 450 pictures. $1,155. 

he "56 Bel Air Hardtop, $1,385*; Two-ten 4- 
* dr., $1,000. 


55 Bel Air (8) Hardtop, poem Two-ten 
Delray, $700; 2-dr., $700* 
°54 Bel Air 4-dr., 
'53 Two-ten 2- dr., 2 at $250. 
"51 2-dr., $275. 
"50 2-dr., $160, $125. 
"40 sedan, $165. 
DODGE—’58 Royal (8) 4-dr., $2,300°. 
EDSEL—’58 Hardtop, $2,160* (ps). 
FORD—'58 Fairlant (8) 500 conv., $2,100* 
(ps); 2-dr., $1,745. 





"54 4-dr., $300. 


MISCELLAN EOUS—’57 Ford %-ton pickup, 


$1,025. 
"56 Ford %-ton pickup, $850. 
’54 Ford %-ton pickup, $430. 


‘50 Ford %-ton pickup, $320, 


FLINT, MICH. 
Flint Auto Auction, Inc. Sale every 
Thursday. Prices are for sale of Aug. 14. 


Seemed to be same soft spots in the market, 


| only the exceptionally sharp pieces bringing 


i 


|} good prices. Sold 195 cars from 302 con- 

signments. 

BUICK—’58 Special Riviera, $2,585* (ps), 
$2,580° (ps). 

"S57 Super Riviera, $2,020°; Special Rivi- 
era, $1,975*, $1,635; 4-dr., $1,680*, $1,- 
630; 2-dr., $1,700*, $1,605*; RM conv., 
$1,930° (ps). 

"56 Special Riviera, $1,380*; conv., $1,- 
260° (ps), $1,225°; 4-dr., $1,195; Super 
Riviera, $1,380° (ps). 

"55 Century 2-dr., $1,200°; Super 2-dr., 
$1,130° (ps); Special 2-dr., $950*, $750. 

"54 Special 2-dr., $495*. 

"52 Special 2-dr., $255°. 

CADILLAC — '56 coupe de Ville, $2,450*° 
(ps). 
"54 (62) 4-dr., $1,305° (ps). 
CHEVROLET—'58 Biscayne (8) 2-dr., $1,- 
920°; Delray (8) 2-dr., $1,640. 

"S57 Bel Air (8) conv., $1,905*° (ps), $1,- 
400°; Hardtop, $1,690*, $1,480*; 2-dr., 
$1,560°; Two-ten (8) station wagon, 
$1,730°, $1,550; 2-dr., $1,350°, $1,235, 
$1,170; One-fifty (6) 2-dr., $1,215. 

"56 (8) Nomad station wagon, $1,510*, 
$1,350, $1,175*; Bel Air (8) 4-dr., $1,- 
200° (ps); 2-dr., $1,140°, $1,065*; Two- 
ten 4-dr., $1,060°, $960; 2-dr., $790; 
One-fifty (6) 2-dr., $890. 

*55 Nomad station wagpn, $1,280° (ps), 
$900° (ps); Bel Air (8) coupe, $1,- 
035°; 4-dr., $945° (ps); 2-dr., $855; 
Bel Air (6) 2-dr., $865; 4-dr., $795; 
Two-ten (6) 2-dr.. $760; coupe, $710; 
Two-ten (8) 2-dr., $715. 

"54 station wagon, $415; 2-dr., $320°*. 

"53 Bel Air coupe, $390°; 2-dr., $315, 
$330°*: 4-dr., $315; Two-ten 4-dr., $365; 
2-dr., $220; One-fifty 4-dr., $360, $240. 

"S52 2-dr.. $260. 

CHRYSLER—'55 Windsor Newport, $1,050° 
(ps). 


| 





PONTIAC—'57 Chieftain Hardtop, 


STUDEBAKER—'58 2-dr. 


DeSOTO—'53 Firedome coupe, $280*. 
| DODGE—’'56 Coronet (8) 4-dr., 


$1,035°; 2- 
dr., $975*, $750°. 

'55 Coronet (8) Hardtop, $750*; 
(6) 2-dr.. $665°; 4-dr., $575. 

"54 Royal (8) coupe, $425°. 

"53 station wagon, $325. 


Coronet 


FORD—'58 Fairlane (8) 300 2-dr., $1,850*. 

'S7T Fairlane (8) conv., $1,945° (ps), $1.- 

685*; Hardtop, $1,530°; 4-dr., $1,475*; 

Deirio station wagon, $1,515; Custom 

300 2-dr., $1,315*; 4-dr., $1,305°, $1,- 
260°. 

"56 Fairlane (8) 4-dr., $1,265*° (ps), $1,- 


220° ; 
065°, 


Victoria, $1,105; club sedan, 
$980*: conv., $930° (ps); 
$920°*; Custom station wagon, 

$1,095*, $960°; 4-dr.. $840. 
"55 Thunderbird, $1, 390; Fairlane (8) 4- 


$1,- 
2-dr., 
$1,220, 


dr., $905*, $700; 2-dr., $800; Custom 
Ranch Wagon, $765, $755; 4-dr., $700° 
(ps); 2-dr., $615*. 

"54 Crest (8) 4-dr., $485, $345°; Custom 
(8) 2-dr., $425; Custom (8) 2-dr., 
$265°. 

"53 Crest Victoria, $495; coupe, $290; 
Custom 2-dr., $360; 4-dr., $340, $260. 

"52 Custom coupe, $280*. 

HUDSON—’'55 Hornet 4-dr., $745*. 

’53 Hornet 4-dr., $260. 

MERCURY—’58 Monterey 4-dr., $2,000*; 


$1,820. 
$1,690°. 


Medalist 2-dr., 
*57 Monterey 2-dr., 


«’56 (8) station wagon, $1,585*. 


'55 4-dr. station wagon, $1,095; Monterey 


club coupe, $755. 
53 Custom 4-ds., $380* (ps). 
OLDSMOBILE—'56 (88) 4-dr., $1,245*. 
"54 (98) Holiday, $815* (ps). 
PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- 


575*; conv., $1,500*; 
top, $1,360*. 
"56 Savoy (8) station wagon, $1,195; 4- 
dr., $875; Belvedere (8) coupe, $1,000*. 
55 Plaza (6) 4-dr., $700*; Savoy (8) 
club sedan, $620*. 
"54 Suburban, $465. 
"50 Suburban, $235. 


Savoy (8) Hard- 


$1,820° 
$1,- 


Cata- 


(ps); club coupe, $1,575*; 2-dr., 

500°. 

"56 Star Chief 4-dr., $1,290* (ps); 
lina, $1,205*; Chieftain Hardtop, $1,- 
200°; 4-dr., $1,100°; 2-dr., $940*. 

55 Chieftain 4-dr., $1,260* (ps); Star 
Chief sedan, $965* (ps), $895* (ps). 

"53 Custom Chieftain Catalina, $435*; 4- 
dr., $275*; Star Chief 4-dr., $240*. 

"58 2-dr., $1,505, 

"57 4-dr., $1,375, $1,350*. 

station wagon, 
$1,290* (ps). 

"55 ey coupe, $925; Champion 4- 











a —’57 Ford Delivery, 
$85 


"55 Soren %-ton pickup, $575; Ford, 
%-ton pickup, $675. 
"54 Chevrolet %-ton pickup, $615; %-‘on 
utility, $425; 2-ton rack, $375. 
’50 Ford %-ton pickup, $225. 
* * * 


— Auctions in Brief — 


WEST PALM BEACH, FLA. 
West Palm Beach Auto Auction. Sale 
every Thursday (Aug. 14). Market is firm 
on clean merchandise. Off on average cars, 
* . > 


FARGO, N. D. 


Tri-State Auction. Sale every Thursday 
(Aug. 14). Very good on all clean cars, 
Sold 91 cars from 170 consignments. 

. > * 


JENISON, MICH. 

Grand Rapids Auction. Sale every Tues- 
day (Aug. 12). Sharp cars are growing less 
plentiful. Prices very high even on average 
and fair cars. Sold 124 cars from 168 con- 


signments. 
. . * 


WAREHOUSE POINT, CONN. 
Southern Auto Sales, Inc. Sale every 
Wednesday (Aug. 13). Market in this area 
has a strong need of good clean cars. We 
definitely have the buyers who will pay 
top dollar value for these units. Sold 132 
cars from 197 consignments. 
> > . 


MANHEIM, PA. 


Manheim Auto Auction. Sale every Fri- 


day (Aug. 15). The market is slightly 
softer. Sold 78 percent of 668 consignments, 
> . . 
INDIANAPOLIS 


Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (Aug. 14). Prices remained 
steady again this week. The quality of 
cars offered for sale were a bit better than 
in previous weeks. Sold 84 percent of the 
consignments. 


Used Imported 
Cars 


Albany 


Fiat—'58 4-dr., $1,275. 
MG—’58 Roadster, $2,025. 
Vauxhall—’58 4-dr. Victoria, $1,315. 
Volkswagen—'56 coupe, $1,125. 

*55 Sun Roof, $975. 


Detroit 
Borgward—'57 2-dr., $1,500. 
MG—'56 Roadster, $1,610. 
Valdosta, Ga. 
MG—’56 conv., $1,000. 


Renault——'57 4-dr., $780. 
Volkswagen—'56 sedan, $1,250. 


Flint 


Morris—'57 station wagon, $865. 


Ebensburg, Pa. 


English Ford—'58 2-dr., $1,150. 


Littleton, Colo. 


English Ford—’58 station wagon, $1,345. 
Volkswagen—'58 Delivery, $1,975; 2-dr., 
at $1,725. 
'ST Karmann-Ghia coupe, $1,925. 


Dyer, Ind. 


Austin—’52 4-dr., $295. 
Isetta—'57 conv., $690. 


Portland, Ore. 


Volkswagen—'56 2-dr., $1,175. 


Chicago 
Volkswagen—'57 Karmann-Ghia, $1,810. 
"56 2-dr., $1,270. 


Los Angeles 


Hiliman—’'55 Californian, $800. 
Isetta— ‘58, $620. 
Jaguar—'48 conv., $680. 
Lioyd—'57 2-dr., $430 
MG—’'57 Roadster, $1, 800, 
'54 Roadster, $700. 
Mercedes-Benz—'57 4-dr., $2,430. 
Simea—'56 4-dr., $925; 2-dr., 
Triumph—'57 Roadster, $1,975. 
Volkswagen—'57 bus, $1.400. 
"56 2-dr., $935. 
’55 2-dr., $1,060. 
Volvo—'56 2-dr., $1,280. 


Warehouse Point, Conn. 


Renault—’'58 4-dr., $1,250. 
"57 4-dr., $895. 
Volkswagen—’'57 2-dr., $1,100. 


West Palm Beach, Fla. 


English Ford—'54 conv., $510. 


Elevator Makers 


Announce Merger 


CINCINNATI.—Shepard Warner 
Elevator Co. is being merged into 
Dover Corp., Washington. 

The alliance with Dover, whose 
operating division, Rotary Lift Co. 
Memphis, also builds elevators, 
makes the Shepard-Rotary combi- 
nation the nation’s third largest 
manufacturer of passenger and 
freight elevators, Shephard said. 
Rotary also makes hydraulic auto- 
mobile lifts and industrial equip- 
ment. 

Shepard Warner will be known 
as Shepard Elevator Co., division 
of Dover Corp. Stanley M. Rowe 
jr., Shepard Warner president, will 
be president of Shepard Elevator 
division. 


$1,675. 


$710. 
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Correspondent George L. Glaser Writes ... 


Auto Letter from Europe 


ONN, Germany.—_New German 

weight restrictions and such 
considerations as tire wear and 
joad distribution caused Daimler- 
Benz to switch to the use of two 
front axles for its heavy-duty, nine- 
4on truck. 

Some British and Spanish trucks 
employ a similar design principle. 

The new Daimler-Benz unit has 
two four-ton axles up front and 
an eight-ton rear axle. On export 
models, however, the rear-axle 
weight can be increased to 10 
tons. 

The truck, the LP 333, has a 200 
horsepower, six-cylinder diesel en- 
gine and can pull a fully loaded 
16-ton trailer, Daimler-Benz said. 
It is equipped with a fully syn- 
chronized six-speed transmission 
which has air-pressure-assisted 
shift serve, air-pressure-directed 
exhaust-engine brake, air-pressure 





six-wheel brakes and power steer-| 


ing. 

Three chassis types will be 
offered: Short forward control cab 
for two, forward control cab for 
three with two beds behind it and 
another with a “swallow’s nest” 
bedroom above the cab. 


* ® * 


Tire Cost Is Cut 


INCE the load can be better dis- 
tributed, Daimler-Benz said, the 
truck can be equipped with nine 
9.00 by 20 tires at less cost than 
seven larger tires for a truck with 
two rear axles. The LP 333 has the 
shortest turning radius of any 
truck in its weight group, the firm 
said. 


Italian Output Is Up 
Italian auto industry said 


I it produced 99,602 vehicles in| 


the first quarter of 1958, an increase 
of 26.4 percent over the correspond- 


ing period a year ago. Exports) 
totalled 37,403 units, a new record, | 


and represented 37.5 percent of total 
production, the industry added. 

In Turin, Fiat announced it pro- 
duced 306,120 vehicles in 1957, 36.4 
percent of which were exported. 
The firm said it made 285,656 pas- 
senger cars. No new models are due 
for the rest of the year, Fiat added. 


7 + > 


Perkins Shows Tiny Diesel 

ERKINS, the British diesel man- 

ufacturing firm, has exhibited a 
tiny new four-cylinder engine, a 1.6 
liter, 48 horsepower and 4,000 r.p.m. 
job. The firm said the engine has 
been tested in the Arctic and 
Tropics and in Vauxhall, Morris, 
British Ford, Simca and Mercedes 
cars 


production soon in a Spanish plant 
near Madrid. The firm also will 
open a new parts depot in Aschaf- 
fenburg, Germany. 

> > > 


Assembly Records Set 


SPOKESMAN for the British 
auto industry announced that 


|small sports car called the Austin- 


| 


| 
| 
| 





Perkins said it will start engine 


| 
i 
| 
| 


car production in the first quarter 


of 1958 averaged 5,600 units a day, 
&@ new record. 


A car-production record also was 





Feur Wheels Front— 


This is how the front end of Daimler- 
Benz's new heavy-duty truck looks. The 
truck uses two front axles, through which 
ali wheels are steered, and a rear axle. 
It has the shortest turning radius for a 
truck in its weight class, Daimler-Benz 
said. 


set in West Germany. The industry 
turned out 373,000 cars in the first 
quarter, about 5,650 units per work- 
ing day. An increase of 47 percent 
in station-wagon popularity was 
reported, while trucks in the one-| 
ton class achieved the biggest gain | 
among commercial vehicles. 
* * + 


Borgward Building Plant 


— is building a new 
plant in Osterholz, Germany, 
for production of air-raid and| 
emergency vehicles. NSU of Ger-| 
many and Alfa-Romeo of Italy have | 
signed an agreement under which | 
each will represent the other in its 
homeland. NSU reportedly is con-| 
sidering assembly of Alfas at a 
later date ... 


In Stuttgart, Porsche an- | 


nounced it had increased daily 
output of sports cars from 25 
to 42 units... 


In England, Austin announced a 


Healey “Sprite.” Austin said the 


80 miles and should deliver 30-40 
miles per gallon of gasoline, 
© +. * 


Mercedes in Australia 


AIMLER-BENZ and Standard 

Motor Products, an Austrialian 
firm, have joined in the production 
of Mercedes-Benz trucks in a 
Melbourne plant... 


Yugoslavia announced it has 
ordered 3,000 Perkins diesels for 
use in Massey-Ferguson tractors 
and Yugoslav-built “Zadrugar” 
tractors ... 

Auto-Union Corp., now a unit of 
Daimler-Benz, said production of 
a small car with a two-cylinder, 
two-cycle engine has been approved. 





Circular Service Station— 


An ultramodern, three-level circular service station, called the “Service Star,” has 
been opened by A. & R. Hinteregger (Ford) in Vienna, Austria. The firm said the 
station can handle any make without the customers waiting. On the top level are 
nine slots over which the car to be serviced is driven from a rotating ramp in the 
center. On the second level, shown above, is the working area where all of a service- 
man's fools are ct his side. This level rotates, allowing specialist to move to his 
particular job overhead. On the third level is the stockroom, where lubricants and 


Denver Tag Receipts Gain 
DEN VER.— Receipts of the 
Denver Motor Vehicle Depart- 
ment for the first half of the year 
| were more than 3 percent ahead 
of the same period of 1957. Cash 
receipts for the six months were 





car has a top speed of better than 


$4,826,319, compared with $4,680,- | other materials are stored. Lubricants are pumped into greasing equipment on the 
860. 


' second level. 





Pneumatic Spring Controls are made with Enjay Butyl 
to provide quieter, softer cushioning in automobiles. 





actual 


Enjay Butyl Rubber is used by the 
Armstrong Rubber Company, West Haven, 
Connecticut, in the production of Air Lift 
Pneumatic Spring Controls for the Air Lift 


Company, Lansing, M 


Lift units are inserted between leaf spring 
and frame to support overloads and cushion 
all moving parts of suspension. Inflatable 
to meet load requirements, these units pro- 
tect vehicles—provide a smoother, safer ride. 


Pioneer 


ENJAY COMPANY, INC., 15 West 5ist Street, New York 19, N. Y. 
Akron + Boston + Charlotte * Chicago + Detroit + Los Angeles * New Orleans + Tulsa 


ly lets you ride on ai 


Each week the Armstrong Rubber Com- 
pany turns out thousands of Air Lift units 
made from Enjay Butyl Rubber. They 
chose Enjay Butyl because of its superior 
air retention and resistance to aging. Since 
tough, weatherproof Butyl] is low in cost, 
it may be the answer to lower production 
costs for you. For complete information 
and expert technical assistance, call or 
write the Enjay Company. 


ichigan. Butyl Air 


Enjay Butyl is the greatest 
rubber value in the world. 
It’s the super-durable rub- 
ber with outstanding resist- 
ance to aging « abrasion « 
tear « chipping « cracking « 
ozone and corona « chem- 
icals « gases « heat « cold « 
sunlight « moisture. 


in Petrochemicals : 





a 
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A comprehensive guide to safety | 
and mobility in cities faced with 
growing traffic congestion and 
other transportation problems has 
been developed by the National 
Committee on Urban Transporta- 
tion. 


The rpogram is contained in a 
96-page handbook entitled “Better | 
Transportation for Your City” and 
in 15 supplementary manuals, each 
of which details standards and 
procedures for separate but inte- 
grated phases of urban transpor- 
tation. 

Additional manuals are being 
prepared. Among the subjects al-| 
ready covered are: “Modernizing 
Laws and Ordinances,” “Determin- 
ing Street Use,” “Measuring Traf- 
fic Volume” and “Maintaining Ac-| 
cident Records.” 

According to the Automobile | 
Manufacturers Assn., the program) 
is the first such guide ever made 
available to municipal officials. It 
is endorsed by the joint committee | 
of the American Municipal Assn., 
the American Assn. of State High- 
way Officials and other bodies. 

The National Committee on  Ur- 
ban Transportation is made up of 
U. S. and Canadian public officials | 
and is supported by equal grants 
from the U. S. Bureau of Public 
Roads and the Automotive Safety) 
Foundation. 

The safety foundation is sup-| 
ported by industries in the high- 
way transportation field, including 
motor-vehicle producers through 
the AMA, The foundation spends 
about $2 million a year in grants 
and technical staff services for 
highway safety projects. 
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, ates 
Offer Help 
To Stranded 


} 


} 






or assessments. There is a normal 
fee for the kit, however, GSL said. 

Included in the kit is a flag with 
the words “Please send help.” The 


flag should be used only after the| 


motorist parks his car in a safe 
place off the highway, GSL said. 

The motorist also should raise 
the engine hood and leave it up 
until help arrives, GSL added. 
Then the motorist should stand at 
the rear license plate and display 
the flag, which glows both night 
and day, the group said. 

“When you get a signal that 
help will be sent, sit in the car 


and keep all doors locked until| 


help arrives,” GSL urges its mem- 
bers. The approaching motorist 
who is a GSL member will flash 
his lights on and off and signal 
with his horn, GSL said. 


H ighway Experts 
Back House Bill 
On Funds Award 


Witnesses appearing before the 
House Roads subcommittee have 
unanimously endorsed a bill by Rep. 
Fallon, Maryland Democrat, to 
amend the Federal-Aid Highway 
Act of 1958. 

The legislation would make the 
estimate of cost for completing the 
Interstate System in each state, as 
transmitted to Congress on Jan. 7, 
1958, the basis for making appor- 
tionments of funds to the states for 
fiscal years ending June 30, 1960, 
1961 and 1962. 

Federal Highway Administrator 
Bertram Tallamy; C. R. McMillan, 
president of the American Assn. of 
State Highway Officials, Maj. Gen. 


|Louis W. Prentiss, executive vice- 


president of the American Road 
Builders Assn., and M. Clare Miller, 


| representing the Associated General 


Contractors, testified in support of 


|the bill. 
The Good Samaritan League, a| 


Pointing out that advanced plan- 


group of motorists who pledge to/| ning by state highway departments 
send help to those in trouble on/is “essential,” Tallamy said the 
the road, offers a kit in which the|Commerce Department “strongly 
stranded are told how to appeal| recommends” enactment of the 


for help. 


GSL said membership in the 


public assistance association, 221) 


N. LaSalle St., Chicago, offers life- | 
time benefit and there are no dues) 


| measure during the present session 


of Congress. 

Telegrams and letters in support 
of the bill also were received from 
the American Automobile Assn., the 





American Retailers Assn., the Na- 

tional Grange, state highway de- 

partments and several congressmen. 
* * * 


Trip Insurance 
25 Cents Buys Protection 
On N. Y. Thruway 


For 25 cents motorists on the New 
York Thruway can insure their trip 
against the cost of breakdowns. 

The Emergency Highway Protec- 
tion Corp., Troy, N. Y., said the first 
100 vending machines for the insur- 
ance tickets had been placed in op- 


| eration. 


Each 25-cent ticket insures a mo- 
torist against repair charges up to 


| $25. The tickets are good up to 48 


hours. 

When an insured car breaks 
down, service and repairs will be 
made by members of the Thruway 
Garage Contractors Assn. The as- 
sociation includes all 20 service sta- 
tions that handle breakdowns on 


the superhighway. 


The corporation said the 25-cent 
policies cover all breakdowns, in- 
cluding running out of gas, the cost 
of road service, labor performed on 
the road, and towing. 

o = + 


Racing Events 
Called Road Blocks 
To Traffic Safety 


Auto racing and drag-strip 
events are “roadblocks in the path 
to greater traffic safety,” according 
to R. C. Salisbury, safety director 
for the Wisconsin Motor Vehicle 
Department. 

“In glorifying speed, these events 
promote a competitive spirit which 
all too often is carried over into 
public roadway driving by both 
participants and spectators,” Salis- 
bury said. 

Drivers permitted to take part in 
these events include a “substantial 
number of operators who have 
demonstrated unwillingness to abide 
by traffic laws in their regular 
driving,” he charged. 

A check of driver records dis- 
closed that eight of 11 Wisconsin 
drivers in a recent Midwest drag- 
strip championship time trials at 
Union Grove “have accumulated 
demerit point totals far different 
than any point totals won in the 
race,” he said. 


Salisbury revealed that four | 
dragster operators have been con-| 


victed of speed-limit violations, 
Three speeders are reported to have 
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had recent highway accidents, he) 
added, two are listed as having) 
been convicted of making unneces- 
sary vehicle noise, and one is listed 
as guilty of a muffler violation. 


Injury Dip Laid 
To Seat Belts, | 
Better Door Locks 


Auto seat belts and redesigned 
door locks have been the principal 
factors in reducing traffic-accident 
injuries, according to John O. 
Moore, director of Cornell Univer- 
sity’s automotive-crash-injury pro- 
gram. 

He said the injury rate in acci- 
dents involving cars with seat belts 
has dropped 60 percent since 1956. 
Improved locks have cut the risk 
of occupant ejection by 48 percent, 
he added. 

Moore asserted, however, much 
more action is necessary to reduce 
crippling injuries, which he said 
now average 50 million annually in 
the U.S. 

Researchers must study and im- 
prove the major factors of traffic 
safety — drivers, cars, roads and 
equipment, he continued. The great 
hope lies with makers of cars and 
automotive equipment, he said. 

“The manufacturers are doing 
an amazingly good job in producing | 
cars that remain intact during 
crashes,” Moore said. 


20 Scholarships 
Offered in Contest 


Twenty college scholarships will) 
be awarded to 20 boys or girls who 
give the best answers to what can 
be done to assure greater highway | 
safety in the U. S., according to 
William O'Neil, president of Gen- 





eral Tire & Rubber Co. 

A first-prize scholarship of $1,000 
will be awarded for the best 
answer, $900 for the second best 


and $850 for the third best, Fourth | 


to 14th prizes range from $800 to 


$300 scholarships in a descending) 


scale of $50 less for each prize. The 


remaining six prizes amount to} 


$200 each. 

O'Neil said each candidate must! 
write in 250 words or less what he| 
thinks could be done to assure 
| greater highway safety. 


17-to-1 Shot 
| Odds on Accident Cited 


At U-M Institute 


Your chances of having an auto 
|accident this year are about one in 
117, but those who've taken driver- 
leducation courses have twice as 
| good a chance of avoiding accidents, 
a safety-education expert told a 
| University of Michigan Institute of 
| Teacher Preparation for Driver Ed- 
| ucation. 





A safety-education consultant for 
|\the Automobile Club of Michigan, 
| Joseph Zabelski, told the driver- 
training teachers: “The accident 
picture across the nation must im- 
|press your students with the tre- 
mendous loss of property, lives and 
|time which are the direct result of 
|motor accidents. The greatest pro- 
tection for them is to study this 
accumulated knowledge and learn 
|\why the accident rate is so high.” 

Zabelski said 110 persons are 
| killed and 3,800 are injured daily in 
|auto accidents. But surveys have 
|shown that driver trained students 
jhave an accident rate about half 
|that of nontrained motorists, he 
said. 





> o 7 
Allstate Insurance Honors 
Doctor for Safety Leadership 

Dr. Fletcher D. Woodward, 
chairman of the American Medical 
Assn.’s committee on medical as- 
pects of auto crash injuries and 
deaths, has been awarded the All- 
state Safety Crusade certificate of 
commendation for outstanding lead- 
ership in traffic ‘safety. 

Dr. Woodward has emphasized 
the need for strict physical-fitness 
requirements for drivers, seat belts 
as standard auto equipment, im- 
proved law enforcement and stern 
treatment of drunken and reckless 
drivers. 





+ * = 
Oregon to Put Seat Belts 


In State-Owned Autos 


Seat belts will be standard equip- 
ment for all state-owned passenger 


cars, according to John Richardson, 
finance director. 

As a first step, 33 motor pool cars 
in Salem and Portland will be 
equipped along with 350 cars in 
State agencies such as police and 
highway department. Belts will be 
for the driver and one front-s-at 


passenger. 
* > ” 


Car-Care Wall Chart 


“Car Care Wall Chart,” a three- 
section discussion of automotive 
finishes—free. E. I. du Pont de 
Nemours & Co., Room D-8167, 
Du Pont Building, Wilmington 
98, Del. 


National Safety Congress 
Scheduled Oct. 20-24 


Plans are complete for the 46th 
National Safety Congress, to be 
held Oct. 20-24 in Chicago. 

The Congress annual convention 
of the National Safety Council will 
have 300 sessions and 900 speakers 
and will attract an expected 12,500 
safety specialists from the United 
States, Canada and several foreign 
countries. 
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GM Gives 5 Percent of List to Dealers... 
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Car Discount Plans Are Varied 


(Continued from Page 1) 


effect since the 1958 models ap- 
peared. The executive discount was 
returned to its former level, and 
the 5 percent payment kept dealers 
happy. 

Most GM dealers like the present 
arrangement. One of them recently 
called it “one of the best breaks 
the factory has given us.” 

+ * > 
CHEVROLET dealer estimated 
that he usually makes $100 to 

$150 on these cars. “Most of them 
are more expensive models, and 
they're pretty well loaded with 
equipment,” he said. 

Ford Motor Co. dealers have few 
kind words to say about their cor- 
poration’s executive-discount ar- 
rangement. 


open to production workers and 
all other employes who are not 
eligible for the executive or 
“dealer-cost” program. 

Chrysler employes who buy under 
this plan get the figures from a 
dealer and take them to the factory 
for approval. The car then is tag- 
ged at the factory and delivered 
through the dealer. 

Employes used the program quite 
extensively when it was introduced 


| 
|}in 1955, but it is seldom used now. | 


One dealer said he hadn’t handled | 


jan “18-percenter” in nine months. 


* * aa 


— buying under this pro- 
gram must pay the factory cash 
for their car and must peddle their 
own tradein. Both these features 
present drawbacks for workers in| 


figuring it as part of the over- 
all transaction, 

Dealers occasionally “finance” an 
18 percent deal by advancing the 
cash the worker needs to pay the 
factory for the car. In these cases, 
the dealer actually is loaning 
money to permit the worker to 
buy the collateral (the car) which 
secures the loan. 


* ” * 

Aas => company discount 
program is the sale of “brass- 
hat” cars, vehicles that have been 
used by top personnel or for pro- 
motional purposes for a certain 
period, with title remaining in the 

company. 
The Big Three policies on these 
cars are similar. The GM plan 
works like this: The brass-hat car 
















ul 








. “Our only chance to make a | the low and medium-income brack-|jg maintained in service for 3,000) ’ 
buck on a tagged car,” one | ets. ‘ | miles, or 90 days, and then is sold | 
‘d dealer said, “is to keep the guy | Chrysler retailers receive a flat|at a discount of 35 percent from| Plymouth Dealers Elect— 
n as a service customer. And a lot | fee for handling an 18 percent pur-|the list price with optional equip-| Newly-elected officers of Maricopa County (Phoenix, Ariz.) Plymouth Dealers Assn. 


of them have their cars serviced 
at the factory.” 


Studebaker-Packard and Ameri-| 


can Motors also have employe- 
discount programs, both of which 
include production workers and 


lower-salaried personnel as well as | 


executives. 
At each company, the purchases 


are made through dealers, and the | 


employe discount is less than the 
dealer discount. 


The AMC plan is the most dem-| 


Sought in Miami 


MIAMI.—The Miami Independent | 
Auto Dealers Assn., once the larg-| 


ocratic of all, since each employe 
—from janitor to president—re- 
ctives the same discount, Many 
AMC officials, of course, are ex- 
tended company cars for their own 
use. 
> > > 
THE early postwar years, Ford 
and GM permitted salaried 
workers who were not in the bonus 
class to purchase cars at a 10 per- 
cent discount, but these plans be- 
came superfluous when the seller's 
market ended. 

Today’s buyer can get a better 
discount than 10 percent without 
factory assistance. 

Still in effect is Chrysler Corp.’s 
18 percent discount plan which is 





chase, and one dealer estimates 
that the payment is about $180 on 
a Plymouth, including make-ready 
and warranty. But many dealers 
are lukewarm about the plan. 
They argue that they lose the 
finance reserve on the deal and, 
if they take the tradein, they 
must pay cash for it rather than 


Sunday 





Closing 


est group of used-car dealers in the 
U. S., has virtually suspended oper- 
ations, although with an improve- 
ment in the used-car market there 
are hopes that activitics soon may 
be revived. 

Meanwhile, a drive spearheaded 
by L. P. Evans and others among 
the larger dealers are renewing 
efforts toward Sunday closing, 

If voluntary efforts fail, there is 
the possibility that groups of both 
new and used-car dealers may seek 
passage of a Sunday-closing bill in 
the 1959 Legislature. 





Far Below °57 Totals .. . 


Dealer Dollar Sales Dip 


WASHINGTON. — New-car deal- 
ers’ dollar sales in June fell below 
the May total to a figure far below 
the volume of June, 1957, the Com- 
merce Department reported. 

Dealers’ June volume was put 
at $2,446 million, 2 percent below 

the $2,489 million in May and 18 

percent below the $2,965 million 

for June of last year. 

The dealers’ total for the first 
half of this year was $14,046 mil- 
lion, a drop of 14 percent from the 
$16,423 million for the like period 
of last year. 

June dollar sales of all retailers 
in the U. S. was put at $16,603 mil- 
lion, a drop of 4 percent from the 


May total of $17,364 million and a} 
decline of 3 percent from the $17,-| 
114 million for June of last year. | 


For the first half, total retail vol- 
ume was $94,858 million virtually 
unchanged from the $95,349 million 
in the like period of 1957. 

Tire, battery and accessory 
dealers had a volume of $205 
million, in June, one percent 
above the May total but down 2 
Percent from the June, 1957, fig- 
ure. This group’s volume in the 
first half was $1,024 million, down 


itn Raait Celie 





3 Dayton Dealers | vam 


DAYTON, O.— Three auto deal-|™"mes 
ers are scheduled to appear before 


the Ohio Dealers and Salesmen’s 
Licensing Board for hearings on 
alleged violations of a State motor- 
vehicle rule. 

The dealers are Herb’s Auto 
Sales, Padgett Used-Car Lot and 
Park Motors, Inc. (Dodge). 

All have been accused to violat- 


ing a rule which stipulates that 


& customer must be provided with 


& written statement of the insur- 


$7 million from the first half of 

1957. 

The volume of service stations in 
June was put at $1,331 million, down 
less than one percent from May 
but up one percent from the year- 
earlier total. Service station volume 
in the first half was $7,463 million, 
a gain of 3 percent from the 1957 


\Chry 


Improved Paints 





total. 


Dollar sales of automotive equip- 
ment and tire wholesalers in June 
was put at $376 million, one percent 
above the May total and 5 percent 
ahead of the June, 1957 volume. 
For the first half, this group’s vol- 
ume amounted to $2,126 million, up 
7 percent from the like period of 
1957. 


jsays the number of such cars is 
“insignificant.” 

Employes get first chance at 
| these cars at each of the Big Three, 
and dealers may bid on the left- 
overs. 
choicer units are gone before their 
| turn comes. 

At Chrysler Corp., all brass-hat 
cars now must be delivered 
through dealers, with the dealer 
receiving $75 for handling the 
transaction. 

Some Chrysler dealers have com- 
plained that some of these cars are 
really surplus production units and 
are considerably “newer” than 90 
days or 3,000 miles. 

Ford and GM dealers also have 
expressed some dissatisfaction with 





|the disposition of brass-hat cars. | 
| It’s one of the points on which the 


dealers of all three corporations 
base their plea that the manufac- 
turer “get out of the retailing bus- 
iness.” 

—Joun K. Teanen Jr. 


sler to Use 





On 759 Models 


(Continued from Page 2) 


sistance to these common causes of 
surface finish deterioration: 

1. Chalking—oxidation of the 
enamel’s outermost layer. 


2. Checkin g—appearance of | 


tiny, hair-line cross-hatching in 
the surface, 

3. Bronzing—a surface discolora- 
tion, sometimes seen as a “rainbow” 
effect in the darker finishes. 


As a result of primer improve- 
ments, Loofbourrow added, the 
finishes on the cars also will have 
these advantages: 

1. Great resistance to chipping 
or cracking, due to greater elas- 
ticity of the foundation primer coat. 

2. Great resistance to corrosion 
because of the primer’s chemical 
make-up. 

3. A velvet-smooth finish due to 
additional surfacing (wet-sanding) 
operations used in production. 
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Rebel Joins Police Force— 






Jim Bowe, left, Rambler dealer in Conshohocken, Pa., delivers a '58 Rambler Rebel 
&@nce charges, financing, trade-in|V-8 to the Conshohocken police department. With Bowe are Patrolman Raymond 
value of his car and other charges.| Alexander and Police Chief Charles Marwod. 





ment at the dealer net price. GM) 


Dealers complain that the) 


GM Stock Gains Backing 


| tember. 
| October. 


ore, from left, Fred Scoles, Thunderbird Motors (DeSoto-Plymouth), vice-president; Jess 


Butler, Bill 
Town and Country Plymouth, presidert. 


Luke Motors (Chrysler-Plymouth), secretary-treasurer, and Bob Montana, 





Plan to Let du Pont Retain 


CHICAGO.—A proposal that E. L. 
du Pont de Nemours & Co. be al-| 
lowed to retain ownership of 63 
million shares of GM stock but be| 
deprived of the right to vote the| 
shares has received added support. | 


Samuel E. Cowen, an attorney | 
appointed to protect the interests 
of GM stockholders, made recom- 
mendations similar to those of 
Andrew J. Dahistream, cour t- 
appointed protector of du Pont 
stockholder interests, 

Cowen urged that individual du 
Pont stockholders be given the vot- 
ing rights of the GM shares. He 
would bar du Pont officers, directors 
and members of their families from 
voting. 

He also would exclude officers, 


directors and families connected | 


with Christiana Securities Co. and 
Delaware Realty & Investment 
Corp., two holding companies 
affiliated with du Pont. 

Twelve percent of du Pont’s 
holdings also would be denied 
voting rights under the Cowen 
proposal. 

The attorney also recommended 
dissolution of all contracts under) 
which GM bought specified quanti- 
ties of du Pont products in the 
automotive finishes and fabrics field. 


When the entering of recom- 


|mendations has been completed, 


Judge Walter J. La Buy of the) 
Federal District Court in Chicago | 
will hold pretrial hearings in Sep-| 


A trial is scheduled for 
In antitrust proceedings started 





Dodge Promotes 


3 Truck Officials 


DETROIT.—Appointment of three 
executives in the truck product 
office has been announced by 
Dodge. They are: 

F. L. Sage jr. to the newly 
created post of manager-volume 
planning and program timing; G. 
F. Butts, manager-product planning 
analysis, and M. R. Krause, to the 
newly created job of manager- 
engineering. 

Sage had been resident sales 
engineer for Dodge Truck. Butts 
was product planning manager for 
Dodge Truck and Krause was as- 
sistant chief engineer of truck 
design. 


Rochester Seeking Tire, 


Tube Bids for First Time 


ROCHESTER, N. Y.—Competitive 
bids on tires and tubes for the 
City’s fleet of cars and trucks are 
being sought for the first time. 

Up to now, the purchasing agent 
ordered tires and tubes in lots cost- 
ing less than $1,000. When a City 
order exceeds $1,000, gompetitive 
bidding is mandatory except for 
some exempted items. The new pro- 
cedure is expected to save a con- 
siderable sum. 
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in 1949, the U. S. charged that 
possession of 23 percent of all GM 
stock by du Pont and its affiliates, 
alleged control of GM by du Pont, 


| and certain arrangements between 


the firms resulted in unfair com- 
petition and constituted violations 
of the antitrust laws. 

The Government has proposed 
that du Pont and its affiliates sell 
to their individual stockholders— 
44 million shares each year for 10 
years. Another two million shares 
would be sold-at the going market 
price. 

Cowen said the market would be 
saturated with GM stock by selling 
the latter block of shares, plus two 
| million shares going to satisfy tax 
payments by individuals. He said 
it could cause a financial loss of 
up to $3 million to three million 
persons. 


Ending of Slump 
Spurs FRB Move 
To Tighten Credit 


(Continued from Page 4) 


between the end of the tight-money 
period last November and late 
April. These cuts resulted in at 
least two reductions in the interest 
charged by most finance companies 
on floor-plan financing for auto 
dealers. 

Floor-plan financing is one of the 
uses for the short-term money that 
finance companies gain from 
commercial-paper sales. As yet, 
there has been no report of in- 
creased floor-plan charges as a 
result of the boost in commercial- 
paper rates. 

The Federal Reserve System has 
increased the amount of cash that 
must be put up to buy stocks 
(margin requirement) and has 
given the slightest hint that it may 
be reducing the amount of credit 
available through banks. 

The increase in the margin re- 
quirement came as the stock 
market was just about back to its 
prerecession highs, It since has 
eased off a little. A number of 
observers remarked that rise in 
the stock market could be traced 
to fears of inflation. 

While the bond market has been 
upset by a complex combination of 
factors, bond prices are falling and 
the yield on the bonds is going up, 
a traditional pattern of recovery 
periods. 

The fears of inflation are tied in 
with the $12 billion Federal deficit 
expected for the current fiscal year. 
However, there are many who feel 
the economy can absorb the deficit 
in this recovery period without any 
great harm. 


Crowd Ever To See Race 


This Is The Day! 160 Cars 
Ready To Roll In Derby 


The 160 most envied boys in the world race for ‘ 
the championship of the 21st All-American Soap Box of staff for the Air Force, Is 
Derby at Derby Downs today. 


The race climaxes a fabu 





Celebrities 
Stunned By) 


‘Welcome 


Gen. LeMay. now vice chief py WILLIAM SCHLEMMER 

It started with a handful of| 
bobby soxers hopefully clutch- 
ing autograph books and gig: 


best known as the man who! 





Air Foree Chief Tells Key Personnel 


Big Derby Parade 


ir Force General Curtis EF 
the tremendous United States Air Force Band from Bolling | a baby. 





Sharper Than .Ever Derby Week! 


City Getting All Dolled Up 
To Greet Soap Box Champs 


Work has started on Akron’s annual beauty treat-, watching his fright fade inton| downtown to the Sheraton Hotel beginning at 10 a. m. Trenton. N. J. Mans‘ie 


ment—the dressup for the All-American Soap Box fu". 

| From Cedar st. 
, .__ St. Main st. will be all doll ‘ 
By Monday morning Akron’s downtown section = a all dolledn) 4 merican 


will be alive with color in keeping with Derby Week. 





2,53 “4 4 


The cars are the 


The Chamber of Commerce }} niav at Derby 


" 
‘ 


It built up into a big crowd, 
then a mass and finally a liv- 
ing blanket of humanity cov- 
ering the sidewalks and street 
in front of the Sheraton Hotel. 
And when Pat Boone came 
the last of three Soap Box 
Derby celebrities to be pa- 
raded Saturday to the hotel— 
the crowd was an explosive 
thing. It was a rush hour 
Manhattan subway mob and a 
World Series throng rolled 
into one. 


> . 7 
BOONE, Guy Madison and 
Eddie Bracken were stunned 
by the Derby greeting. 


Thev nleaded with the crowd 


ow 0000 vont ALL AMERICAN 


licket Demand 
Stuns Officials 





: . 


. 
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\ y 4 
Bunched Up Ear 
The three finalists 
record-breaking field of 
contestants from the Uni 
States, Canada, Germanys 
Philippines and Venezu 
were neck and neck halfw 
down the green-topped 
foot racing strip 


~~ - 
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Young Miley then forg 
ahead and maintained a slig 
edge until hitting the 850-f 
mark when his slick strea 
liner opened up a decisive mi 
gin 


Cleveland's Michael De 
Vella 14 af 11017 Maunt 





UTILITY poles will t 
ed in flags and will car 
by placards. Each of | 
All-American Derby bo: 

of ‘visiting celebrities, wi 


tickets in the All American his name listed on a f 


Gen. Le May Heads _ Derby’s Big, But Still 2% 0 som 
Just A Baby---Power 


Big as the All-American Soap Box Derby is, it's still 


11 a. m. Monday 


*S/Thousands are expected to greet them. 

160 All-@ -~—--—--- 
Derby 

racers which will be on dis 

Downe Tonside 


will be in Heat 15. Lane 3 
His opponents will be James 


Soap Box Derby's history This is a personal toucl 
has been a pleasant thing 
but it has brought on con- here to sta 

siderable problems. The last Overhead banners + 
available tickets were sold at bigger than ever, Me 


ed several years ago al 


will enonerate by dec 


« Stars And Cars Sparkle 
| On Saturday Derby Card 


Stars and cars are the highlights of Saturday's Robert Stine of Ash'ar 
All-American Soap Box Derby program. 
The stars are the Derby celebrities, Pat Boone, °PPOPents are Robet 
| Eddie Bracken and Guy Madison who will be paraded 


race in Heat 37, Lane 2 


Hague of Salem. (ve 
James J. Maguire. J 


Warren champions :nt 
Heat 46. William Sclir 
Mansfield will be in 

Warren's Joseph Mar'!i 


ly ' 
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PAT BOONE AND HIS RACER ARE ALL TUNED UP 





GUY MADISON HAS HIS RACER SADDLE BROKEN 


Ica That Steep Oil Can Run 


Stars Get The Jitters 
As Derby Amateurs 





Just bef e the «ta . o ‘ . ‘ “ d 
All-Ame! Soay Box er pe re 4 ave gotten m 
Aug. 17. three men wl - ‘ 4 ‘ fore e 
th g y ~ f f e e ¢ as? 
audiences will g f . e : stoh a half m 

It w t ™ e f WW © er. Y 





ree ae nna 
t EDDIE BRACKEN HANDLES HIS OWN REPAIRS ee: satile Eddie Scan 
org die ncage y 

wrens ~~ Soap Box Crown 


: Sights At Derby Put THAT MILA. is si 70,000 See 6-Foot Muncie Boy Cop 


110) collece ech ars) 


~: Tall Hoosier Wins 


siemens Thrilling Race 


fe | P nie Ashlie ‘ Lo 
Lump In Your Throat esi sos. 0. se. 1sntnt, sm sey, 1 
mi ead of I 


rd-place Day of Muncie, Ind., racing at a 24-mile-an-hour averaze 


g f Anderson. Ind 


streaked to victory with his low-slung black racer in 
Je By BETTY JAYCOX they could prophesy the prob-| Victor Holt and his daughter Ashley, 15. receives a 


the 21st All-American Soap Box Derby todav’* 


SOAP BOX DERBY 1958 










t > iam. % i “It's an awful lot of work. I nen. looking toward the back laughs. Knight praised the Ve ildn't get more jated all over the world a 
ul the 2ist All-American 50ap put it's an awful lot of fun.” of the auditorium. he said. actor's golfing prowess, not- space in the Beacop.J abe champs and their fami 


5 Box Derby Banquet of Cham- the cowboy star of TV and,“Andy Devine. Guy's TV side- ing that on the 523-yard ninth if we owne 


pions held Sunday night in movies said kick Jingles Jones ae ery Se 
‘1 aon so , > > 
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o These are a few of the thousands of stories and 
pictures which appeared in newspapers all over 

‘ 9 : 

a the country before and after the 21st All-American 

c Soap Box Derby. It is gratifying to witness the 
Derby’s increasing popularity all over the world. 
The sponsors—newspapers, radio and television 
people, civic and fraternal groups, and Chevrolet 
dealers—are happy to help make this great event 
possible. . . . Chevrolet Division of General 

" Motors, Detroit 2, Michigan. 

*t 

at 

J 

e 

nM K. E. Staley, executive assistant general sales man- Champion James Miley of Muncie, Indiana, receives 

r ager of Chevrolet, presents the $5,000 College the 1958 All-American Soap Box Derby Champion- 

Scholarship award to Champ Miley at the Banquet ship trophy from E. N. Cole, vice president of Gen- 





i of Champions attended by 1,700 people. eral Motors and general manager of Chevrolet. 
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Relief for Small Business 


Changes in 


Tax Rules 


Get Congress OK 


WASHINGTON. — Tax relief for 
small business, subject of long dis- 
cussions and little action in Con- 
gress for years, became a reality 
last week as the lawmakers moved 
hurriedly toward adjournment. 


The measure which will save 
operators of small businesses $260 
million in taxes won approval in 
beth houses of Congress and was 
sent back to the White House. 

The Administration has supported 
the measure so there has been no 
hint of a veto, although the bill 
goes against plans to hold the line 
on tax cuts. 

In addition, this session of Con- 
gress has produced a host of other 
legislation that will affect business. 
Key measures include: 

1. A measure increasing Social 
Security benefits and boosting the 
taxes that employers and employes 
have to pay to finance the program. 

2. A revision of the excise tax 
schedule. 

3. A bill cutting farm price sup- 
ports. 

4. A program designed to give 
small business easier access to 
capital. 

Tax relief for small business 





Chrysler Realigns 
Purchasing; Six 


Get Key Posts 


DETROIT. — Realignment of 
Chrysler Corp.’s purchasing activi- 
ties to bring divisional buying 
functions within the corporate pur- 
chasing department has resulted in 
six key appointments to the cor- 
porate purchasing staff by Emlyn 
Lloyd, director of purchasing. 

S. M. Baltzly has been ap- 
pointed director — supplier 
relations; W. G. Embury, pur- 
chasing a gent — nonproduction 
materials; F. O. Dutton, pur- 
chasing agent—body parts; J.C. 
Poyner, purchasing agent — raw 
materials; D. L. Shakotko, pur- 
chasing agent — paint and trim, 
and J. W. Snyder, purchasing 
agent—chassis parts. 

Baltzly had been purchasing 
agent for Chrysler division. He 
joined the company in 1956 after 
heading purchasing activities at 
various manufacturing companies. 

Embury was purchasing agent 
for Plymouth and has been associ- 


ated with the company’s purchas-| 


ing activities since 1942. Prior to 
that he served the company in 
various manufacturing and pro- 
duction control capacities. 

was supervisor of pro- 
duction materials buying in the 
corporate purchasing depart- 
ment. He joined Chrysler Corp. 
im 1957 after extensive experi- 
ence in purchasing positions with 


other manufacturing companies. | 


Poyner was director of supplier 
relations as well as purchasing 
agent for raw materials prior. He 
has been purchasing agent for 
Dodge and held other major pur- 
chasing positions since joining the 
company in 1926. 

Shakotko was purchasing agent 
for Dodge. He joined Chrysler 
Corp. in 1951 after working in pro- 
duction control elsewhere in the 
auto industry. 

Snyder was purchasing agent for 
production materials on the corpo- 
rate purchasing staff. He joined 
Chrysler Corp. in 1957 after serv- 
ing in major purchasing positions 
in the auto industry. 





S. Carolina May Scrap 
Year-End ‘Floor’ Tax 


COLUMBIA, S. C.—Sentiment 
is growing in South Carolina for 
dropping the State’s year-end 
“floor” tax on merchandise in a 
store or other place of business. 


Calling for abolition of “this 
taxation,” Senator Bruce 
chairman of a special 
legislative said the 
levy is possible to administer 
properly and leads to penalizing 
the honest businessman who de- 
clares his actual inventory. 





was made a part of a huge bill 
making numerous changes in the 
tax code. Some of these technical 
changes ease hardships caused by 
existing tax laws, others tighten 
loopholes. 

The relief measures are open to 
all businesses but dollar limits on 
the amount of benefits shift most 
of the tax saving to smaller firms. 

These are the tax changes which 
will be of the most benefit to auto 
dealers: 

Twenty percent of up to $10,000 
invested in any one year in new 
or used machinery, tools, fixtures 
and other tangible equipment may 
be written off in the first year. The 
remaining 80 percent is depreciated 
on a normal schedule, with the first 
year’s depreciation being charged in 
the same year as the 20-percent 
“bonus.” 

The provision does not cover 
money invested in buildings, real 
estate or inventories. Companies 
filing a joint return, such as those 
owned by husband and wife, can 
cover investments of up to $20,000, 
rather than $10,000. 


Losses in any year may be carried 
back three years, rather than two, 
to offset profits in those years. A 
1958 loss could therefore offset 1955 
profit, clearing the way for a rebate 
on taxes paid on 1955 profit. 

Corporations with 10 or fewer 
stockholders may elect to be taxed 
as partnerships. 

The amount a small business may 
retain from earnings without fear 
of tax penalties would go up from 
$60,000 to $100,000. 

Losses of up to $25,000 in small 
business may be treated as capital 
ordinary losses and charged 
against ordinary income in com- 
puting income taxes. Such losses 
are now considered capital losses 





and may be charged off only 






By Sanford Markey 

Staff Correspondent 
CLEVELAND. — The Ohio Inde- 
pendent Automobile Dealers Assn. 
|has been formed as a statewide 
|group to seek changes in Ohio 
|laws and to promote a fuller un- 
derstanding of the used-car indus- 
| try. The organization is affiliated 
| with the National! Independent 

Automobile Dealers Assn. 
Jan Ross, Columbus, is presi- 
| dent of the OIADA. Vice-presi- 
| dents are Joe Bassett, Toledo, 
representing the Northern dis- 
trict; Norm Lazier, Akron, East; 
Bill Justice, Portsmouth, South, 
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Up in the Air— 

Joe Levy jr., left, is attracting consider- 
able publicity and large crowds to his 
dealership, Walton Motors (DeSoto), in 
Chicago with a flagpole sitter atop a 30- 
foot pole set up on the firm's roof. Called 
“operation flagpole,” the promotion has 
passed the 40-day mark. And the ultimate 
objective—more showroom traffic—is being 
achieved. 


Seek Revision of Laws... 
Ohio Independents Unite 


against capital gains in comput- 
ing taxes. 


Estate taxes may be paid off over |” 


10 years, if the assets of a business 
make up more than 35 percent of 
the gross estate or more than 50 
percent of the taxable estate. A 4- 
percent interest charge will be made 
on the deferred payments. 

The excise-tax revision makes no 


changes in the levies on key auto-|/ , 


motive products. It, too, had an Ad-|/ § 


ministrative backing. 


The Social Security changes call | | 
for a 7-percent increase in benefits. | § 


The bill provides that employers 
and employes each will pay a 2%- 
percent tax on the first $4,800 of 
annual income after Jan. 1. 

The tax on self-employed would 
go up from 3% to 3% percent. 
The bill provides for increases in 
the tax rates every three years 
until 1969 when employers and 
employes would each be paying 
a 4%-percent levy and the self- 
employed would be paying 6% 
percent. 

Since a presidential veto had been 
threatened because the bill would 
increase Federal aid to state wel- 
fare programs, the fate of the bill 
in the White House is in doubt. 

The farm bill would reduce Fed- 
eral supports to key crops, tending 
to cut income in areas heavily 
dominated by the purchase of farm- 
ers. Gradual reductions of supports 
for corn, other grains with the ex- 
ception of wheat, rice and cotton 
are included in the measure. 
However, the farm legislation 
looks to less control on the number 
of acres that farmers can plant in 
the crops affected. 

The program designed to give 
small business aid in obtaining 
long-term capital consists of two 
parts. 





The Small Business Administra- 
tion, which grants loans to busi- 
nesses which cannot obtain private 
credit, was made a permanent Fed- 
eral agency, its interest rate was 
cut from 6 to 5% percent and the 
limit on individual loans was lifted 


| from $250,000 to $350,000. 


The second measure provides U. 
S. aid to private firms set up to 
supply long-term capital to small 
business. 





and Don Atkinson, Dayton, West. 

Clifford Scheuer, Columbus, is 
secretary-treasurer, and the gen- 
eral counsels are Seymour Terrell, 
Cleveland, and Thomas V. Apple- 

gate, Columbus. 

Irv Rubin, Cleveland, who pre- 
sided at the opening meeting, is 
chairman of the board. 

In its general objectives to fight 
for independent dealers, the 
OIADA pledged that it would seek 
the following: 

1. Revision of Rule Eight of the 
Ohio Motor Vehicle Law making 
it mandatory to give customers full 
details of all sales information 
prior to, or at the time of, secur- 
ing a deposit. 

OIADA feels this must be 
modified to be effective for both 
customer and dealer. 

2. Revision of Rule Nine which 
attempts to define when a new car 
becomes a used car. 

3. An increase in membership on 
the Motor Vehicle Board and the 
Dealers and Salesmen’s Licensing 
Board. 

4. The establishment of a uni- 
form closing hour for all Ohio 
dealers. 

Among those attending the meet- 
ing and representing their local 
groups were Bud Harper and Herb 
Hively, Dayton; Maj. Richard J. 
Chapman, Richard Beem and Coy 
Bymm, Columbus, and Rubin and 
Terrell, Cleveland. 

In explaining the groups objec- 
tives, Rubin, past president of 
NIADA, said creation of a state 
unit will give used-car dealers 
representation on “all levels of 
government, from local through 
national.” 

“We seek to strengthen laws to 
benefit both the dealer and the 
public,” he said. “Where existing 
laws make enforcement impossible, 
they should be modified.” 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 





Airman Wins Used-Car Contest— 


Airman First Class William Richardson, 


Rantoul, Ill., receives from James Brown, 


owner of B. & B. Motor Sales, Rantoul, a check in the amount paid for a cor he 
bought from B. & B. in the “win-your-car” contest sponsored by Sure-Car of America, 
Inc., used-car warranty firm. Looking on are Ivan Lape, left, who received a camera 


for selling the winning car to Richardson, 


manager for Sure-Car. 


and William Miller, Tuscola, Ill., distrid 





Move to Detroit Suburbs 


Helps Weather Slump 


(Continued from Page 3) 


Detroit. Its marketing area also | 
covers the communities to Rose- | 


gram,” Shaw said. “We use the 
Worth-More Car Plan to keep in 


ville and Fraser—an area of ap- | contact with our service customers.” 


proximately 380,000 population. 
“The population in this area has 
doubled in the last five years and 
it’s still growing,” Shaw said. “As 
home owners’ old debts are paid 
up, more money will become avail- 
able for other purchases and we're 
sure many of these will be cars. 
“Our used-car potential is excel- 
lent. Because of the lack of any 
municipal transit systems in the 
area, workers must rely on their 
own cars for transportation, The 
same situation also should result 
in more two-car families in the 


area.” 
= * * 


*‘Lower-Price’ Market 


HAW said the market is domin- 

ated by the middle-income 

group, “which is very good for 
lower-price cars.” 

The firm was established by Stark 
Hickey, Inc. as an independent op- 
eration when the territory was 
opened up by the Ford division two 
years ago. 

Shaw said Stark Hickey was 
awarded the franchise over sev- 
eral other firms. The parent com- 
pany has another Ford outlet in 
suburban Royal Oak. 

The East Detroit firm occupies a 
yellow brick one-story building con- 
taining 22,000 square feet. It stands 
on a 2%-acre site 420 feet wide and 
300 feet deep. The land and build- 
ing cost $500,000, Shaw said. 

The building contains offices for 
the general manager, sales man- 
ager, a conference room, two clos- 
ing rooms and a general office 
which is used for closings during 
the evening. There are four desks 
in this office and four on the show- 
room floor. 

The backshop has 24 stalls, in- 
cluding a wash rack, two lube hoists 
and two front-end machines. There 
are four stationary hoists and sev- 
eral portables. 

© *” * 


Tus shop force includes eight 


line mechanics, one lube man| |, 


and three mechanics who work full 
time on new-car make-ready and 
warranty. 

There are four men in the parts 
department, which carries a com- 
plete inventory and has sufficient 
room to store sheet-metal parts. 

Shaw said the service-absorption 
rate thus far in 1958 is about 50 
percent, up 15 percent over last 
year. 

The shop is laid out in such a 
manner that all operations can 
be observed from the elevated 
office of the service manager, 
Jerry Solmes. This eliminates the 
need for a shop foreman, Shaw 


said. ; 


“While our service volume is 
growing, it is not large enough yet 
to warrant our own followup pro- 





Thibodeau said the firm follows 
a strict policy on used-car move 
ment. 

“Most dealers who get into serious 
financial straits find it’s because 
they've allowed their used-car op- 
erations to get out of hand,” he 
explained. 


o > > 
Quick Decision 
y= a car is traded in, Thibo- 
deau continued, the used-car 
manager decides on the spot 
whether it is to be retailed or sold 
to a wholesaler. 

If the car is to be retailed, it is 
turned over to the service depart- 
ment for any needed repairs and 
placed on the lot, he said. 

“None of these cars is held for 
longer than 30 days,” he ex- 
plained. “If they don’t move in 
that time, we either sell them to 
a wholesaler or dispose of them 
at auctions. We may suffer some 
losses, but we figure we're far- 

ther ahead in the long run.” 
The firm’s used-car goal is two 
for retail to one for wholesale, or 
100 to 50 per month, Thibodeau said. 


At the moment the ratio is about 
70 to 50 because of the lack of cars 
due to the slump in new-car sales, 
he said. 


Resolute Appoints 
Jones to Top Post 


HARTFORD, Conn.—Val T. 
Jones, former executive vice 
president of the National Inde 
pendent Automobile Dealers Assn. 
has been elected a vice-president 
of the Resolute 
Insurance Group. 

Jones will be in 
charge of adver- 
tising and public 
relations pro 
grams of Resolute 
Insurance Co, and 
Resolute Credit 
Life Insurance 
Co. He was editor 
and publisher of 
. the defunct Auto 

Val T. Jones Week magazine 
prior to joining NIADA in June, 
1957. 


Boston Says 9,000 Drivers 


Owe City ’57 Excise Tax 

BOSTON.—Nearly 9,000 automo- 
bile owners face loss of their regis- 
tration as a result of failure to pay 
1957 City excise taxes, according to 
James E. Gildea, City treasurer and 
collector. 


The excise fees are part of $18 


million in uncollected City taxes, 
he said. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 








Week Week Jan. 1 Jan. 1 
Ended Same Ended Outpat, To To 
Aug. 23, Week, Aug. 16, August, Aug. 24, Aug. 23, 
1958 1957* 1958* To Date 1967* 1958 
AMER. MOTORS** ...... .......... a ddewiibn:~ sudan 64,750 110,834 
SRE ccovccseesveemecetese cestsenese ee 59,694 110,834 
CHRYSLER CORP. 2,180 26,119 7,929 19,465 909,417 389,824 
SI acces cassiiactnisecciiy * due EE: tiene oe 88,952 35,545 
BRIPOTBIE  ccccccccvsccscssesce  covcnsvers a 29,695 8,330 
Se iidiansdahis deidiiee ae * Ulsan “sean 86,620 22,956 
TUNIID — cccscccsnescccsosvccsvcsseen  ecccnocees 5,624 275 564 213,619 66,320 
Plymouth ................0. 2,180 15,137 7,654 18,901 490,531 256,173 
FORD MOTOR*** ........ 21,592 40,099 26,519 78,892 1,299,938 752,465 
EEE 170 5,406 353 908 18,618 8,448 
OO 17,432 28,919 21,989 65,409 1,045,485 643,263 
EEE 355 330 175 851 26,522 16,869 
RUE cxcccccencccncecevetnere 3,635 5,444 4,002 11,724 208,869 83,885 
GENERAL MOTORS .. 2,630 56,703 25,229 65,603 1,956,544 1,450,628 
en 2,630 TA cctsetsese 2,630 286,049 135,741 
CO See wee 634 109,234 89,510 
RENUINEEED covccenssssnsisemee oubeencess 31,774 25,229 61,871 1,036,325 885,556 
SEED cnccccevevewsesessen erences  _ 468 277,874 203,146 
ES ee sen ek 247,062 136,675 
rn 46,480 23,317 
I (iss inccictlii ‘idicicns ' Jee: upuasiis onlin 6,122 1,745 
SEEEENEEP  ccsscssccsmnsvene queemewss © euausesued cueenee 6 Gummtngntn 40,358 21,572 
Total Cars, U. S. ........ 26A02 123,130 59,677 163,960 4,277,129 2,727,068 
"Revised 


**american Motors’ totals for 1957 include Nash and Hudson production. 
**Ford Motor Co. totals for 1957 inclade Continental production. 


COMMERCIAL CARS 


(U. 8. PRODUCTION ONLY) 

















Week Week Jan. 1 Jan. 1 
Faded Same Ended Outpat, To To 
Aug. 23, Week, Aug. 16, August, Aug.24, Aug. 23, 
1958 1957* 1968* To Date 1967* 1958 

GaEVROLET .................. 100 6,410 4,523 11,381 239,861 183,386 

ly 125 143 83 291 3,528 3,419 

SED“ cnusnensemenenrecnene 36 338 60 128 2,027 1,680 

si 1,771 496 2.232 S3646 38,464 

EEE 3,420 6,245 4,738 13,943 235,471 145,461 

GMC — 925 1,398 1,006 3,214 4564 39,824 

INTERNATIONAL. ..... 1,493 2,533 1,430 4,643 80,051 59,756 

ET 300 381 303 920 11,852 9,756 

ITD ccctcnstass aitiegen  -Gideelaen . . <mniee sesesiai 7077 3,730 

I icine 290 403 283 863 12,901 10,710 

WILLYS .... 1,930 a = aw 2,188 40,462 51,654 

MISCELLANEOUS** M4 87 57 209 2,870 3,139 

Total Trucks, U. S. 8673 2A57T 12,979 40,012 734,310 550,979 
Total Cars, 

Trucks, U. &. ............ 35,075 143,587 72,656 203,972 5,011,439 3,278,047 
Total Cars, 

Trucks, Canada. ...... 3,175 6,245 3,070 7,108 315,903 248,340 

Grand Total, ie» 2) 

Cars and Trucks, 
U. S. and Canada .... 38,250 149,332 75,726 210,080 5,327,342 3,526,387 





“Revised. 
“Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, ete. 


"Autocar, 
totals 


Freightiiner, Reo and Sterling are included in White totals; Brockway in 


U. 8S. totals include cars and trucks for military orders. 


New England Is Termed 
Stolen-Car Market Place 


BOSTON.—New England is be-| cept Massachusetts, Rhode Island, 


coming the national market place 
for stolen cars, says Robert W. 
Johnston, agent in charge of the 
Boston office of the National Auto- 
Mobile Theft Bureau. 

He warned that hundreds of 
@uped owners may be fleeced of 
More than $1,000,000 if the cars 
are lawfully repossessed. 

The bureau, working with local 
Police and the FBI, has helped re- 
Cover 16 cars in a drive against a 
Cambridge outlet that recently 
Went out of business. Investigators 
believe there are another 25 or 30 
Cars which the Cambridge opera- 
tors sold. 

As many as 300 stolen cars may 
be sold each year in New England 
toinnocent motorists, Johnston 
contends. 

“It’s a slick operation,” he said, 

t we're wise to most of the 
tricks. And we know that the state 
laws of the New England states 
Make it easy for the underworld 
to do big business.” 

Johnston places the blame for 

extensive stolen car ring activ- 

in New England on registra- 
tion practices that do not require 
Proof of ownership. All states, ex- 


Connecticut, Vermont, New Hamp- 
shire and Maine, have such stat- 
utes, he said. 

“We have constantly agitated for 
a title law that would guarantee 
ownership,” he said. 

Latest development in the 
stolen-car situation in New Eng- 
land is the search for a former 
Arlington (Mass.) man sought as 
the front man of the Cambridge 
operation along with his ace 
salesman, whose address was not 
known. 

Attorney Francis J. Fortunato, 
Medford, said two brothers, his 
father and his brother-in-law were 
among those victimized. All were 
lured by prices $200 or $300 lower 
than posted at competing auto lots. 

In each case, the car’s door serial 
number had been removed and a 
stolen one replaced. The stolen 
serial plates came from New York, 
chiefly from rented cars, investiga- 
tors have determined. 

However, the other serial num- 
bers had not been touched and true 
identification was not difficult for 
the investigators. Fortunato said 
his father paid $1,900 and turned 
in an $800 car for a 1958 Ford. 
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Output at 46-Week Low ... 





Changeovers Spread; 
Production Slumps 


(Continued from Page 1) 


but one or more may reach change- ably will need little time for change- 


over status before Friday. 


* * > 


ORD hasn’t announced when ’59 
output will begin, but informed 
guesses put the date at about Sept. 
15 at some plants. That’s the day 
the Chevrolet lines will begin to 
hum, and it’s also the date Stude- 
baker is shooting for. 


Preceding them will be Oldsmo- 
bile, Pontiac, Cadillac and Plym- 
outh, all of whom are slated to 
resume production next Tuesday 
(Sept. 2). 

Plymouth’s Sept. 2 operations 
are scheduled for the Evansville 

(Ind.) and Newark (Del.) plants, 
with the Detroit line due to roll 
Sept. 4. 

Mercury and Edsel haven’t men- 
tioned dates while Lincoln, with a 
completely new car for '58, prob- 


Ford Producing 
New Industrial 
Tractors, Diggers 


BIRMINGHAM, Mich.—A new 
line of Ford industrial tractors and 
matching high-capacity loading 
and digging equipment was re- 
vealed here by the Ford Tractor 
and Implement division. A separate 
industrial franchise will be avail- 
able to new and existing dealers, 
according to Merritt D. Hill, divi- 
sion general manager. 


“This market exists almost 
everywhere one looks—the super- 
market parking lot where a trac- 
tor and broom clear dirt and snow, 
the builder digging a basement 
foundation or landscaping a hous- 
ing development, the public utility 
moving its coal supplies,” Hill told 
division distributors and key deal- 
ers, 

“We have counted more than 
100 distinct classifications of indus- 
tries where our present equipment 
is used. Approximately one-half 
million organizations can be con- 
sidered as prospects for this equip- 
ment.” 


The division also announced that 
a “robot cultivator” will soon be 
available. The simple electro- 
mechanical attachment for culti- 
vating equipment was demon- 
strated to distributors and dealers 
at a new-product preview at the 
Farm Machinery Research and 
Engineering Center here. 


Calling All Cars 


2-Way Radio Net Links 
Chrysler Facilities 

DETROIT.—The largest two-way 
radio system in the automobile in- 
dustry has been placed in opera- 
tion to dispatch trucks and cars 
between its more than 40 plants 
and office buildings and nearly 3,- 
500 supplier firms in the metropol- 
itan Detroit area, according to 
Chrysler Corp. 

L. IL. Woolson, Chrysler Corp. di- 
rector of manufacturing services, 
said the new ultra-high frequency 
system has been installed in 85 
company trucks and cars. 

“The use of the radio system 
leads to more efficient use of the 
company’s central truck transpor- 
tation system,” Woolson said. 

In a typical situation described 
by Robert M. Franklin, manager 
of communications, a truck is dis- 
patched to nearby Mt. Clemens to 
pick up material from a supplier 
plant for delivery to Dodge. 

“A short time later word may 
come from another assembly plant 
that it too needs quantities of ma- 
terial from the same or a nearby 
supplier plant. A quick check is 
made by the central transportation 
department and the truck driver 
is radioed to pick up the extra 
load and deliver the material to 
the two plants. 

“The radio system also is used 
by drivers to report traffic mishaps 
and traffic bottlenecks—thus ex- 
pediting other company trucks 
ane congested areas,” Franklin 
said. 








over operations. 

Lincoln scheduled six-day op2ra- 
tions at its Wixom (Mich.) plant 
last week, and Mercury worked five 
days at St. Louis and Metuchen, 
N. J., and four days at Wayne, 
Mich., and Los Angeles. 


45 


week and 123,130 in the week ended 
Aug. 24 last year. The previous 1958 
low point was 35,273 in the Fourth- 
of-July holiday week. 

Last week’s truck production 
fell to 8,673 as Dodge and Stude- 
baker were out of action and 
Chevrolet assembled only 100 
units before going down for 
changeover. 

The previous week, U. S. truck 
makers turned out 12,979 units, and 
the total for the year-ago week 
was 20,457. 

Canadian producers built 3,175 
cars and trucks last week, up 
slightly from 3,070 the week before. 
GM's car lines are down for change- 
over and Chrysler is closed for va- 


I AST week’s output of 26,402 com-/| cation. Ford of Canada will build 
lh 


pared with 59,677 the previous 


out this week on ’58 models. 








‘Cool’ Car vs. Hot’ Cer— 


An air-conditioned car and a “hot” car participated in a series of 500-mile-o-day 
test runs in the Arizona desert conducted by O. A. Sutton Corp., maker of the 
Vornado air conditioner for automobiles. The company said the tests showed that the 
driver of a cool car has up to 44 percent greater depth perception and does not 


experience as much fatigue or eye strain. 
. a . 


WICHITA. — Drivers of air- 
conditioned automobiles experience 
up to 44 percent greater ability to 
judge distances in passing and are 
troubled less by eye strain and 
fatigue, according to tests con- 
ducted by O. A. Sutton Corp. 

Sutton, maker of the Vornado 
air conditioner for automobiles, 
staged the tests on the Arizona 
desert. Outside temperatures 
reached 115 degrees during the 
experiments and soared to 129 
degrees inside the non-air- 
conditioned car. The temperature 
in the air-conditioned car was 
maintained at 74 degrees. 

A physician supervised the tests 
and analyzed the results, Sutton 
said. The company added that the 
Arizona State Highway Depart- 
ment cooperated with the test 
group. 

Two cars (same make and 
model) were used in the run, and 
each was driven 500 miles per day. 
After five days, the drivers switched 
cars and continued the tests. 

The physician examined each 
man before and after each day’s 
run. The examination included 
pulse, temperature, respiration, 
blood pressure and weight, plus 
special tests to determine vision, 
field of vision, color vision, depth 
perception and reaction time. 

Here are some of the points 


Chevrolet Names 
- * a 
Training Aide 

DETROIT.—M. J. Schumacher 
has been appointed assistant na- 
tional sales promotion manager for 
Chevrolet. 

Schumacher was 
promoted to the 
company’s central 
office here from 
Chicago where he 
served as sales 
promotion mana- 
ger for the Great 
Lakes region since 
1955. Among his 
new duties will be 

E supervision of the 
M. J. Schumacher retail salesmen’s 
training program and product train- 
ing films. 

Starting with Chevrolet in 1946 
at Janesville, Wis., as an assistant 
car distributor, Schumacher became 
a district manager at Green Bay 
in 1947 and Janesville sales promo- 
tion manager in 1949. Replacing 
Schumacher at Chicago-is M. H. 
Goldmann, moved up from St. Louis 
zone sales promotion manager. 


Vornado Reports on Desert Tests ... 


Cool Cars Called Safer 









which Vornado said were disclosed 
by the tests: 

The man in the hot car aver- 
aged 28 percent poorer depth. 
perception at the end of each 
day’s test. When he switched to 


the cool car, his depth percep- 
_ increased 16 percent each 

He was a 44 percent safer driver 
from the standpoint of depth per- 
ception alone, Vornado asserted, 
when he drove the air-conditioned 
car. 


Heat exhaustion reached the 
“danger point” for the driver of 
the hot car at the end of each 
day’s run. There was no complaint 
from the driver of the cool car. 


When piloting the hot car, each 
driver complained of “fuzzy vision” 
at day’s end. They could read eye 
charts quite well, but they said the 
figures seemed to dance and blur. 


One driver complained of “ab- 
dominal cramps” after his first 
three days in the hot car. 


While driving the hot car, one 
driver said the glare of the sun 
on the lead car’s bumper pro- 
duced a sense of self-hypnosis. 
No such effect was noted when 
the cool car was following the 
hot car. 

Although they were on identical 
diets, the driver of the hot car 
lost weight, and the driver of the 
cool car gained weight. The physi- 
cian said this probably was related 
to the amount of perspiration, 

The physician said there was 
“practically no change in either 
subject from the standpoint of 
pulse, respiration, temperature and 
blood pressure.” He said this was 
to be expected since both were 
young and in peak physical con- 
dition. 

Although vision, color vision and 
reaction time showed no drastic 
differences between the drivers, the 
fact that they were athletes and 
in top condition would give them 
the advantage over the average 
driver in this respect, Vornado 
said. 

Vornado officials reported that 
the hot car required four more 

gallons of gasoline each day to 
complete the 500-mile run. 

They attributed this to the fact 
that all the windows of the hot 
car were rolled down, creating ad- 
ditional drag on the car. 

The tests were photographed and 
the film is available for civic clubs 
and other interested groups 
through Vornado dealers. The film 
is entitled “The History of Auto- 
mobile Air Conditioning.” 





FORT LAUDERDALE, Fla.—A 
record 420,000 cars and trucks will 
be on lease by the end of 1958, 
according to statistics compiled by 
CARS Rental System, Inc. 

By comparison, CARS noted that 
import sales surging toward a rec- 
ord total of 385,000 vehicles during 
the same period will trail leases by 
from 35,000 to 65,000 units. 

Also hitting a new high this 
year is new-car dealer interest in 
the renting and leasing field. More 
than 1,700 dealers have attended 
NADA seminars and conferences 
on renting and leasing in six cities 
while approximately 800 dealers 
have attended CARS’ university- 
sponsored seminars in Fort Laud- 
erdale since the first of the year. 

By yearend CARS estimates 
that more than 3,000 new-car 
dealers will have attended a sem- 
inar or conference on the renting 
and leasing business. 

Dealers attending the seminars 
said they have been faced with 
customer requests for leases which 
they were reluctant to handle until 
they learned about the business. 

Contributing to this pressure are 
the factors which have caused 
sales to sag: Reluctance to make 
long-term 
need to free working capital tied 


up in vehicles for use in the direct 


business of the man or his com- 
pany. 

“Faced with the realization he 
will receive a cash payment for 
his used equipment and put his 








Obituaries 


Patrick J. Broderick, 80, 
Dean of Idaho Dealers 


COEUR d@’ ALENE, Id.—Patrick 
J. Broderick, dean of Idaho's auto- 
mobile dealers, died Aug. 6. He was 


80. 
A dealer since 1914, Mr. Broderick 


entered the auto business after 
eight years of operating a livery 
stable. He and his son, J. J. (Jud) 
Broderick, have held an Oldsmobile 


franchise since 1936. 
> > > 


Edward C. Hartshorne 
RANDOLPH, Vt.—Edward C. Hartshorne, 
83, ex-secretary to former GM President 
Alfred P. Sloan jr., died Aug. 7 in Gifford 
Memorial Mespttal. 


* * 
Paul Henry Obermeyer 
LIBERTY, Kans.— Paul Henry Ober- 
meyer, 59, former Pontiac dealer, died 
Aug. 12. * . ‘ 


John W. Waynick Jr. 

ROANOKE, W. Va.—John W. Waynick 
jr., 70, pioneer Roanoke dealer who for- 
merly headed Waynick Cadillac Co., which 
later became Valley Cadillac-Oldsmobile 
Co., died Aug. 9. His father founded the 
Cadillac dealership about 3006. 

- 


Miles E, Rhyne 
GASTONIA, N. C. — Miles E. Rhyne, 
former Studebaker dealer, died Aug. 5 
in a Gastonia heapttal. 
* 


. 
Dr. William Frederick Durand 
NEW YORK. — Dr. William Frederick 

Durand, 99, ‘‘dean of American engineers”’ 

and former president of the American 

Society of Mechnical Engineers, died here 

Aug. 9. 

* * * 
Walter E. McLean 
BOSTON.—Walter E. McLean, 63, New 

England general manager of Mack Trucks, 

Inc., died Aug. 15 in .Cambridge. He was 

a director of the Massachusetts Motor 

Truck Assn., a member of the Massachu- 

setts. Highway Assn., the New England 

Road Builders Assn. and the New England 

Traffic Club. . x 


* 
Charles L. Eaton 

LOS ANGELES.—Charies L. Eaton, 55, 

vice-president of Seaboard Finance Co., 


died Aug. 9. 
se ee 


Jack Vaughn Sr. 
FORREST CITY, Ark.—Jack Vaughn sr., 
owner of Vaughn Co. (Chrysler), died re- 
cently. He was 58. 
* 


* * 


Norman J. Rogers 
DETROIT.—Norman J. Rogers, 42, who 
for the past six years .has been a sales 
engineer with Delman Co., manufacturer of 
windshield washing equipment, died after 
a heart attack Aug. 15. 
* * 


Robert J. Richards 
BUFFALO.—Robert J. Richards, 61, who 
operated a Pontiac dealership in Akron, 
N. Y¥. died Aug. 13. 
* * * 


Joseph F. Frombgen 
LOCKPORT, N. Y.—Joseph F. Frombgen, 
76, former auto dealer, died Aug. 14. He 


retired in 1946. 
* es 


John M, Nichols 

PROVO, Utah—John M. Nichols, 66, 

former Chevrolet parts and accessories 

merchandising manager in Kansas City, 

died Aug. 12 while vacationing in Ever- 
green, Colo. 


committments and the) 


Dealer Interest Soaring, Too... 
Leasing Record Seen 





| thorized new-car dealers only; 
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transportation on a pay-as-you- 
go basis, the customer doesn’t 
have to be sold on leasing,” said 
one dealer attending a CARS 
seminar, “, . . I have to be sold 
on leasing.” 

Dealers are being sold, usually 
by other dealers who report a 
profit on leased units ranging from 
$250 to $500 per unit per year. In 
fact, the objection of many dealers 
is that leasing looks too good. 
Hence, seminars and conferences 


Cars Under Canopy— 


Jack Mitchell Rambler, Inc., San Antonio, has moved into this new building at| 1958, compared with $262 million in 
have been heavy on the pitfalls of | 2640 Broadway. The long, gaily colored canopy allows cars to be displayed outside| the like period of 1957. Unit sales 





- ¥ 


leasing, a business that is g00d | while still being under cover. The firm, headed by Jack Mitchell as president and 
only if the pitfalls are avoided,|Ben Mitchell as vice-president, has an eight-stall service department. Mitchell has 


CARS said. | 

Typical was the Los Angeles! 
NADA seminar. J. Parker Taylor, 
Stratford, Conn. (Dodge-Plym- 
outh), warned dealers the most 
important aspect of leasing is | 


| good management. 


“Know your costs,” warned 
Taylor, “and keep good cost rec- 
ords. Unless you are sure of your | 
costs, your profits will suffer.” | 
He operates Motor Contract, Inc., 
long-term leasing firm with 50 
units out. 

Answering the question of 
whether the dealer should lease in-| 
dependently or affiliate with a na-| 
tional system, Joseph P. Taravella, | 
CARS president said, CARS does) 
not recommend a national system 
unless it meets the following qual- 
ifications. 

Membership comprised of au-| 


franchises guarantee the system) 
headquarters will never compete) 
with its licensees; members of the| 
system offer all makes and model| 
of cars and trucks; work sessions) 
passing on the experiences of other | 
members are a regular part of its 
program; the system protects the 
exclusiveness of the dealers’ terri-| 
tories; and the ownership and ad- 
ministration of the system are in 
the hands of the members them-| 
selves. 





New GE Lamp | 
Designed for Car 


With 2 Headlights 


CLEVELAND. — Driving after 
dark will be easier, safer and more | 
restful on driver’s eyes as a result 
of the development of an improved 
automotive headlamp, according to 
General Electric’s miniature lamp 
department. 


The “Suburban” headlamp, fea-| 
turing a “builtin spotlight” in the 
lower beam, is designed specifically 
for cars which do not have the 
four-headlamp system, and is in- 
tended to “raise the lighting stand- 
ards of two-headlamp cars to mod- 
ern, 1958 standards.” 

The new headlamp provides bet- 
ter vision in rain, snow and fog, 
and the “builtin spotlight” gives 
driver’s eyes a break when he} 
meets oncoming cars, GE said. 

The “builtin spotlight,” when 
properly aimed, gives the driver 
much more light farther down the 
right shoulder of the road and 
helps him see through the light 
shining in his eyes from the on- 
coming car’s headlamps, the firm 
added. 

The headlamp, interchangeable 
with all lamps used in two-head- 
lamp systems, will be available in 
both the 6-and-12-volt sizes, through 
all automotive retail outlets by 
Nov. 1, GE said, Suggested retail 
price is $2.75, Federal excise tax 
included. 


Toledo Aide Raps 
Mayor’s Tax Plan 


TOLEDO. — City Manager Rink 
threw cold water on Mayor Yager’s 
proposal for State legislation to 
permit municipalities to tax the 
ownership and use of autos. 

Revenue from such a tax, which 
would be in addition to present 
state auto license fees, could be 
used to finance major street im- 
provements in the city, the mayor 
suggested. 

Rink said that he did not think 
the tax would be a good one. He 
pointed out that the City would 
have no power to impose the tax 
on residents of suburban areas. 











been 


a Rambler dealer since 1951. 





\\ Ford of Canada 


Has Higher Profit 


TORONTO.—Consolidated income 
after taxes of Ford Motor Co. of 
Canada, Ltd., and its subsidiaries 
amounted to an estimated $10.2 
million in the first half, as against 
$9.9 million for the first six months 
of 1957. 

The adverse effect of a lower vol- 
ume of sales on Canadian operating 
income was more than offset by the 
increased income of the overseas 
subsidiary companies as a result of 
their expanded volume of sales, the 
company said. 

Consolidated sales totalled 
million 


$243 
in the first six months of 


of new vehicles, on a consolidated 
basis, totalled 98,990, compared with 
| 107,430 in the first half of last year. 


| 


CLASSIFIED WANT ADS 


Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 


readers engaged 
(22¢) 


branches of 
EACH INSER 


Ti 
PER WORD FOR 


the nation's automotive 


TION 


TT Desie | 
POSITION WANTED ADS, 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. 
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One Dollar ($1) 


da 


Box Number ads are forwarded to advertiser, unopened. Display ads 


TEN DAYS 


& 


WANT AD DEPT., 


HELP WANTED 





SALESMANAGER 


For suburban Detroit Chevrolet dealer. Must 
be experienced and have proven ability to 
build, train, direct and maintain a profitable, 
aggressive large volume sales organization. A 
ood deal for the right man. All replies con- 
dential. 
Write Box 8453, c/o Automotive News, 
etroit 26. 





PARTS MANAGER Large New York 
Chevrolet dealership doing volume parts 
business, needs experienced aggressive 
man, Salary open. State background. 
Replies confidential, Box 8458, c/o Auto- 
motive News, Detroit 26. 








TIME SALES FINANCE COMPANY near 


Philadelphia, Pa. has immediate need 
for experienced office manager. Write 
giving full particulars, compensation 


wanted and references to Box 8468, c/o 
Automotive News, Detroit 26. 


PARTS AND SERVICE MANAGER—ca- 
pable of taking complete charge of coun- 
try Ford dealers parts and service de- 
partment. Unlimited opportunities for 
right man. Choctaw Motors, Butler, Ala. 

DISTRIBUTORS — DEALERS —SALESMEN 
for ‘‘Syna-Chrome.'’ After seven years’ 
research we are now introducing a guar- 
anteed chemical process in pressurized 
spray cans for resurfacing grilles, bump- 
ers, etc. Gives a bright finish that blends 
with original chrome. Cost: Approxi- 
mately $1.50 per grille, labor included. 
May be polished, waxed or compounded 
Lasts 12 months or more. Ground floor 
opportunity in choice territories. Syna- 
Chrome Distributors, 333 Mulberry, Co- 
shocton, Ohio. Phone: MA 2-6282. 





PART TIME WORK: Two men, mechani- 
cally inclined, to learn to demonstrate a 
simple but revolutionary invention that 
positively eliminates all automobile wheel 
balancing and tire truing devices, cures 
“out of round’’ tire effects also in less 
than five minutes per wheel. Your spare 
time can earn up to §50 per day. No 
investment. Factory furnishes elaborate 
training program and all equipment with 
no obligation to the right man. This is 
an unusual opportunity to train yourself 
at no cost to fill a full time position, if 
you wish, of territorial manager. Write 
giving your background and other in- 
formation for our consideration if you 
qualify. J. Lavinger, B & B Manufac- 
turing Co., Box 816, Sioux City, Iowa. 
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BUSINESS MANAGER Accountant Audi- 
tor top flight with large volume and 
chain dealer experience, qualified to as- 
sist in expense reduction, reorganizing 
and management. Now located in East. 
GM, Ford, Chrysler experience. Box 8466, 
c/o Automotive News, Detroit 26. 


GENERAL ANAGER or owner right 
hand man. do not need a job, I want 
to do a job and on a basis which you 
can afford. My experience stems from 
coming up through the ranks, mechanic, 
parts, sales and managing, service man- 
agement, sales manager and general 
manager. Considered excellent closer, ad- 
vertiser and developer of salesmen and 
other personnel. Will operate only where 
highest business ethics are desired and 
appreciated. Strictly sober habits, hap- 
pily married. Rambler deal preferred in 
Midwestern city of not over 75,000. Box 
8464, c/o Automotive News, Detroit 26. 


SERVICE MANAGER — General Motors, 
Lincoln, Mercury. Fully qualified and 
experienced in all phases of service op- 
erations. Best references, Lex Kennerly, 
4040 Park Fulton al, Cleveland, Ohio. 


POSITION WANTED 
SUCCESSFUL USED CAR MANAGER, 
employed with dealership turning over 
3,000 new and used units per year, 
would like to relocate in southwest 





Desire position as assistant to general | 


dealer. Married, age 35; 

integrity and knowledge of 
business best assets. Box 8469, c/o 
Automotive News, Detroit 26. 

FINANCIAL MANAGEMENT—Controller, 
treasurer, office manager, internal audi- 
tor, management assistant. College grad- 
uate, C.P.A. Age 30. married; factory 
experience; hard worker who produces. 
Strong on budgets — desires career op- 
portunity. Box 58470, c/o Automotive 
News, Detroit 26. 


FINANCE MAN AVAILABLE — Over 
twenty years’ executive experience all 
phases sales finance, loans and bank 
consumer credit. Handled fifteen million 
volume last year. Wide contacts middle- 
west and south. Will relocate. Box 8471, 
c/o Automotive News, Detroit 26. 


EXECUTIVE SERVICE MANAGER — GM 
training at G.M.I1., Flint, Michigan. 
Fifteen years’ experience—large opera- 
tions. Prefer Buick or Olds, Now em- 
ployed in large Florida city. Will relo- 
cate in Florida. Box 8472, c/o Automo- 
tive News, Detroit 26. 


GENERAL MANAGER or sales manager— 


manager or 
hard work, 


Experienced small or large dealership, 
prefer Ford deal in middie west. Best 
references. Box 8474, c/o Automotive 
News, Detroit 26. 


DEALERS WITHIN 300 MILES OF DE- 
TROIT. Can I help you find good used 
cars? Elderly designer, good health, 
would quit designing to spot best buys. 
Any suggestions? Designer, 11242 Craft. 
Detroit 24, Mich. 


FORMER PARTNER in large volume, suc- 


cessful Ford dealership seeking position 
as executive assistant to dealer. Age 38, 
married, one child. Loyal, aggressive, 


enthusiastic, experienced in handling all 
phases of dealership operation. Interested 
in sharing responsibility and making 
money for dealer and myself. Excellent 


references. Midwest or west preferred. 
Will make change now. Box 58474, c/o 
Automotive News, Detroit 26. 


SALES MANAGER — Chevrolet preferred. 
Proven record of ability to handle men 
and to produce high profits, plus a long 
record of hard work and high integrity. 
Age 38, married, experienced in all 
phases of management. I prefer a 
dealership where the volume is now not 
satisfactorily, and where able promotion 
and the building of a hard-hitting sales 
force will put the business in the black. 
If the owner plans to partially retire, I 
would be willing to re-invest a part of 
my remuneration now or eventually, Now 
living in Jersey, but will locate any- 
where in the northeast. Will arrange for 
an interview at your dealership. Box 
8475, c/o Automotive News, Detroit 26. 





AUTO RENT 
and LEASE 
EXECUTIVE 


12 years’ experience at top level 
management in all phases of daily 
rental and leasing of passenger 
cars and trucks. 


Will be available in the near future 
. . + will relocate in any city with 
substantial firm. 


Full resume, background, references 
will be furnished promptly on re- 
quest. 
OF woe 
Will consider purchase of a thriving 
rent car franchise or leasing busi- 
ness. 
Reply to: Box 8473, 
c/o Automotive News, 
Detroit 26 





insertion for use of a box number 
$12.30 per column inch. CLOSING 
IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


Replies to 





| POSITION WANTED 


SALES MANAGER—fourteen years experi- 
ence new or used cars. Presently em- 
ployed. Can appraise, buy or sell retail 
or wholesale. Have eight years experi- 
ence as used car manager with GM 
dealer who is largest in the state. Box 

! 8467, c/o Automotive News, Detroit 26. 





LEASING EXECUTIVE—Over six years’ 
experience with national leasing com- 
pany. Qualified to assume complete op- 
eration. Age 36, married, children. Can 
furnish best references. Box 8479, c/o 
Automotive News, Detroit 26. 


PERSONAL 

D queen omen = 
IF STILL INTERESTED will the party 
| who responded to Box 8419 listing Maine 
| dealership available please contact us 


| again. Through negligence your address 
was lost. Box 8477, c/o Automotive 
News, Detroit 26. 


| 
| DEALERSHIPS AVAILABLE 


DEAL HANDLING GM CAR in one of the 
fastest growing areas in south Florida. 
Buy out of parts, tools, signs and office 

| equipment. Long term lease on one of 

the most modern plants for high sales 
and service volume. Box 8408, c/o Auto- 

motive News, Detroit 26. 


DEALERSHIP HANDLING RAMBLER and 
car rental business in fast growing area. 
Buy parts and equipment at big discount. 
Low rent. Ideal setup. Fort Collins Motor 

| Sales, 354 Walnut St., Fort Collins, 

Colorado. 


| 








HANDLING CHEVROLET—Broad Street, 


Philadelphia. Planning potential over 
1,000. Reason for sale—other interests. 
Box %429, c/o Automotive News, De- 
troit 26. 





DODGE, PLYMOUTH AND DODGE 
TRUCKS. Central Pennsylvania, $20,000 
will handle. Lease or sell building. Sell 
at once due to ill health. Box 8462, c/o 
Automotive News, Detroit 26. 





AGENCY HANDLING RAMBLER FOR 
LEASE. Located on one of the main 
streets in Lansing, Michigan—city of a 
population over 100,000. Have had the 
Nash and Rambler franchise for 13 years. 
Newly decorated building with a 12 
working stall service department, parts 
room and storage, 16 working stall body 
shop with spray booth and paint storage 
room, 3 auto frame machines, 1 truck 
frame machine. Alignment equipment for 
both truck and auto, large 5 car show- 
room with new, large Rambler sign in 
front. Large corner used car lot—no 
used cars to purchase. Nice offices, al! 
latest and modern equipment. Money 
required for the lease—purchase parts 
inventory. Reason for lease—owner re- 





tiring. Located at 1116 8S. Washington 
Ave., Lansing, Michigan. Phone: IV 
4-5351. 





PROFITABLE OPERATING AGENCY han- 
dling GMC truck—established 20 years. 
Located in metropolitan area of Southern 
California, 50 minutes from Los Angeles. 
County seat city. Most rapidly growing 
county in California. Priced under value 
to close estate. Immediate possession 
Address reply to: 309 First Western 
Bank Building, Santa Ana, California. 


PROFITABLE ALLIED FRANCHISE —- 
Some choice territories with guaranteed 
sales areas still available for Alma 
Mobile Homes, the newest answer to 
the nation’s housing problems. See the 
big Alma ad page 26 this issue. 


CALIFORNIA DEALERSHIP — Ideal San 
Francisco Bay area location. Large used 
truck dealership handling new Interna- 
tional franchise and expanding truck 
leasing business. Good lease. $25,000 wil! 
handle. Box 8476, c/o Automotive News. 
Detroit 26. 





DEALERSHIP HANDLING OLDSMOBILE- 
CADILLAC for sale in Iowa, located in 
rich farming area with well established 
industry, Has always been excellent 
profit maker—1958 included. Will pay for 
itself in two years. C.P.A. records to 
verify profit picture. 450 units new and 
used, Lease or buy property—Must have 
factory approval. Box 8478, c/o Automo- 
tive News, Detroit 26. 











rty 
ine 


ive 


hed 





DEALERSHIPS AVAILABLE 


Increase Gross 
Profit With 


Foreign Cars 


Distributors for DKW, Alfa Ro- 
meo, Facel Vega, Lancia and 


Abarth in Florida, Georgia and 
Mississippi. 


Have some CHOICE FRAN- 
CHISES available. 


MARSHALL MOTORS 
INC. 


2100 Biscayne Bivd. 
Miami, Florida 





DEALERSHIPS WANTED 


HAVE $300,000 CASH 


available to invest in good automobile | 
dealership. This dealership must have volume | 
new car sales potential and be priced worth 
the money. My proven dealership manage- 
ment record assures factory approval. Your 
reply will be kept strictly confidential. Box 
#441, c/o Automotive News, Detroit 26. 





BUSINESS OPPORTUNITIES 

WANTED—PARTNER FOR CAR RENTAL 
BUSINESS, in Alaska. 150 units, three 
pieces of property. Nine months work per 





year. $40,000 necessary. Lincoln C. 
Leitch, Lincoln U-Drive, Anchorage, 
Alaska or De-Vur Hotel, 1129 W. Mil-| 


waukee Ave., Detroit. 
ae ee eS ee ee 


CONFUSED 
ABOUT 
LEASING? 


Learn about the 
LEE 
FLEET 
SYSTEM 


« «++ @ national franchise 
plan for new cor dealers 
which provides 


FINANCING 
INSURANCE 
LEASE DOCUMENTS 
PERSONNEL TRAINING 
ADVERTISING 


Write for Details: 


LEE FLEET SYSTEM, 


Inc. 
1530 Keith Building 
Cleveland, Ohio 


JOBBERS 
WANTED 


FOR AN AMAZING NEW 
HIGH PROFIT ITEM... 


a mae 
STREAM 


Carburetor 






























Master Float Valve 
This new needle-and-seat valve stops 
flooding, corrects rough idling, gives 


quicker starts and restarts, improves ac- 
celeration, saves gas. Mobile neoprene 
needle tip closes even when valve is out- 
of-level. Jet Stream has been used on 
adjustments under GM's AFA, Chrysler's 
PRM and Ford's 1863. For details, call or 
write... 


STONE BROTHERS 
DISTRIBUTORS 
BOX 5087 © TULSA, OKLA. 








DEALER SERVICES 





®@ © TWO ESSENTIAL SERVICES ® ® 
INVENTORY SERVICE 
Parts, accessories and similar goods. 


APPRAISAL SERVICE 
Furniture, equipment, machinery 
For /Sell . 
prolew f Fiscal Reports 
Tax, Banking and insurance 
@ @ Call or Write for Details @ @ 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 


and tools. 
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DEALER SERVICES 


H. K. Williams, Manager 
HOME DETECTIVE Co. INC. 
37 Years operating a complete 
LOCATOR AND 


REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 


dealers, banks, finance firms, law enforce- 
ment sources, Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks. Fast, daily 
service Cherry Point, Fort B 

Lejeune, N. C., and all 

Carolinas. Write P. O. 

BR 2-2034, BR 5-3757, Greensboro, 


MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 


Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis for 
officers and enlisted personnel of pay grades 
E5 and above 


MILITARY MILITARY 
FINANCE CO. ACCEPTANCE CORP. 
502 Tioga Bidg., P.O. Box 2166 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif. CApitol’ 6268! 


THornwall 203 


a an, for Military 





CARS WANTED 


LATE MODEL WRECKS—Parts bought) 
and sold. Large selection. Ed Matt, 55 
Madison Ave., Paterson, 
SHerwood 2-4488. 


New Jersey. 


"48 ENGLISH FORD and parts. Warren, 85 
E. Street, South Portland, Maine. 





Foreign Car Dealers!! 


NEW AND USED 
Don't sacrifice your foreign car inventories 
—Call the a import dealer in the mid- 
west. No stock too small or too large for 
us to handle. Send for free wholesale list. 
Write or call Bernie Gay. 


JAN ROSS MOTOR CO. 

Import eS Broad St., 
m 

CApitol $-4514—CApitol 86607 





CARS FOR SALE 


For 





Direct Delivery of 


Mercedes-Benz 


1955, 56 and 57 Model 200A 
and 300 fully equipped. All 
mint condition. Always more 
than 20 cars in stock. We are 
direct importer so nobody can 
beat our prices. Wholesale to 
dealers only. 


IKE’S MOTORS 


ELMSFORD, NEW YORK 
Rt. 9A 
219 N. Saw Mill River Rd. 
Tel: LYric 2-9886 





BE FIRST 
WITH 


1959 
VOLKSWAGENS 


Call, wire or write 


UNDERWOOD 
MOTORS 


1860 Broadway, 
New York 23, N. 


Judson 2-5930 


24 hour telephone service 





"54 Darrin Sports Car 


Stored since new. 494 true miles, factory 
original White and Red leather interior. 
Probably none in existence of its equal. 


Best offer owns it, 


Mert Galloway, Autoville of Miami 
1440 N.W. 36th St., Miami, Florida 


CARS FOR SALE 


VOLKSWAGENS 


Sedans - Convertibles - 
Ghias 
Karmann Ghia Convertibles 
"57, "58 
Completely Americanized 


Wholesale—To Dealers 


We are the only American Importers with 
our own organization in Germany—We 
ship only Selected, Top Choice Cars, 


F. H. K. CORP. 


30-15 35th Avenve 
Long Island City 6, N. Y. 
EMPIRE 1-0557 
EMPIRE 1-0600 
We can also supply Station Wagons, 
Panels, Pick-Ups, Buses, efc., either di- 
rectly from U.S.A, or through ‘our German 
organization: 
Deutsch-Amerikanische Auto- 
mobil Handelsgeselischaft, MBH. 


HAMBURG 1, GERMANY 


1956 
PLYMOUTHS 


Automatic transmission, good tires, 
good mechanically. These are not high- 
mileage cabs, and have been in serv- 
ice only 12 months. 


SEEING IS BELIEVING! 


$195 ea. 
CURRY 
CHEVROLET 


3300 Broadway * New York City 
ADirondack 4-6000 





DO YOU WANT 
PROFITS NOW?7? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanas 


- by the 
World's Largest Independent 


Vehwanen Operation 


All Cars Selected, Serviced, Cleaned 
and Expertly Directly to 
All U. S$. Ports. Contact our Ameri- 


can Representatives for Details. 


ncorp, 
Lyndhurst, New Jersey 
Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 


Also Suppl Station Wagons, 

Panels, -ups, aay c 

Export industrial Corp., S. A., 
Hamburg |, ny 





PARTS FOR SALE 


PARTS 
REDUCTION 
SALE 


1954-1955-1956 
1957-1958 


Chevrolet Parts 


Sacrifice Prices 


10% below dealers net. Larg- 
est stock in the East. Special 
prices for export. 


GIRARD CHEVROLET 
co. 


59th & Lancaster Ave. 
Philadelphia 31, Pa. 
GReenwood 7-2700 (Call collect) 





car and truck parts. Also current Krause, 
Graham Hoeme, Baldwin Gleaner and 
Scott Urschel at half my cost. Packed 
for delivery. List upon request. Clarence 
Evers, Ordway, Colorado. 


PARTS WANTED 


ATTENTION: FORD DEALERS. We will 
buy your obsolete parts and excess parts 
inventories for cash. Send us a list of 
what you wish to sell—We will forward 
our offer promptly. Upon request we 
can furnish you with a list of our present 
requirements. Genuine Ford parts only— 
no body parts. Box 8438, c/o Automotive 
News, Detroit 26. 


| WANTED—Convertible top, 1957 Thunder- 
bird. Harry A. Hall, Courthouse, Kansas 
City 6, Missouri. 





DECAL TRANSFERS 
TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, 
Cleveland 3, Ohio. 
TRUCKS FOR SALE 


| WILL SACRIFICE new 1957 Dodge 1-ton 


Inc., 8356 Hough, 








Power Wagon. Harold Medow, Ben 
Medow, Inc., Dodge Dealers, 222 N 
Lafayette, South Bend, Indiana. 
SIX MACK 
GARBAGE TRUCKS 
with Garwood loadpackers. 15 yards and 


ready to roll. Top condition. 


The Local Oil Co. 


19 Milton St. Stamford, Conn. 


Ce ee ce ali, placa al soc ac FOR SALE 
ANY PART OF $8,000 new obsolete Ford 
Phone: DA 3-3677 








BUSES FOR SALE 


| 


| 
| 








SCHOOL BUSES 


150 to choose from—New and Used 
All makes and sizes — immediate delivery | 


Transit Soles & Service, inc. 

23 South Street, Danbury, Conn. 
Telephone: Pioneer 3-4437 
William T. Sperry, Pres. | 


ie 





SCHOOL BUSES WANTED 


| NEW OR USED SCHOOL BUSES wanted, | 
any capacity. Also, used Cadillac am-/ 
| bulances, hearses, limousines, Send im-| 
mediately full information on your offer-| 
ings to: McLaughlin Bus and Equipment 
Co., 1224 North 
Rhode Island. 





Main St., Providence, 





| sc HOOL BUSES WANTED—one or twenty, 
1951s up—36 to 66 passenger, Quick ac- 

. Write Box 8380, c/o Automotive 
News, Detroit 26. | 
| 





SHOP EQUIPMENT WANTED 
| USED CRANKSHAFT GRINDER. cylinder 


block and head grinder. Somers Garage, 
Inc., Tupper Lake, New York. 


SHOP 1 EQUIPMENT FOR SALE | 


| SLIGHTLY USED Westinghouse five horse-| 
| power, twenty-two foot compressor. Som- 








ers Garage, Inc., Tupper Lake, New)! 
York, } 

FOR SALE 
Safes, two large, three small—Steel work! 


benches—Bins—Lockers—Sun Visors—Air Mule) 
fans—Paint—Office equipment. 


M. J. Lanahan, Inc. 


250! S. Michigan Ave. Chicago 16, Hil. 





ACCESSORIES FOR SALE 





LUGGAGE CARRIERS 
All Aluminum — Permanent 


Full Length | 


Type 


Half 
$62.30 $4428 
72" platform 48" platform 
CANELL CO. 
Little Ferry, New 
Send for Details 








BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax inctuded 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four oat Hook-Up 
DEALERS’ SPECIAL (F.O.B. Factory Net) 


.85 Fed. Tax Inctuded 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Canedion Distributors 


FIVE WHEELS, LTD. 
seo Y St. 
Terente, Ontario 
FOR SALE: Used car building for sale. 


Easily moved, Now located on east side 
of Detroit. Call VA 1-9000, Detroit. 





Valuable Information 


“You Were There,” an accurate 
of Detroit wholesale 


The “ORIGINAL YELLOW™ 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 
ERSAL 
WITH THE UNIVERS $5] 45 


“WRIST ACTION" 
Incidg. BRAKE HOOK-UP 
TowKinG 4.20’) $45°° 
TRAIL- Ne | $37.50 
Delivery 

Fits 2" Ball 


Fast Pickup & 
ALL Foreign & 
Americon Cars 
WE STOCK PARTS FOR 
RED ARROW TOW BARS 


Tow Bar Sales Co. 


Exclusive Factory Distribvters 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 
40 So. Clinton St., Chicago 6, lil. 








Order your subscription NOW, 
and avoid increase in price to 


be announced soon. 


Car Dealer [) 


Jobber [) Insurance oO 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 
Truck Dealer [] 


Manufacturer [] 


Financial [] Supplier [J 
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Offer your customers mirrors that do away 


OT AD 


These New Mirrors give single, sharp image because they are “front-surface” 


E-Z-1° 
3-WAY 
MIRROR 


Glare-free, “single image” vision for night driving 


With this front-surface E-Z-I Mirror, 
headlights behind you are distinct, 
yet glare-free. You judge more accu- 
rately how near the cars are behind 
you. No guessing, no blinding! An 
optically better front-surface mirror 
—it eliminates double image. 


aa ci Not just two positions, but three! 


123 


(1) DAYTIME, you get a sharp, soothing yellow-green image. 
(2) NIGHT IN CITY, you filter out low-beam headlight glare. 
(3) NIGHT ON HIGHWAY, you de-glare “brights” behind you. 


E-Z-I Mirrors are standard equipment on top-line Buick 
models—available in Buick accessory departments. 


CROMIR® OUTSIDE MIRROR 


Better, “single image” vision 
for clear or rainy weather 


Cromir is an outside mount, front-surface, chromium-alloy mirror, 
It provides clean, sharp, single images. No ghosting! No blurs! 
It’s clearer in wet weather because moisture droplets run off, 

don’t cling. Cromir is guaranteed for as long as the first 


owner keeps the car. Available from makers of outside mirrors. 


These mirrors are sold only through new car dealers. 


LIBBEY-OWENS: FORD... c Great Name in Glass 
LIBERTY MIRROR DIVISION, Brackenridge, Penna. 


Tune in THE PERRY MASON SHOW, Saturday Nights, CBS-TV Network 





